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Sparks 


State of the Nation’s Economy: 
Up 

Business IN p&x— Advanced to 
107.5 in week ended Nov. 21 from 

preceding week, according to Bar- 
ron’s. A year earlier it stood at 
116.6. 

INSTALLMENT Buyinc—Consum- 
ers added $139 million to install- 
ment purchase debts in October. 
The rise in September was $154 
million. Total installment credit 
outstanding last month was $21.5 
billion, or $3.9 million more than 
in 1952. 

MANUFACTURERS’ SALES—Totaled 
$26.6 billion in October, or about 
$100 million more than a year ear- 
lier, according to Commerce De- 
partment. New orders, however, 
amounted to $23.4 billion, nearly 
$2 billion under a year ago. Mahu- 
facturers’ inventories in October 
amounted to $45.9 billion, an in- 
crease of $3 billion over October, 
1952. 





* * 


Down 


INpustRIAL OutpuT—Stood in No- 
vember at 228 percent of the 1935- 
39 average, or 1% percent below 
October and 6 percent below No- 
vember, 1952. 


FreicHt Loapincs—Totaled 725,732 
cars in week ended Nov. 21, or 1,- 
326 fewer than in preceding week. 

ConstruUcTION Awarps — Totaled 
” $145,096,000 in week ended Nov. 

23, compared with $244,704,000 the 
previous week. 

WHOLESALE Prices—Stood in week 
ended Nov. 24 at 110 percent of the 
1947-49 average, or 0.2 percent be- 
low the October average and 0.6 
percent below November, 1952. 

a a - 


—— General 

® Manuracturinc F1r mM s—Totaled 
267,000, according to Census Bureau. 
Nine out of 10 had fewer than 100 
employes, Manufacturing payrolls 
covered 15,944,379 workers. 


* 





Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


123,163 123,451 








Prev. 1952 
Week Week 


For complete production totals 
by makes, see table, page 63. 





Last 
Week 





By Tom Hewitt 
Staff Writer 


S THE week’s car output re- 
bounded to 99,745, one automo- 





> tive milestone was passed last week, | 


while two will be reached this week. 
| Plymouth last week became the 
: first auto firm this year to surpass 

‘ts alltime-high production year— 


i when it made 621,013 cars. 
F week will see the pro- 
n of both the year’s seven- 


millionth vehicle and the post- 
war period’s 37-millionth car. 
Next week the 10-millionth post- 
war truck will be turned out. 

So far this year U. S. plants have 
turned out 5,816,091 cars and 1,- 
129,584 trucks, a total of 6,945,675 
vehicles. Thus, with 433,000 cars 
and 97,000 trucks slated for this 

month, 1953 will end up with totals 
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Breech Sees Gain 


For Ford in Each 
Of Next 5 Years 


Assails Organizations 
That Seek to Impose 
Production Curbs 


OLLYWOOD, Fla.—Lashing out 

at dealer-association critics, 
Ernest R. Breech, exécutive vice- 
president, said last week that Ford 
Motor Co. plans on/a “reasonable 
increase” in its share of the market 
each year for the next five years. 


It is obvious, Breech said, that 
such dealer organizations have 
failed to recognize the competi- 

: tive positions of 
individual auto 
manufacturers, 

He addressed 
the convention of 
the Investment 
Bankers Assn. of 
America at the 
Hollywood Beach 
Hotel here Thurs- 
day. 

*. *: * 

ORD believes 
. there is noth- 
ing sacred about historical market 
shares, Breech said, and will 
schedule production not on the 
basis of what it sold in 1953 or 
1952, but on what it believes it can 
sell each year in the upcoming 
years. 

Breech, in his address, vigor- 
ously defended Ford adminis- 
trative policies and rapped labor 
organizations as well as dealer 
groups for opposing Ford on 
certain points, 

“Earlier this year,” he said, “we 
were urged by the auto workers’ 
union to cut back production—to 
level it out somehow—because they 
feared that production would have 
to be reduced in the last half of 
1953, with consequent unem- 
ployment. 

“Well, we maintained production 
as planned. 






































* * 


UR employment at Ford Motor 
Co. this fall has averaged more 
than 193,000 domestic employes, a 
5 percent increase over employment 
in the first half of this year, and 
our payrolls have reached an all- 
time peak rate of nearly $1 billion 
@ year. 

“What's more,” he continued, 
“we have heavy overtime 
schedules, and will continue on 
an overtime basis for at least the 
first quarter of 1954—and, we 
expect, for some time thereafter.” 

Breech said dealer organizations 
(Continued on Page 60, Col. 1) 


is the industry's second best. 


H Cuevete ae Pontiac 
back in production after com- 
pleting model changeovers, U. S. 
car production last week bounded 
up 47.6 percent above the previous 
week, in which Thanksgiving 
caused reduced production. 
According to Automotive News 
estimates, U. S. plants last week 
turned out 99,745 cars and 23,418 
trucks, compared with 52,277 cars 
and 19,454 trucks a week earlier. 
Chevrolet last week resumed 
volume output after three weeks 
of switching over, while Pontiac 
returned to the production rolls 
after being down a week. Buick 
has been down for changeover 
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Transparent-Top Model Highlights 1954 Mercury Line— 


The Sun Valley goes on showroom display along with Mercury's other 1954 models Thursday (Dec. 10). The front section of 
the Sun Valley's top is quarter-inch-thick plexiglas, tinted green to minimize light glare. Features of the new Mercury include 161- 


horsepower V-8 engine and new front suspension. (Other photos on Pages 58, 59.) 
. 
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New Engine, Hardtop 
Mark *54 Mercurys 


|two Ford Motor Co. 


What's New: 


Spam a hardtop with transparent 


+ * * 


ANEW hardtop with a transpar- 
ent roof, a 161- -horsepower 
overhead-valve V-8 engine and a) 
new ball-joint front suspension fea- | 
ture the Mercury for 1954. 

Longer rear fenders and new 
interior trim combinations also 
highlight the 1954 Mercury, which 
will make its debut in more than 
1,800 dealerships Thursday (Dec. 
10). 

The Sun Valley, a Mercury Mon- | 
terey hardtop, is the addition to the 
1954 line. It is characterized by a 
transparent plastic roof, the first 
of its kind in an American produc- 


tion car. The front half of the roof 


is a green tinted plexiglas, de- 
veloped for mass production from 


Week ’s Output Rebounds to 99, 745 Cars 


of approximately 6,200,000 cars and | for three weeks. It will start pro- 
1,208,000 trucks. This year already | ducing 1954 — today (Dec. 7). 


model changeover this month, 
last week scheduled no Saturday 
assemblies for the first time since 
the half-way point of the year. Its 
changeover. operations will last less 
than a week, it is expected. 

An indication of Ford division’s 
plans for the future comes from 
its Buffalo stamping plant. 

Manager John B. Kendall said 
(Continued on Page 63, Col. 1) 
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2nd Best Year 


| the 1951 total of 5,060,903 to become 
| FORD division, preparing for| second only to 1950. Since registra- 





* * 





No Merger Talks | 
On at Packard, 


Nance Declares 


By Bob Sheldon 
Associate Editor 
| packarp is giving “no serious 
consideration” to merger possi- 
bilities at present, President James 
J. Nance said last 
week, 





ar 






experimental 
cars—the X-100 and the’ XL-500..: 
” * : 


QGuacaeran factory retail price 
of the Sun Valley, it was an- 
nounced, will be $2,365, exclusive of 
Federal tax and delivery and han- 





dling charge. seamen that 
The station wagon will be re- his aim at Pack- 


(Continued on Page 59, Col. 1) 


53 Car Sales Pass 


ard had always 
been to develop 
the company in- 
to “a more at- 
tractive bride.” 
And he cited 
the belief that 
any successful 
J. 3. Nance merger would 
have to take in Packard, since it~, 
(Continued or age 61, Col. 1) 








‘With Month to Go 


By Bob Lienert 
Staff Writer 


yas year has unofficially become 
the second best new-car sales 
year in history—with a month re- 
maining in which to boost the 
figure. 

Official registration tabulations 
for the first 10 months of the 





Top Cars 


New-crr reg strations for all 
states ‘or 10 month3: 


ear were completed last week. 1953 Pes Make 1952 Pos. 
The how tha ane h Oct. 31 1- 1,152,700 Chev. 694,791— 1 
tal . ’ ; 5) Ford 578,361— 2 

a total of 4,874,741 cars had been | eee — a2 
| As of Mow 1, only 186,162 more} 392,440 Buick 257,716— 4 
"re! ; 832,253 Pontiac 219,796— 5 


registrations remained to be offi- 


cially recorded to make 1953 pass Olds. 180,514— 7 


Dodge 208,464— 6 
Merc, 145,068— 8 
Stude. °129,377— 9 
Chrysler 93,622—11 
Nash 118,197—10 


tion tabulations fall behind actual 
sales, that point has been passed 
by now, although the sales have not} 





108,732 DeSoto 74,620—13 
yet been officially recorded. 82 Cadill 7 13 
CTOBER registrations show 64,747 Packard 56,401—15 
O 58,358 Hudson 67,981—14 
that the 1953 month was the 38,367 Will 7141-17 
second best October in history, ex- bs 33,741— 
35,206 Lincoln 24,010—19 
ceeded only by October, ..1950. 
21,323 Kaiser 33,862—16 
Registrations for October, 1953, | 10,161 Henry J 25,035—18 
totaled 504,697. The same month || 94 “gig “G 
for the banner year of —_ saw 21— 2.744 Austin 21 
sales reach 580,373. he two 4,263— 
ft were the only tim in Total All Makes 


hon October saie: 
HO,0C0 mart 


Saies re 


» Passel 


ord of 6% 
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By Gerhardt Neumann 
Staff Writer 

FFORTS of the AFL Teamsters 

Union to become the spokes- 
man of auto salesmen in the De- 
troit area were dealt a severe blow 
last week when the union’s 4%- 
month strike at Campsie & Sweeney 
(Mercury) collapsed. 

Campsie & Sweeney is the last 
firm in the Ford line in the De- 


Dodge Truck Ups 
W oc sey to General 


Sales Manager 


DETROIT —Appointment of Wil- 
Ham §S ‘oolsey as general sales 
manager of Dodge trucks was an- 

nounced last 
week by L. J. 
Purdy, general 
truck manager of 
Dodge. 

In the newly 
created post, 
Woolsey will sup- 
ervise an expand- 
ed staff in truck 
sales, service, 
training and mer- 
chandising to 
assist Dodge 

truck lers in their programs. 

Woolsey's diversified background 
of 25 ye in the automotive world 
includ tail selling as well as 
factory s% and service experi- 
ence, 

He joined Dodge in 1939 as dis- 
trict truck manager in Pittsburgh. 

Following his own promotion, 
Woolsey announced last week that 
Edward H. Rice, formerly truck 
mes supervisor, had been named 


Trector of truck field operations. 
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Dealership Pickets Withdrawn After 444 Months... 
Feamsters’ Detroit Drive Fails 


troit area with a unionized sales 
staff. Six years ago, 50 Ford and 
Lincoln - Mercury dealers had 
unions either in the shop or show- 
room. 

The strike was called last July 
by Local 376 of the AFL Teamsters 
Union after the contract with 
Campsie & Sweeney had expired. 

* * + 


7 dealership was able to ob- 
tain cars and hire other sales- 
|'men, so that business went on as 
usual. The union, apparently dis- 
couraged by its inability to exert 
any appreciable economic pressure, 
finally decided to call off this costly 
affair by a face-saving deal. 

The Teamsters local agreed to 
withdraw the pickets if one of the 
five salesmen, who had been out 
on strike, would be reinstated. 

The firm consented, rehired the 
salesman and now has no agree- 
ment of any sort with any sales 
union, 

It also was agreed that in case 
negotiations with other Lincoln- 
Mercury dealers should be re- 
sumed, Campsie & Sweeney would 
be willing to reopen talks with 
the union, 

Campsie & Sweeney had main- 
tained all through the strike that, 
if it were to meet union demands, 
the dealership would be unable to 
survive. 

The firm had signed a contract 
with the Teamsters in 1946 but re- 
fused to continue on this basis 
when the union demanded last 
June 6 percent of the FOB list, 
liberalized vacations, restricted 
floor time and other contractual 
improvements. 

* 





* * 


_ to peace and cooperation 
between management and labor 


P Key to Dayton Newsboys’ Education— 


Piymowth dealers of Dayton, O., participated in a fund-raising treasure hunt 


Sponsored by the Dayton Daily News Oldtime Newsies Assn., which annually raises 
money to send former newsboys to college. The prize was a 1954 Plymouth Belvedere. 
Clves as to the hiding place of the chest containing the keys to the car were 
published daily in the paper. Albert Scharrer (right), president of the Newsies’ as- 
sociation, end Carl J. Demrick, Plymouth general manufacturing manager, are shown 
at the Detroit plant where Scharrer picked up the car. The participating dealers were 
Jenkins Avte Seles, Inc.; Moore-Rowell, Inc.; Krieger-Daulton, Inc., and Paul Bolton, Inc. 


Buick Lifts Sales Sights 


Plans to Top 500,000 with New Product 
Designed for Competition 


ager, said last week at a press 
showing of new models. 

Product information is off the 
record, but it is violating no confi- 
dence to say that Buick officials 
recognize that it will take more 


Le 
Chevrolet Edges Ford 
In October Car Sales 


A. H. Belfie Ivan L. Wiles 
than better selling in. a competitive 


market to top 1953 
and styling changes 
are the most extensive made in 18 
years, Wiles said. 

* * : 

tes would not hazard a pre- 
diction on how much over 500 .- 
}0) Buick expected to go in 1954, 
| Dut 
(Continyed on Page &, Col, 1) 


e said, in response to a ques- | 


were outlined last week by Walter 
Reuther, CIO and UAW president, 
who addressed a luncheon meeting 
of the Economic Club of Detroit. 

Reuther’s main thesis was that 
the preservation of the free enter- 
prise system depends on industry’s 
ability to maintain high purchasing 
power by what he called a “fairer 
| distribution of the economic pie.” 

He said auto workers “don’t 
want to be paid for not working, 
but they don’t want to be penal- 
ized for not having a job.” 

The UAW, he added, is “dead se- 
rious” about the annual wage, be- 
cause it is an economic necessity. 
Reuther, in passing, also criticized 
the auto industry for bringing 
thousands of workers to Detroit to 
increase production and then 
“dumping them on the community” 
after a few months. 

Industrial peace, Reuther de- 
clared, is a by-product of social 
justice. In the common fight against 
Communism, he declared, “the es- 
tablishment of social justice is the 
greatest contribution we can make 
toward winning this fight.” 

* x + 





N AN earlier statement about the 
recent two-cent wage increase 
for auto workers under the latest 
cost-of-living index, Reuther said, 
as he did on similar occasions, 
“that such increases do not repre- 
sent any real increase in purchas- 
ing power at all, and that contin- 
ued rises in the cost of living have 
penalized millions of families un- 
protected by union contract escala- 
tor provisions.” 

Meantime, another Teamster 
local’s hope to unionize salesmen 
received a setback when Justice 
John S. Marsh of the New York 
Supreme Court limited the num- 
ber of pickets at Villa-Pontiac, 
Inc., Buffalo, to two at each en- 
trance. 

Judge Marsh ordered Local 375 
to make it clear on its placards or 
signs carried by the pickets “that 
there is no strike between the 


dealership and its employes and 
(See LABOR, Page 64, Col, 2) 





At 54, He Points Way in Chevrolet 


C. D. Evans, of El Paso, Tex., known as the “granddaddy" of the Pan-America 
Road Race, is followed across the finish line by a low-flying plane as he wins in th 
light stock-car division. Evans, who is 54, drove a Chevrolet over the 1,912-mil 
course in 24 hours 48 minutes 21 seconds.—{United Press photo.) 


Car Exports Up Slightly 


But Total for 10 Months Is Still Below °52; 
Trucks Set °53 Record in October 


DETROIT.—Car exports rose to 
2.24 percent of factory sales in 
October after hitting a low point 
for the year of 2 percent in Sep- 
tember, the Automobile Manufac- 
turers Assn. said last week. 


October exports of trucks, 
meanwhile, set a record for 1953 
with a percentage of 13.49. The 
figure for September was 11.35 
percent, and the previous high 
for the year was January’s 12.29 
percent, 

Except for minor gains in May 
and July, the share of American 
car production shipped to foreign 
markets had shown a tendency to 
decline ever since January, when 
it stood at 4.01 percent. 

As a result, car exports for the 
first 10 months of this year totaled 
only 3.02 percent of factory sales, 
compared with 4.10 percent in the 
corresponding period of 1952 when 
U. S. plants were turning out fewer 
cars. 

Truck exports for the first 10 





GM Motorama’s 54 Tour 


Opens Jan. 21 


DETROIT. — Four major cities 
are scheduled to see the 1954 
edition of General Motors’ industri- 
al show, the GM Motorama, ac- 
cording to plans announced last 
week by Harlow H. Curtice, presi- 
dent. 


The show, Curtice said, will open 
at its traditional Waldorf-Astoria 
Hotel site in New York Jan. 21. 
It will close there on Jan. 26. 

It also will appear in Dinner 
Key Exposition Hall, Miami, Feb. 
6-14; Pan-Pacific Auditorium, Los 
Angeles, March 6-14, and Civic 

| Auditorium, San Francisco, 

March 27-Apr. 4. 

“The very gratifying reception 
|accorded our Motorama in 1953, 
|when we took our Waldorf show 
on the road for the first time, 
weighed heavily in our decision to 
go on tour with it again,” Curtice 
said. 

Stage entertainment, 





orchestra 


music and a fashion show again |. 


New Mexico Sets 


Reciprocity Talks 


SANTA FE, N. M.—A meeting of 
the New Mexico Reciprocity Com- 
mission has been tentatively set for 
Dec. 16 to consider requests from 
at least six states for New Mexico 
to sign agreements on vehicle mile- 
age taxes and license plates. 

Under such an agreement, New 

Mexico trucks would not have to 
|purchase plates in the signatory 
states, and the same exemption 
| would be afforded truckers from 
these states. Although New Mexico 
now has about a dozen such agree- 
ments on license plates, it has only 
one affecting mileage taxes. That 
fs with Texa: 

States seeking reciprocsi 

iments include Minnesota 
fissourl, Colorado , 
Washington 





in N.Y. 


| will be Motorama features, Curtice 


said. 

GM and its Chevrolet, Pontiac, 
Oldsmobile, Buick and Cadillac di- 
visions will exhibit a total of 36 
automobiles, both production and 
special models, at the New York 
show. Many of GM’s other divisions 
also will be represented by product 
displays or industrial exhibits. 

Events scheduled in connection 
with the New York showing of the 
Motorama include the traditional 
industrialists’ luncheon Jan. 19, at 
which Curtice will discuss the 1954 
business outlook; a press luncheon 
Jan. 20; an invitational preview 
Jan. 20, and a special preview for 
GM dealers Jan, 21. 





Ala. Dealer of 1953— 


S. E. Mary (left), Cadillac-Chevrolet 
dealer of Troy, Ala., receives the annual 
award as the outstanding auto dealer of 
the state at the convention of the Auto- 
mobile Dealers Assn. of Alabama in Biloxi 


La ‘eB Varwaad tydan of the 


a's 
2 vy 


months were estimated at 11.14 
percent, compared with 14.03 per- 
cent last year. 

In units, according to AMA, Oc 
tober car exports totaled 11,831 ou 
of 528,088 cars sold at the factory 
For the 10-month period, the tots 
was 161,747 out of 5,355,537. 

For trucks, the October expor 
figure was 12,415 out of 91,981, an 
the 10-month figure was 115,259 ou 
of 1,033,860. 


Standard-Triumph 
Opens U.S. Sales 
Unit in New York 


NEW YORK.—A new America 
firm, Standard-Triumph Motor Cc 
Inc., has been formed here by Si 

John Black, dey 
uty chairman an 
managing dire: 
tor of Standar 
Motor Co. Ltc 
one of the large: 
manufacturers < 
automobiles 
trucks and tra 
tors in the Eas 
ern hemisphere. 

The new fir? 
will marke 

Denton Massey Standard and Tr 
umph cars in the U. 8S. 

Standard is said to have been th 
first British company to manufac 
ture automobiles on a 100 percen 
American-line basis. Its annual out 
put, according to Black, exceed 
150,000 cars and tractors. 

Denton Massey, president of th 
new company, said head offices wi: 
be maintained in New York. Branc! 
offices will be located in Los An 
geles and other strategic parts o 
the country, he said. 

A former dealer, Massey was ap 
pointed a distributor for Willys 
Overland in Ontario in 1946, an 
later had his own Buick and Pon 
tiac dealerships in Toronto. In 1952 
Massey was named director-genera 
of European operations for Willys: 
Overland. In June of this year, h¢ 
joined Standard to set up the new 
American company. ; 

On the board of director~ % the 
Standard- Triumph are M:.338% 
John F. Sonnett, former assistan 
attorney general of the United 
States, and John P. Ohl. 


Nash Earnings for Year 


Rise to $14 Million 


DETROIT. — Nash-Kelvinatc 
Corp. had net earnings of $14 
123,026 in the fiscal year ende 
Sept. 30, George W. Mason, pres 
dent, reported last week. 

This compared with net earn 
ings of $12,603,701 in the 19 
fiscal year. 


Sales for 1953 were $478,697,39 
compared with $358,400,502 in th 
previous year. The gain reflec 
defense sales of $42,144,457, tl 
addition of laundrv eaninment 1 

s etyvi ator na ' : { 
nit te ; ' uirt vily 








| peers have just suffered | 
probably the most difficult and | 
costly model cleanup in the history | 
of the industry. It is therefore) 
timely to talk about minimizing 
such losses in the future. This year 
it has been done the hard way, and 
it was so unnecessary. 

All dealers realize that the indus- 
try has been greatly benefited by 
the yearly change of models. The 
trade’s ability to obsolete old models 
by new ones has been a revolution 
in commercial history, Dealers ex- 
pect to do their full share in con- 
tributing to this program. 

But it is so foolish to get a 
fight for volume mixed up with 
model changeover. It is both un- 

necessary and expensive to deal- 
ers. In fact, this fight for volume 
at the tail end of the year did 
little but liquidate dealer’s capital 
and anticipated business that 
would normally be expected next 
year, 

The difficulty was experienced 
not alone by dealers who handle 
the lines involved in the produc- 
tion race. When the two big volume 
cars are being discounted, business 
for dealers in all other lines suffers. 

* x * 


One Month’s Duration 


~ THE early years, changeovers 
were not troublesome. All new 
model announcements were made 
at the New York show, which was 
held shortly after the first of each 
year. This meant that dealers had 
ample time to orderly liquidate cur- 
rent models and get ready for the 
new ones. 

Franklin D. Roosevelt changed 
that situation. In the interest of 
more regular employment, he per- 
suaded the factories to agree to a 
fall announcement date. In early 
years it took many months for a 
factory to change over. Now, how- 
ever, new models come off of as- 
sembly lines almost as soon as the 
last of the old model run was com- 
pleted, 

Manufacturers are faced with la- 
bor’s urge for guaranteed annual 
wages. An approach to that goal 
indicates a fall changeover. Dealers 
almost unitedly agree that the 
month should be October and that 
it should be limited to one month’s 
duration. 

As it now stands, dealers suffer 
because announcements are made 
over a three or four-month pe- 
riod. This disturbs the market for 
all dealers. One manufacturer 
who is perhaps not satisfied with 
the public acceptance of his cur- 
rent line, makes an early an- 
nouncement date, This early an- 
nouncement is not altogether suc- 
cessful from that manufacturer’s 
standpoint because, when the pub- 
lic is thus reminded that new 
models are on the way, they 
cease buying and wait until all 
lines have made their bow. So 
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Dealers tell me 


By John 0. Munn 
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what would be a vigorous market 
for new cars is delayed. 


Total sales for November, De- 


cember and January, dealers say, | 
would be much greater if all an-| 
nouncements were consummated in | 


a single month. October is that 


month. So they urge an announce- | 
ment period limited to 30 days. This | 
would have the effect of spreading | 
factory employment for the entire 


12 months and would cut dealer 
cleanup loss, 
* 


Spreading Sales 
ee say that one of the 
reasons Dodge originally built 


x * 


such a strong dealer organization | 


is that there were no yearly models. 
For many years this factory pur- 
sued the policy of constant im- 
provement, but no yearly models. 
There was only one model in the 
Dodge line. This simplified the 
parts and service department of 
dealers. Dodge owners were pro- 
tected on the value of their auto- 
mobile investment. It certainly sta- 
bilized the business, as far as the 
Dodge factory and dealers were 
concerned. 

The logic of devoting October to 
new-car announcements is best il- 
lustrated by the assumption that 
a dealer with 50 cars a month, 
knowing the industry announce- 
ment date, wouldn’t have too much 
difficulty in cleaning out the old 
models, Then there are always a 
sufficient number of buyers who 
change cars every year waiting for 
new models. 

A dealer would normally sell 
the months of November, Decem- 
ber and January, say, 35 cars of 
his 50-car monthly allotment. 
This would allow him to build up 
an inventory for spring sales. De- 
mand at this season is almost 
always beyond factory produc- 
tion capacity. In the spring 
months, the dealer would absorb 
his winter inventory and go into 
the summer and early fall months 
with no more than his average 

(Continued on Page 62, Col. 3) 


Lawrence Heagle (left), of Hailey, has 


vice-president. 


Claim Good Response . . . 


ARTHAGE, Ill.—A second letter 
mailed to the 6,400 Ford dealers 
last week by the United Ford 
Dealers Assn. was signed by the 


of the organization. 

The first letter, unsigned, brought 
varied response from dealer organ- 
izations, although most of it was 
critical. 

However, the United Ford 
letter said that it was “gratified 
at the response to our letter of 
Nov. 12.” 

Signing the second letter were 
John R. Laws, a dealer who re- 
signed his Ford franchise Oct. 31; 
William S. Angell, his attorney, and 
E. A. Knipe, a close business as- 
sociate, . 

* o * 
= for membership dues 
have come from dealers from 
all over the country,” the letter 





said. “Many dealers were so great- 





Philadelphia Dealers Plan 
Tribute to Ford, Buick 


PHILADELPHIA.—Two auto 
makers will be honored at the 5ist 
annual dinner meeting of the Phil- 
adelphia Automobile Trade Assn. at 
the Warwick Hotel tomorrow 
(Dec. 8). 

Citations for distinguished 
service to the automotive indus- 
try will be presented to Ford 
Motor Co. and Buick. 

Benson Ford, general manager of 
Lincoln - Mercury, will accept the 
award for Ford’s “magnificent con- 
tributions to the development of 
modern assembly line techniques.” 

Buick, first company to join Gen- 
eral Motors in 1908, will be hailed 
as the “cornerstone in the struc- 
ture of that great American corpo- 
ration.” The Buick award will be 
received by Frank V. Bridge, as- 
sistant sales manager. 

Frederick J. Ball, executive vice-. 
president of NADA, will deliver the 
principal address. 

PATA President John B. White 
also will present scrolls to J. 
Eustace Wolfington, of Wolfing- 
ton Motors, Inc., for his longtime 
service as an official of local, 
state and national trade associa- 
tions, and to William L. Greer, 
of Packard West Philadelphia 


Lowell Plans Auto Show 
Early in January 





LOWELL, Mass.—The annual | 


auto show for the Lowell area will 
be held early in January at the 
Lowell Memorial Auditorium. 


It will be sponsored by the 


Co., who is retiring after 12 years 
as a member of PATA’s board of 
directors. 

Toastmaster of the affair will be 
John H. Fassitt, formerly head of 
Foss-Hughes Co., oldest of PATA’s 
260 member firms. 

Among past recipients of the 


awards are Paul G. Hoffman, chair- 
man of the board of Studebaker; 
W. F. Hufstader, distribution vice- 
president of GM; Edward G. Budd 
jr., president of Budd Co., and 
Louis S. Clarke, founder of Autocar 
Co. 


‘Pa. Dealer Group 
Opposes Discount 


To AAA Members 


| been urged to reject a plan whereby 
|they would grant a 10 percent dis- 
count on merchandise purchased by 
members of the American Automo- 
bile Assn. of Pennsylvania. 





was expressed at a meeting of the 


|board of directors of the Pennsyl- | 


| vania Automotive Assn., which held 


| interests of the dealer. 


At the meeting, presided over by 
PAA President W. M. McCune, 
|“make” representatives to the 
|NADA convention were instructed 
to work for the establishment of 


Lowell Automobile Dealers Assn. | bilateral sales agreements and to 


and the Lowell Exchange Club. 


(See PA. DEALERS, Page 8, Col. 5) 


three organizers and clarified plans | 


annual distinguished service 


HARRISBURG, Pa. — (UTPS) — | 
Pennsylvania new-car dealers have | 


Opposition to the plan, similar to | 
|one operated in New York City, | 


|'that the plan was not in the best | 







| 


_ At Idaho Parley 


| 
j 


Overproduction, 
‘Bootlegging’ Hit 


Dealer Resolution Asks 
Improved Status on 
Year-End Discounts 


BOISE, Id.—The Idaho Automo- 
bile Dealers Assn., convening here 
last week, adopted resolutions con- 
demning overproduction and “boot- 


‘| legging” of cars, and requested its 


newly elected president, Lawrence 
Heagle, of Hailey, to appoint a 


_ 4. committee to work with the Idaho 


Idaho Dealers Pick New Leaders— 


been elected as the new president of the 


Idaho Automobile Dealers Assn., and William S. Freeland, of Coeur d'Alene, becomes 


United Ford Sponsors 
Clarify Dealer Plans 


| they sent their checks with no 
questions asked.” 


Replying to those who did ask 
; questions, the organizers said: 

1. The organization is to be non- 
profit. 

2. Its purpose is to give dealers 
bargaining power equal to that of 
the manufacturers; also to es- 
tablish policies that will guaran- 
tee more profit and security in 
dealer investment. 


|approved by dealers at meetings 

throughout the country in the im- 

mediate future. 
a2 


* * 


4 There was no strong dealer 
* representation initially because 

“dealers, individually, are afraid to 

initiate such an organization for 

fear of reprisals, but are willing to 

support an association of this kind 

z someone has the courage to start 
5. It is not a union movement. 

6. A publication or some regular 
medium will be established to 
keep dealers informed. 

7. Directors of the association will 


| meetings. 

8. If dealers fail. to respond in 
sufficient number, money received 
will be refunded and dealers will 
| receive a financial statement. 
| “We will take from these trust- 
}ing dealers,” the letter said, “only 
/our actual expenses, which will 
consist of two mailings, approxi- 





|mately $1,000. If the response is 
(Continued on Page 62, Col. 4) 


| ments. 





ly interested, and so tired of the | 
|pressure and tactics used, that 





| be selected by members at regional | 





Highway Board in seeking new 
highway construction and improve- 


Frederick J. Bell, NADA ex- 
ecutive vice - president, told the 
convention that the auto in- 
dustry needs “a more realistic 
yardstick for production” of cars, 
pointing to a charge by dealers 
that factories had overproduced 
during the past year, 


The convention, in a_ strongly 
worded resolution, went on record 
as opposing overproduction of new 
cars and trucks “because such pro- 
duction in excess of market ab- 
sorption causes an unhealthy con- 
dition at the retail level.” 


Declaring also that bootleg sales 
of new models by used-car dealers 
were a result of overproduction, the 
resolution urged members to refuse 
to participate in bootlegging inas- 
much as this practice is bound to 
injure new-car dealers. 

Another matter high on the 
convention’s agenda was the 
adoption of a resolution urging 
“relations between factory and 
dealer be on a truly equitable 
basis in regard to discounts at 
the end of the model year.” The 


| convention held that while the re- 
| lationship should be 


“mutually 
profitable” it should, in case of 
“error of judgment,” be “mutual 


| in sacrifice.” 
3. Policies will be established and | 


In other resolutions the as- 
sociation: 

Called for appointment of a 
three-man committee to study 


legislation and make recommen- 
dations concerning Idaho’s caravan 
tax fee, and urged adoption by 
State Department of Law Enforce- 
ment of a new form of registration 
certificate that shows the legal 
owner or lien holder of the motor 


| vehicle. 


Calling for the dealers to “get 
their houses in order, both 
Charles C. Adams, Lewiston, 
president of the association for 

(Continued on Page 64, Col. 1) 


Estate of Dealer Rose 


Estimated at $60,000 


PHILADELPHIA.—The estate of 
Joseph J. Rose, founder and presi- 
dent of Rose Motors, Inc., was esti- 
mated at $60,000 when filed for 
probate. 

Mr. Rose died in Miami Beach. 
He established two trust funds for 
his wife, the former Gussie Block. 








Wemhoff 





On the House . . . 


Chrysler (President L. L. Colbert) and Briggs (President E. E. 
Lundberg) last week formally signed a purchase agreement whereby 
Chrysler will absorb Briggs’ body-building facilities; actual consum- 
mation of the deal still depends on Briggs stock- 
holders, but no hitch is foreseen . . 
(which buys its bodies from Briggs) is still non- 
committal on when, and if, it will produce its own 
shells. Chrysler has offered to supply Packard for 
at least 12 months... 

Oldsmobile Tops Buick: Olds’ football “protege” 
(Michiagn State, located in Olds’ hometown) is 
going to the Rose Bowl, and Oldsmobile is paying 
expenses for the MSC band. Buick has been 
sponsoring the band of MSC’s arch-rival, Michi- 
gan U.... Gordon Hebert reports this from New 
Orleans: When one dealer was asked how many 
mew cars he sold during the week, he replied: 
“IT sold 23 for the factory and four for me.” ... 

James Garfield, public relations director for Cleveland dealers 
group the past two years, has been named assistant manager .. . 
Fred J. Walters, Packard’s sales chief, is reported ready to become 
a dealer on the East Coast for a Big Three make . 
outh dealers (with their own cleanup over) have been advertising 
recently that “1953 models depreciate as much as 25 to 30 percent 
come Jan. 1; therefore, you should buy a 1954 Plymouth.” 








. Packard 


. . Detroit Plym- 


—Perte. WEMHorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: Fair and equitable contracts between manufacturers 
and dealers in ee vehicles, parts and Ay ! 2A _ a. to 
the dealers on every used vehicle for a new 
car or truck. § 3. Every dollar of tax See by a or federal 

ap to the and maintenance of highwa 


ments 
> oe « eva 
neue 56. A cote & oe eee 
a energy and ability, America and gave more of her 
¢ more of the better things of life than anywhere else in the world. 





Drastic Action Is Necessary 
On Deceptive Practices 


TT IS a reflection on the auto industry when the governors 

of the Better Business Bureaus find it necessary to warn 
the industry to clean house—in its own interest, as well as 
that of the public. 


We recognize, of course, that the deceptive practices of 
a small minority of dealers brought forth this warning. It 
is no mystery why such a small minority should represent 
such a big threat. A minority, with explosive advertising, 
can catch the eye of the mildly interested layman much 
more effectively than all the sound advertising of the large 
majority. 


And it is easy to say that the industry should clean its 
own house. Performance, however, is a horse of a different 
color. Auto dealer associations have made strong efforts in 
this direction, and they merit praise for those endeavors. 


But it is difficult to convince the ‘“wheel-and-deceive” 
dealers that they should desist in the interest of the industry 
in general. They represent a contingent dedicated to moving 
cars at any price, and in their own interest. They are little 
concerned about the welfare of other dealers—or the indus- 
try. In fact, they think that deception is a legitimate part 
of the auto business. 


Words will not persuade them. Action is the only effective 
persuader. 


So, as a practical measure, dealers may find that action 
through the BBB merits their support. As an example, the 
BBB of Los Angeles is doing a straight-forward job of ex- 
posing the deceptive practices of some dealers in that area. 


The Los Angeles bureau has been publishing blow-by-blow 
accounts of how shoppers fared when they bit on deceptive 
bait advertising. 

Such drastic action appears to be necessary. 


Auto 
Forum 


An idealist is a man who 
hopes to keep politics out of 


politics.—Detrorr Free Press. @SQUEONE SAID IT /S 
* « . "Te BU oar, or 
Take Another Look Ws MEDICA Foor os 
In Wickenburg, Ariz., Chevro- a > 


let dealer Bernard Hill proudly 
decorated his new showroom 
with wallpaper featuring illus- 
trations of old-model automo- 
biles, discovered too late that 
the old models were all Fords.— 
Time. 


ae 


Ave 


* + * 


Where’s the Monkey? 


Not since Enrico Caruso 
pinched the lady in the Central 
Park monkey house has there 
been such a diversity of opin- 
ion as to who is the biggest 
monkey—Arthur, Julius or the 
public.— Frank Tripp in the 
Hartford Times, 


* * * 


With the traffic situation as 
it is in our country, more 
thought must be given by the 
engineers and manufacturers 
to safety and less to good looks 
and speed.—Rupo.tpu F. Kina, 
Massachusetts registrar of mo- 
tor vehicles. 

* * * 


A Wheel’s Best Friend 


The public relations man has 
become so powerful and omni- 
present precisely because so few 
public figures are able to com- 
pose a decent sentence in stand- 
ard English, and their great fear 
is not of being misquoted but of 
being quoted too accurately. — 
Sidney J. Harris, Chicago Daily 
News columnist. 


* * * 


Turning Point 
Right now the going is rougher 
than anything we have experi- 
enced since 1940. This is true of 
every business. We have reached 
one of those major economic 
turning points that occur only 









START STEWING_» 


HEN HE. STOPS - 
( WONG THEN WE | ) 





once or twice in every business 
generation—James J. Nance, 
Packard president. 


Watch that Approach! 


Let’s not make advertising 
too professional, Ads become 
too similar because of this. 
The message is the most im- 
portant thing —not the tech- 
nique of presenting it; not the 
way the words are slung; not 
the art treatment.—Gordon C. 
Eldridge, Ford division adver- 
tising manager. 


+. * * 


Not So 


One of the most widely held 
misconceptions about the Amer- 
ican economy is the belief that 
competition is gradually dimin- 
ishing in vigor and is being sup- 
planted in many industries by 
various forms of monopoly.— 
The Atlantic. 


* * * 


‘Still Good 


’Twas Only 197 


In your Nov. 23 issue, page 31, 
there is a picture of Benson Ford 
and Carson Boone, general man- 
ager of the J. E, Coberly dealership 
in Los Angeles. 

Also, the caption stated that this 
dealership sold 353 new Lincolns in 
September. As 353 is an unusually 
high figure, we would like to know 
if this figure stated in your paper 
is correct.—JoHN V. Braaa, vice- 
president, Bragg Motor Sales, Inc. 
(Lincoln-Mercury), Danbury, Conn. 

Eprror’s Note: Our West Coast 
correspondent was steered awry; 


° a the actual figure is 197 Lincolns 
Gas-Turbine Engines and Mercurys combined. 


Car makers are testing . a © 
models with turbine engines A ‘Ski ~ 
which burn cheap, diesel-type ip 
fuel. General Motors, Ford and We are making every effort to 
Chrysler all have turbine en- | trace a “skip.” 
gines, but expect eventually to Last Aug. 18 we sold to one Wil- 
liam B. Williams a 49-56S Buick, 


use the power plants chiefly in 
trucks and buses.—Time. Motor No. 52500255, Serial No. 1506- 


10 Years Ago... 
The Big Story 


With 21 percent of those polled naming a car as the thing they 
hope to buy first when the war ends, the automobile is the No. 1 
item on the U. S. public’s shopping list . Development of an all- 
purpose gasoline, designed to meet the year-around combat require- 
ments of all Army ground forces vehicles, has been completed by the 
quartermaster general. A regulation to be known as Specification 
2-103B, makes 80-octane motor fuel the standard combat gasoline .. . 
December’s ration of new cars has been set by OPA at 15,500 units. 
An additional reserve stock of 3,015 cars has been set aside to meet 
unforeseen emergency local needs. The quota represents a 25 percent 
reduction from the November quota which, in turn, was a cut of 
almost 35 percent from the previous month’s figure. 

—From the Files of Automotive News. 








This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


2506, carrying 1953 Ohio license 
plate No. 1573 Y. At the time of the 
sale he was living in Bryan, O., and 
had lived here for quite some time. 

Around the first of October this 
party loaded up his family and 
pulled out bag and baggage and to 
date we have had no success in our 
attempt to locate him. From ru- 
mors, we are lead to believe he 
headed for California. 

We have a finance contract on 
this car and will be grateful and 
appreciative of any information 
your readers can give us as to the 
whereabouts of Mr. Williams or the 
car.—H. A. Linpsgy, H. A. Lindsey, 
Inc., Bryan, O. 

s e a 
Hold Your Horses! 

In an article Nov. 30 on the 
Australian Holden, it was stated 
that the car developed 21 horse- 
power. Isn’t that pretty feeble for 
a six-cylinder, overhead - valve 
engine?—Auto Fan. 

Eprror’s Nore: Not feeble 
enough for the average Aussie, 
when it comes to paying his li- 
cense fee. The figure of 21 is “taz- 
able horsepower.” According to 
Detroit standards of “developed” 
horsepower, the Holden engine 
would have a rating of 60. 

2 * s 
Plexiglas Tops 

Kindly mail us the name and ad- 
dress of the firm in your city that 
makes the complete Plexiglas top 
for convertibles.—I. J. Hano.er, 
Sure-Fit Seat Cover Center, Tampa, 
Fla. 

Eprror’s Nore: Address of the 
Add-A-Top Corp., is 440 E. Jeffer- 
son, Detroit 26, Mich. 
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4 out of every 10 commercial trucks you see on the streets are operated by the readers of... NATION’S BUSINESS 
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Briefs Filed in Anti-Trust Action... 
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Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


U. S. Asked to Dismiss 
Suit Against DuPont 


CHICAGO.—Briefs filed last week 
by attorneys for E. I. duPont de 
Nemours & Co., U. S. Rubber Co., 
34 members of the duPont family 
and three other defendants in the 
Government’s duPont antitrust 
suit, declared that the Government 
had failed to make its case and 
asked dismissal of charges of con- 
spiracy and monopoly. 

The Government’s suit charges | 
that the duPont company and 
members of the duPont family 
use control of General Motors 
and U. S. Rubber to eliminate | 
competition. The suit seeks to | 
break up certain duPont inter- 
ests. 

A 461-page brief filed for the du- 


Parts Producers 
Select Reese as 


1954 President 


DETROIT.—C. J. Reese, presi- 
dent of Continental Motors Corp., 
has been elected president of the} 
Automotive Parts | 
Manufacturers 
Assn. for 1954, 
Frank Rising, as- 
sociation general 
manager, an- 
nounced last 
week, 

Other officers 
elected at the 
annual meeting | 
were Goodloe| 
Rogers, president 

oe, meme of American| 
Forging & Socket, vice-president, ' 
and John Dixon, executive vice- 
president of Clevite Corp., secre- | 
tary-treasurer. 

The association, which began as 
a code authority in 1933 and was 
incorporated the next year, com- 
prises some 350 automotive parts 
manufacturers in 30 states, employ- 
ing about half a million persons. 











Chrysler Engines | 
Using New Plugs 


TOLEDO.—AIll 1954 Chrysler V-8 
engines are using new long-reach 
spark plugs, reports Robert Camp- 
bell, service manager of Electric 
Auto-Lite Co.’s spark plug division. 

The new plugs are the three- 
quarter-inch thread reach type and 
are designed for high-output per- 
formance in Chrysler’s new 235- 
horsepower engine, he said. 

Campbell warned that the new 
long-reach spark plugs were not 
suitable for the 180-horsepower 
Chrysler V-8 engines previously 
manufactured. 


The Auto-Lite 4GS-150 spark plug 
has been released for passenger car 
service. Two additional colder 
plugs, the 4GS-175 and 4GS-200, 
will be used in marine, truck and 
industrial applications. 








Gold Cup for Nash-Healey— 


Pont company, Pierre S. and Irenee 
duPont, Christiana Securities Co. 
and Delaware Realty & Investment 
Co, declared that “both the ‘master 
plan’ concept of the amended com- 
plaint and the shrunken remnant 
of the alleged plan which has sur- 
vived the Government’s brief are 
overwhelmingly disproved by the 
record.” ; 

U. §S. Rubber’s 184-page brief 
stated that the company’s sale of 
tires to GM was not influenced by 
any of the other defendants in the 
case. It asserted, further, that there 
has been no favoritism in re- 
lations between U. S. Rubber and 
duPont, adding that none of the 
individual defendants have ever 
possessed the power to control 
trade relations of U. S. Rubber. 


Attorneys for five duPont 


| family members named specifi- 


cally in the suit filed a separate 
nine-page brief asking that the 
charges be dismissed because the 


| Government’s case “offers not 


even a hint of their participation 
in the conspiracy charged.” The 
five are Lammot duPont Cope- 
land, Colgate W. Darden jr., 
Henry B. duPont, Pierre S. du- 
Pont III and George P. Edmunds. 
In the duPont brief, it was as- 
serted that between the beginning 
of the trial in November, 1952, and 
the recent filing of the Govern- 


‘ment’s post-trial brief, “the Govern- 


ment’s case has suffered a drastic 
and substantial revision.” 

The brief added, that “these 
changes in the Government’s case 
have been forced upon it by the 
evidence and indicate a funda- 
mental weakness in the Govern- 
ment’s entire position.” 

A brief had been filed earlier 
for Wilmington Trust Co., Wil- 
mington, Del., asking a dismissal 





of charges of conspiracy. It said 
the Government apparently be- 
lieved that members of the duPont 
family used Wilmington Trust to 
secure control of U. S. Rubber. 


“The evidence shows not only 


\that the Wilmington Trust Co. did 


not participate in a conspiracy,” 
said the brief, “but also if such a 
conspiracy existed, the course 
followed by the Wilmington Trust 
Co. was such-as to thwart it.” 


The brief asserted that 
members of the duPont family 
and Christiana Securities, which 
holds a considerable amount of 
duPont stock, own 24 percent of 
Wilmington Trust’s outstanding 
stock. 

“The Government makes the bold 
assertion that ‘this is sufficient to 
give the duPont family voting con- 
trol of this company,’” the brief 
said. “The record is silent as to 
the identity or number of holders 
of the remaining 76 percent of the 
stock of Wilmington Trust. In view 
of this fact, the Government’s bold 
assumption is as logically absurd 
as it is mathematically impossible.” 

It was expected that a brief for 
GM would be filed later. 








(Copyrighted, 1953, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday) 


Dec, 2 
(Sale very fast. Good clean cars 
were up $25 to $50. Buyers do not | 
want rough cars. Sold 135 cars out 
of 150 entries.) 

BUICK — ’53 Super 4-dr., $2,050*. '50 
Super 4-dr., $1,035*, $740*, $650; 
2-dr., $870. '48 RM 4-dr., $160, $140. 

CADILLAC—'51 (62) 4-dr., $2,150*. 

CHEVROLET—’'53 %-ton pickup, $925. 
’52 SL Deluxe 2-dr., $1,200, $980; | 
4-dr., $1,040*, $1,005; SL Special 
2-dr., $955, $870; Bel Air, $1,180*. | 
51 SL Deluxe 2-dr., 2 at $795; 4-dr., | 
$740; Bel Air, $910. ’50 SL Deluxe 
2-dr., $605; 4-dr., $610, $525; conv., 
$640*; club coupe, $610. '49 FL Spe- 
cial 4-dr., $350; 2-dr., $300. 

CHRYSLER—’51 NY 4-dr., $1,000. '50 
Saratoga 4-dr., $720, $690, $610, 
$530. '48 Royal club coupe, $175. 

DeSOTO—’'53 Fire Dome (8) 2-dr., $1,- | 
800* (ps), "52 Custom (6) 4-dr., $1,- | 

| 


075; Fire Dome (8) 4-dr., $1,300*. 
‘50 Deluxe (6) 4-dr., $635, $625. '49 
Deluxe (6) club coupe, $330; 4-dr., 
$505, $470. 

DODGE—’53 Coronet (8) 4-dr., $1,500. 
’51 Coronet (6) 4-dr., $740; club 
coupe, $785. "50 Coronet (6) 4-dr., 
$655, $640; club coupe, $610, $580; 
Meadowbrook 4-dr., $350. "49 Way- 
farer (6) 2-dr., $370. °48 Deluxe 
2-dr., $260; 4-dr., $280. 

FORD — '53 Custom (8) 4-dr., $1,415. 
"52 Custom (8) 4-dr., $1,000*; Main 
(6) 2-dr., $1,055, $850. °51 Custom 
(6) 2-dr., $785, $750, $700, $605; 
4-dr., $780; club coupe, $765; Custom 
(8) Crestliner, $855*. '50 (6) 2-dr., 
$460, $440, $415, $340, $500; 4-dr., 
$400, $475, $385; club coupe, $475, 
$450. '49 (6) 2-dr., $480, $360, $300; 
4-dr., $300. '48 (6) 2-dr., $225. 

FRAZER — '51 4-dr., $505. °48 4-dr., | 


HENRY J—’52 (6) 2-dr., $540. '51 (6) 
2-dr., $355. 

HUDSON — ’51 Pacemaker club coupe, 
$550. °49 Super (6) 4-dr., $225; club 
coupe, $370. °48 Commedore (6) 
4-dr., $225. | 

KAISER — '52 4-cr., $770. '51 4-dr., | 
$400. | 

MERCURY — '51 coupe, $910; 4-dr., 
$855, $400. °49 2-dr., $475; coupe, 
$490. 

NASH — ’50 Rambler conv., $420; | 
Statesman 4-dr., $390. ‘49 (600) 
4-dr., $305. 

OLDSMOBILE—’51 (98) 4-dr., $1,155*, 
$1,150*, $1,085". °50 (88) 2-dr., 
$785*; (98) 2-dr., $750. °48 (76) 
2-dr., $200. '46 (98) 4-dr., $155; (76) 
2-dr., $125. 

PLYMOUTH—’53 Cranbrook 2-dr., $1,- 
275. °52 Cranbrook club coupe, $930. 
*51 Cambridge 4-dr., $720, $680, $655, 
$620, $535; club coupe, $625. °50 De- 
luxe 4-dr., $615, 2 at $490, $450, 
$445; 2-dr., $530. °49 Deluxe 4-dr., 
$400. °47 Deluxe 2-dr., $145. 

PONTIAC — ’51 (8) 2-dr., 2 at $1,- 
015*, $975*; 4-dr., $1,015*, $900*; 

*Indicates automatic transmission or 








(6), $775. '50 (8) 2-dr., $800*, $730; 
4-dr., $765; (6) 4-dr., $330; (8) 
Catalina, $800*. '48 (6) 4-dr., $330. 
’47 (8) club coupe, $240. 
STUDEBAKER — '52 Champion 4-dr., 
$880; 2-dr., $700. '50 Champion 4-dr., 
$455. ‘49 Champion 4-dr., $225. 
* * * 


Nov. 25 
(Very fast sale, Prices leveling off. 

Good sharp stuff bringing good prices. 
Sold 95 cars out of 141 entries.) 

BUICK—’50 Special 2-dr., $750; 4-dr., 
$790*, $780*. 

CADILLAC — '53 (62) conv., $4,100*. 
'52 (62) 4-dr., $2,925*. 

CHEVROLET — '52 SL Deluxe sport 
coupe, $1,150*. '51 Bel Air, $960; SL 
Deluxe conv., $785*; 2-dr., $825, 
$770, $725; 4-dr., $760. '50 Bel Air, 
$700; SL Deluxe conv., $535; 2-dr., 
$615, $450; 4-dr., $560. °47 FL aero- 
sedan, $230. 46 SM business coupe, 
$130; 4-dr., $155. 

CHRYSLER—’50 Royal (6) club coupe, 
$625. °46 Windsor (6) 4-dr., $135. 
DODGE — ’53 Meadowbrook 4-dr., $1,- 
250. °52 Meadowbrook 4-dr., $940, 
$875, $805. '51 Coronet 4-dr., $725, 
$750. ’50 Coronet 4-dr., $605, $530. 
’49 Meadowbrook 4-dr., $470. °46 

Custom club coupe, $140. 

FORD—’53 Main (6) 2-dr., $1,285. ’52 
Main (8) 4-dr., $1,120*; 2-dr., $1,- 
085. ’51 Deluxe (8) 2-dr., $805, $680; 
Custom (8) club coupe, $880; Vic- 
toria, $900, $895. ‘50 Deluxe (8) 
2-dr., $570, $550, $530; Deluxe (6) 
2-dr., $450; Custom (8) conv., $580. 
49 Deluxe (6) 4-dr., $370. '48 (6) 
2-dr., $350. ’47 (6) 2-dr., $185. °46 
(6) 4-dr., $300. 

HENRY J—’51 (6) 2-dr., $380. 

HUDSON—’50 (6) 4-dr., $500. '49 (6) 


4-dr., $285. 

KAISER — ’52 4-dr., $705. '51 4-dr., 
$625. 

LINCOLN — ‘49 Cosmopolitan club 
coupe, $320. 


MERCURY — ’53 Monterey coupe, $2,- 
100*. '50 (8) 4-dr., $525; coupe, $655, 
$590. °49 (8) 4-dr., $475. °48 (8) 
conv., $300. '47 (8) conv., $160. 

NASH—’52 Statesman 2-dr., $775. ‘51 
Rambler station wagon, $680. '50 
Statesman 4-dr., $410. °49 (600) 
4-dr., $225. 

OLDSMOBILE — '50 (98) 4-dr., $800; 
club coupe, $1,000*. °48 (76) 2-dr., 
$170°*. 

PACKARD—’48 (8) 4-dr., $210. 

PLYMOUTH — '52 Concord 2-dr., $660. 
’51 Cranbrook 4-dr., $670; Belvedere, 
$835. °50 Deluxe 2-dr., $570; 4-dr., 
$465. 

PONTIAC—’51 Chieftain (8) 2-dr., $1,- 
005*, $970*; 4-dr., $1,025*. °50 €8) 
4-dr., $765, $635*; 2-dr., $780; conv., 
$750. '49 (8) 4-dr., 2 at $575*; 2-dr., 
$640. ’48 (8) 4-dr., $375; 2-dr., $300. 
’47 conv., $280; 2-dr., $200, $150. 

STUDEBAKER—’51 Commander 4-dr., 
2 at $615, $610. 


overdrive, and (ps), power steering. 


Other Auction reports are on Pages 44, 45, 46 


Minneapolis Credit Terms 


Stir Auto Con 


froversy 


MINNEAPOLIS. — (UTPS) —!an adequate stock of cars would be 


Opinion in this area is divided on 


alleged curtailment of auto financ- | 
ing and validity of current interest | 


rates. 

An official of the zone office of 
an independent manufacturer 
said dealers in the Minneapolis 
area are unable to carry an 
adequate stock because there is 
too much curtainment by the 
lending agencies and _ interest 
rates are too high. 

He said he feels that dealers 
should have a stock which would 
take care of their normal needs 
and at present, he said, finance 
companies won’t let them do that. 
Dealers handling independent lines 
are being hurt, he said. 

A representative of another in- 
dependent manufacturer said that 
some of the banks which floor-plan 
used cars for new-car dealers have 
cut down mortgage rates consider- 
ably. 

A spokesman for a leading fi- 
nance agency said the only reason 
a dealer wouldn’t be able to have 


Austin Millions 


British Firm’s Output Passes 


Second Milestone 
BIRMINGHAM, England. — The 
first million is always the hardest. 
After spending 40 years—1906 to 
1946—in turning out its first million 
vehicles, Austin took only seven 
years to produce the second mil- 





=| lion. The 2,000,000th vehicle was an 
| A-40 Somerset, built last month at 


the Longbridge plant here. 
The 2,000,000th car, bearing silver 


During the recent Watkins Glen Grand Prix, the Nash-Healey hardtop sports car| plaques identifying it as such, will 
was awarded first prize in the trade class after competing against 125 sports cars.|be displayed in showrooms of 
From left are William Van Nostrand, of Plaza Nash, Ithaca, N. Y., and R. J. Mac-| Austin distributors before it is de- 


Culley, sales promotion manager of Nash's Buffalo zone. 


\livered to a customer. 


that he couldn’t support it. 

There are two ideas of “normal 
needs,” he said: What the dealer 
| thinks is “normal” and what the 

factory thinks is “normal.” 

Credit lines, he said, are avail- 
| able to dealers who have the stabi- 
| lity to support them. He said there 
|has been no tightening of credit— 
|only a closer scrutiny of appli- 
| cations. He termed this part of “a 
| return to normalcy.” 

Generally speaking, he said, the 
auto industry and the finance 
agencies feel that a 45-day supply 
of cars is “adequate,” depending on 
the merchandising ability of the 
dealer involved. 








Ford Executives, 


Dealer Council 
Meet Wednesday 


DEARBORN. — The 18-member 
national Ford Dealer Council be- 
gins its three-day 1953 session with 
Ford division and Ford Motor Co 
executives here Wednesday (Dec 
9). 

The national group, representing 
6,400 Ford dealers, will present 
recommendations forwarded from 
zone, district and regional council 
sessions held throughout the 
country during October and No- 
vember. 

Results of the Dearborn meeting 
will be reported by national council 
members to dealers in a series of 
“reverse” council meetings in 
regions, districts and zones during 
January, according to L. W. Smead, 
Ford division general sales man- 
ager. 

Council members are: o 


Northeast region—B. C. Reuter, 
Kenmore, N. Y.; Harry B. Smith, 
North Adams, Mass., and Raymond 
A. Pankopf, Pittsburgh. Southeast 
region—H. Y. Ingram, Greensboro, 
N. C.; Hayse Tucker, Tuscaloosa, 
Ala., and E. L. Hicks, Charlotte, 
N. C. Central region—William G. 
Burgess, Lansing; Earl P. Mooney, 
Spencer, Ind., and Charles A. Cron- 
in, Cincinnati. 

Midwest region — John Rechtin, 
Decatur, Ill.; Gordon Keyes, Shaw- 
ano, Wis., and C. F. McClure, St. 
Louis. Southwest region — George 
Bohn jr., New Orleans; Cecil Wade, 
Laredo, Tex., and E. A. Kinsel, 
Beaumont, Tex. Western region— 
Al O’Meara jr., Denver; George W. 
Gearhart, Mt. Vernon, Wash., and 
W. G. Stoddard, Spokane. 


Police Exhibit 
Points to Need 
Of Safety Belts 


ST. LOUIS.—Thousands of lives 
could probably be saved every year 
in highway accidents, if safety belts 
and crash helmets were used, an 
American Medical Assn. exhibit 
here suggests. 


The exhibition, which is presented 
by two Indiana state troopers, 
points out that 453 out of 633 per- 
sons killed in one year in Indiana 
probably would have survived, had 
they not been tossed or thrown as 
a result of an accident. 

The exhibit was part of a sym- 
posium on prevention of highway 
deaths at the AMA’s mid - winter 
meeting here. 












Goodrich Starts Research 


In Rocket Propellants 


BRECKSVILLE, O.—Basic re- 
search in rocket propellants is now 
being conducted at a newly con- 
structed laboratory in the research 
center of B. F. Goodrich Co. here. 

An inspection team, headed by 
Col. E. H. Harrison, of Washington, 
recently toured the new research 
facility and met with Goodrich 
officials and members of the re- 
search staff. 


The Boss Takes "Em Hunting— 

S. L. Savidge, Dodge-Plymouth dealer of Seattle, gave his shop personnel a treat 
by taking four employes on an expense-paid hunting trip into Canada. From ieft 
are Charles Case, Savidge, Ray Minshall, Cecil Turner and Rod Dittman. When this 
picture appeared in a Seattle paper, the firm was swamped with job applications. 
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‘O4 CHRYSLER SETS ALL-TIME 
ENDURANCE RECORD IN @&® 
SUPERVISED INDIANAPOLIS TEST 


- i ad = T car in history with automatic transmission (new fully-automatic PowerFlite) 


to complete grueling 24-hour continuous run over the world’s most abrasive 
hardtop track. Indianapolis Speedway drivers doubted any stock car built 
could take the beating! Famous Wilbur Shaw, Speedway president, calls this 
“greatest stock car test in the world.” The ’54 Chrysler was the first car to crack 
the Speedway track record that’s existed for 17 years . . . Chrysler beat 
all previous records by hundreds of miles to win the famous Stevens Trophy. 





i a ae 





we 


2 35 horsepower FirePower V-8 engine averaged 89.89 mph (including stops for 
fuel) without mechanical failures or replacement of engine parts. An 
astonishing performance dramatizing the safety and durability of the 
Chrysler that no other car has matched. This same car . . . equipped just 
as it was at Indianapolis . . . is the Beautiful 1954 Chrysler that Chrysler- 

Plymouth Dealers are demonstrating and selling right now! 


PROOF once again that ... with the most advanced and most exciting 
new motoring features to sell... 


: The power of leadership is yours with CHRYSLER 








8 
Expects to To 
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500,000... 





Buick Lifts Sales Sights for °54 


(Continued from Page 2) 


tion, that “we’re always seeking to 
top our previous best year, and that 
was in 1950 when we sold 556,000 
cars.” 

Production schedules for the 
first quarter call for 135,000 cars, 
a little less than 10 percent above 
the first quarter of 1953, 

Albert H. Belfie, general sales 
manager, was asked about the an- 
nounced drive of some of the low- 
priced car makers to win back a 
portion of the sales market from 
the medium-price class. 

” * * 
ELFIE remarked that he liked 
the low-priced makes—“Buick 
dealers take so many of them in 
as trades on Specials,” he added. 

“About 45 percent of the trades 
on Specials are Chevrolets, Fords 
and Plymouths,” he said. 

Wiles recalled that after the 
first six months of this year, the 
market turned competitive. There 
was a change in the customer’s 

buying attitude. The customer be- 





came selective, seeking out the 
best values. 

That, Wiles said, is stimulating 
to makers and dealers who are up 
to competition. Buick, he said, 


Car Too Many 


Dealer Stuck with Auto Left 
Behind by Thief 

ARCO, Id. — Something new in 
car thievery was reported here by 
Jim Schoonover, auto dealer. 

Schoonover came to work one 
morning and discovered a 1949 
Chevrolet sedan missing from his 
used-car lot. 

In its place, however, was an- 
other late-model Chevrolet bearing 
Idaho license plates. 

Schoonover notified police, who 
broadcast a statewide description 
of the stolen car, It was recovered 
a little later. 

Schoonover was left with one car 
more than he started with. 





moved from seventh to fourth place 
in the competitive market before 
the war. 

Wiles said he could not comment 
on 1954 prices until just before 
announcement in January, but he 
added that Buick would be offering 
the best values in years. 

* * + 

| THE last 20 years, Wiles said, 

the big advance in incomes has 
come in the middle income group— 
to which Buick sells. Buick has 
prepared for this, having increased 
its manufacturing space from 5 
million square feet to 10 million. 

Belfie said that he expected no 

unusually large dealer turnover 
in the competitive market of 
1954, although he anticipated that 
some of the dealers who had 
made their nest egg, and were 
getting along in years, would 


retire, 

That, he added, will make room 
for younger, more vigorous dealers. 

Belfie said that dealers had a 26- 
day supply of 1953 models. 

After citing favorable market in- 


Announcing new 1954 


DESOTO 
AUTOMATIC 


with new fully automatic POWERFLITE TRANSMISSION 





|offered him. The market will be 


eS 


Giving up a 20-year factory connection, 


Haas Mofors Switches to L-M— 








Dick Haas Motors, former Dodge-Plymouth 


dealership in National City, Calif., has taken on a Lincoln-Mercury franchise. Haas is 
known for its large parts and service business. Shown here is part of the company's 





block-square building. 


dicators, Wiles said: 

“The coming year will see the 
customer voting with his dollar for 
and against the many products 








Here, at last, is the car capable of carrying out sudden orders swiftly, silently and safely at all speeds 


i lags IS A BIG EVENT. A new car is being introduced that 
may well be the newsworthy car of 1954, 

It’s the new DeSoto Automatic on display at De Soto 
dealers right now. Not just new in appearance, it is new 
in its whole concept of driving ease, comfort and safety. 

First, a new type of fully automatic transmission is on 
this De Soto, called PowerFuite. Advantages: No clutch. 
Instant response without lag or lurch between gears. 

This DeSoto Automatic is powerful, too. You have your 
choice of the mighty Fire Dome V-8—now stepped up to a 
terrific 170 h.p.—or the famed, thrifty Powermaster Six. 

No wheel fight from rutty, stony roads with Full-Time 
Power Steering. To turn sharp corners or to park is a one- 
finger job. Power Brakes stop you at a gentle touch. And 
if you wish, there’s real De Soto Airtemp air conditioning. 


Emphatically beautiful, this De Soto has completely re- 
styled interiors. Rich new fabrics are decorator-matched 
to car colors. Brilliant new instrument panel. 

These are the high lights. There’s much more to see. 
Your DeSoto dealer is ready to show it to you—today. 


Don’t miss Groucho in “You Bet Your Life” on NBC Radio 
and Television. Presented weekly by De Soto-Plymouth Dealers. 





fully competitive, and, for the first 
time in many years, free from 
artificial stimulus or restraint. 

“The art of selling will flourish, 
as it did in the era preceding 
World War II. 

“Buick’s greatest gains have been 
made in the competitive markets of 
the past. For 1954, we have engi- 
neered a product that will repre- 
sent our most outstanding value 
in years—and we welcome the re- 
turn to such a market.” 


Washington Lists 
Membership of 


‘Make’ Committee 


SEATTLE, — The following 
members of the Washington State 
Auto Dealers Assn. have been 
elected to the NADA “make” com- 
mittee: 

Chevrolet—John E. Blume, Uni- 
versity Chevrolet, Seattle; Cadillac 
—William J. Ryan, Ryan Cadillac, 
Inc., Seattle; Buick—L. M. Kauff- 
man, Kauffman Buick Co., Spo- 
kane; Dodge — Fred C. Becker, 
Riegel- Becker Motors, Spokane; 
Chrysler—Carl Hahn, Hahn Motor 
Co., Yakima, and Studebaker — 
James M. Gilchrist, Allen Motor 
Co., Tacoma. 

Hudson — Eldon A. Root, Root 
Motors, Everett; Lincoln - Mercury 
—A. W. Hauck, Pacific Lincoln- 
Mercury, Seattle; Kaiser—Mel Tve- 
ten, Tveten K-F Motors, Tacoma, 
and Willys—Charles Sandifur, San- 
difur Motors, Spokane. 

DeSoto — Byron J. Sample, 
Rygmyr & Sample Motors, Belling- 
ham; Pontiac—Austin McCoy, Mc- 
Coy Auto Co., Vancouver; Ford— 
Leon E, Titus, Titus Motor Co., 
Tacoma; Oldsmobile—John Riach, 
Riach Oldsmobile Co., Seattle; 
Nash— Harry D. Baker, Seattle 
Nash, Inc., Seattle, and Packard— 
John Moore, Babcock Motors, Spo- 
kane. 


Pa. Dealers 


(Continued from Page 3) 


urge that NADA publicize factory 
actions contrary to the best finan- 
cial welfare of dealers. 

The proposed discount plan for 
AAA members, approved at a meet- 
ing of the Pennsylvania Motor 
Federation, composed of 57 AAA 
clubs, provides for a 10 percent sav- 
ings on merchandise purchased by 
AAA members, with the merchant 
voluntarily absorbing the discount. 

PAA officials were informed that 
the purpose of the savings plan 
was to give AAA members some- 
thing tangible to stimulate the sale 
of new memberships and the con- 
tinuance of a high renewal rate. 

Opposing the plan, Claude S. 
Klugs, PAA general manager, said: 

“Dealers question that regardless 
of what the contract says, once the 
AAA enters into the business of 
selling automotive products at a 
discount, there is no telling where 
their retailing merchandise activi- 
ties might end.” 


Holiday Joins Gingrey 

Ralph K. Holiday formerly with 
the central service division of 
Chrysler Corp. as a service engi- 
neer, has been appointed manager 
of the service department of Gin- 
grey Bros. (Chrysler - Plymouth) 
Aiken, S. C. 
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TO QUALITY! 


Every BLUE CORAL TREATMENT is a salute to quality ...a 
tribute to the fine craftsmanship and artistry that has 


> 


become a tradition of America’s automotive industry. ww 


Today, manufacturers of fine cars the world over rec- BLUE C ie 
ognize BLUE CORAL and only BLUE CORAL as the best 5 ave 


method known for preserving, enhancing and prolong- 


ing the beauty of any car’s finish. 


Dealers unhesitatingly recommend periodic BLUE CORAL 
TREATMENTS to their customers. They know its REPU 
TATION and its CONSISTENT QUALITY assures cus- 


tomer good will and repeat business the year ‘round! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 
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© 1953—H.D.1. COMPANY FACTORS, INC. 
WHITE PLAINS, NEW YORK 
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FOB FACTORY 


Higher Car Schedules 
Cheer Steel Makers 


ao steel pendulum has swung through a big arc during 
the past four to six months, but the indicator still doesn’t 
read “easy” for most flat-rolled products. 

Steel authorities characterize the alloy bar market as 
“sick,” the carbon bar market as “dull” and the stainless 


market as “slow.” Electric 
furnace steel producers, who 


have seen the operating rate 
for cold steel melting drop to 50 
percent, are frankly very much 
concerned. 

At the moment, their only solace 
may be the fact that scrap prices 
have been dropping, too, although 
not nearly so fast as the operating 
rate. 

Brightest star in the steel picture 
at the moment is the fact that car 
production schedules for December 
are being kicked up. The first 
quarter of 1954 is also scheduled up 


to the hilt. After that—well, that 
depends entirely on how well cars 


move into the hand of the public. 
* * o 


Operations at Low Point 
TOTAL steel - making operations 
are now down to a level less 
than 90 percent of capacity. With 
only minor exceptions, this is about 
the lowest level during the postwar 
period except where strikes created 
a temporary loss of production. 
Quite recently, it was felt that 
Detroit steel orders for the first 





Another parade stopper 


quarter would break the decline. 
While sizable tonnage has been 
placed, some steel suppliers admit 
their January flat-rolled quotas 
are yet to be filled, Earlier, it 
was expected that cold-rolled 
quotas would be entirely filled 
although considerable excess ca- 
pacity for bars was expected. 

As has happened so often in the 
past, as goes the auto industry, so 
goes the steel industry. Six months 
ago important segments of the auto 
industry were still reaching out for 
more steel tonnage via conversion 
and purchases of foreign steel. 

Even at that time, Detroit steel 
buyers were inclined to go slow on 
buying but the auto industry, as a 
whole, was still actively in the 
market. 

About midyear, caution signals 
began to go up. Steel inventories 
were growing and there were 
plenty of indications that replace- 
ment of steel stocks would be 
progressively easier. This is one 
reason why electric furnace steel 
has been hit harder than flat-rolled. 


* * * 


Inventories High 


AR inventories, particularly al- 
loy bars, have been on the high 


HORSEPLAY 


to stop you before you turn the page 


More than 10,400,000 readers stopped when they saw these buckin’ 
broncos in PARADE, the Sunday Picture Magazine. It helps you 
understand why PARADE is a Sunday standby in the homes of people 
who live up and down every street in 43 key markets. These people 
have made PARADE the best read publication in print. 
This means that an advertiser in PARADE gets more than twice 
as many readers per dollar of ad cost as he gets from any of the big 
weekday magazines. On top of that, the impact PARADE makes 
on Sunday makes sales the rest of the week. 


Dealers Visit TV Star— 


Helen Hayes, rehearsing for a role in the Chrysler Corp.-sponsored television series, 
Medallion Theater, pauses to chat with a group of dealers. They are (from left), 
Herbert F. Charters, of James F. Waters, Inc. (DeSoto-Plymouth), Long Island City, 


N. Y.; C. M. Bishop, of Bishop, McCormick 


& Bishop (Dodge-Plymouth), New York City. 


and Nat Koeppel, of Airport Motors (Chrysler-Plymouth), Jackson Heights, N. Y. 


side for months. Bar stocks are 
still high, ranging in many cases 
from 60 to 120 days’ supply. Re- 
covery in the bar market is still 
not in sight, even though some 


To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 
automotive advertisers 
who have used 
PARADE in the past 
year to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 
Chrysler (Inst.) 
De Soto 

Dodge 
Plymouth 


Ford Motor Car Co. 
Mercury 


General Motors Corp. 
Chevrolet 
Oldsmobile 

Pontiac 


Hudson Motor Car 
Hudson Cars 


Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Hastings Mfg. Co. 
Casite 


Simoniz Company 
Simoniz Wax 


PARADE . . . The Sunday Magazine section of 43 fine newspapers in 43 major markets . . . with more than 13 million constant readers. 


recent quantity buying has been 
| reported. 

Haunted by memories of high 
conversion costs, premium prices 
and the high cost of foreign steel, 
some of the automobile steel 
buyers are inclined to hang on as 
| long as possible before placing 
their new orders. This may be 
an important factor in the 
present situation. 
| Auto parts suppliers, on the other 
|hand, are probably less troubled 
than auto producers by steel in- 
ventory. Parts makers are re- 
ported as buying large tonnages 
through the first quarter. This 
would indicate they have as- 
|surances of a good first quarter 
| for the industry and that their in- 
ventories are not out of hand. 

What happens after the first 
quarter is anybody’s guess, but 
major producers are forecasting 
another five million-plus car year. 
They’ve been amazingly accurate in 
the past. 
| Are they right again this year— 
| Or is this the year they forgot 
something? 





* * * 


Wet Burnishing Process 


Introduced by Gerity 


ADRIAN, Mich.—Gerity-Michigan 
Corp., 1365 E. Beecher St., has an- 
nounced a new method of wet 
|burnishing designed to improve 
conventional polishing and buffing 
procedures. 


The new method provides im- 
portant savings, the company 
said, through the use of revolving 
rubber mats which operate in a 
wet abrasive slurry. The parts to 
be burnished are advanced 
through the slurry on a carrier 
moving in a circular or other en- 
closure. 

According to the company, fabric 
| polishing and buffing wheels last 
only about 5 to 15 percent as long 
as the rubber-fingered mats used 
on the new Ger-O-Matic machines. 
Compounds in the abrasive slurry 
can be reused with little loss, 
something that is not possible with 
conventional polishing and buffing 
compounds, it was said. 

There is no dust, thus reducing 
fire and health hazards and making 
elaborate exhaust systems un- 
| necessary, the company said. 

* * * 


Allegheny Ludlum Hikes 


Prices of Cobalt Alloys 


PITTSBURGH. — Allegheny Lud- 
lum Steel Corp. has advanced 
| prices of cobalt-bearing high-tem- 
perature alloys it manufactures and 
markets. 


High - temperature material mar- 
keted as S-816 was increased 25 
cents per pound, and the material 
marketed as S-590 was increased 12 
cents. Two other high-temperature 
materials, M-252 and Waspaloy, 
were increased by 7% cents and 
9 cents per pound. 

+. * ” 


Colonial Broach Grows 


DETROIT.—Colonial Broach Co., 
now observing its 35th anniversary, 
is expanding its faeilities for the 
second year in a row by adding 
6,000 square feet of floor space at 
its plant at 21601 Hoover Rd. Arvid 
Lundell, president, said the addi- 
tional space would be used fcr 
assembly and reconditioning cf 
broaching machines and equipmen<t. 
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Unusual firm radio contract 
is latest step in long-range 
Kaiser-Willys program! 


Lowell Thomas—the voice of Kaiser-Willys to millions of 
radio listeners—has signed a firm contract to continue his 
five-nights-a-week newscasts through Sept. 24, 1954. 
The contract calls for 195 more 15-minute broadcasts 
on behalf of Kaiser-Willys dealers, adding up to over two 
solid days of broadcasting. Of which 8 hours and 714 
minutes are given over to Kaiser-Willys commercials. 
All this in addition to the broadcasts Lowell Thomas 
has already made for Kaiser-Willys dealers since June! 


New Stations added! 


Multiply this by more than 150 CBS stations now carry- 
ing the newscasts— with new stations soon to be added— 
and you get some idea of the overwhelming impact of the 
Lowell Thomas newcasts on new-car buyers. 

Plus the fact that Lowell Thomas holds the third high- 
est ranking of all night-time multi-weekly radio programs 
— musical, news, dramatic or any other kind! 
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Kaiser-Willys signs Lowell Thomas f 


Another step in the long-range program to make Kaiser- 
Willys dealers the most dynamic force in automotive mer- 
chandising! A program that has been carefully planned, 
and is moving steadily toward its ultimate goal. 


Timetable of a Long-Range Plan! 


April, 1953 Step 1...Legal ratification of the great new 
combination of Kaiser and Willys—combining assets of 
$200,000,000, plus the experience of 50 years of auto- 
mobile building and 40 years of industrial engineering. 


June, 1953 Step 2...Inauguration of a great new $62 
million development program to bring greater values 
through the pooling of engineering and planning resources. 


July, 1953 Step 3...Consolidation of purchasing, ac- 


counting and merchandising facilities at Toledo. 


September, 1953 Step 4...Major moves in the weld- 
ing of Kaiser and Willys dealers into a strong Kaiser- 
Willys dealer organization—with a new volume franchise 
covering 94% of the entire new-car market! 


November, 1953 Step 5...Profitable disposal of Kai- 
ser’s Willow Run plant and first steps toward consolida- 
tion of production in the even larger Willys plant in 
Toledo. This move not only enables Kaiser Motors to pay 
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off the greater part of its indebtedness to the government, 
but also affords efficient production capacity of at least 
250,000 cars a year. 

Thus, with each move, Kaiser-Willys grows stronger. 
The long-term signing of Lowell Thomas is one more 
step in a long-range program of continued development. 


What This Means to You! 


We have a limited number of dual franchises for quality 
dealers. If you qualify, we can offer you the greatest profit 
opportunity that has arisen in automobile retailing in 30 
years. Mail this coupon and get the facts today. 


SOSH S SHES ESSOSH SHEESH SOEEHESESEE SHOES ESEESEEEEEESE EES 


Roy Abernethy, Vice-president and General Sales Mgr. 
Kaiser-Willys Sales Division, Toledo, Ohio 


Please send me without obligation complete details on 
your development program for quality dealers. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Utah 


Elias J. Strong, executive secre- 
tary of the Utah Automobile 
Dealers Assn., reports that as of 
Nov. 1, some 18,915 new cars had 
been registered in Utah. 

This is about 4,000 over the 
total of new cars registered in 
Utah during all of 1952. However, 
it is considerably below the 27,- 
000 cars registered in the record 
year of 1950. 

Registration figures, according to 
Strong, speak for themselves. He 
said that “things are not as bad as 
many people paint them—including 
some car dealers.” 

However, he stated, there have 
been marked shifts in Utah and 

some dealers may not be doing as 
well as others. 

Strong said that inventory of all 
models—1953 and 1954—was not ex- 
cessive. In fact, he explained that 
because of the big inventory tax 
levied on Utah dealers Jan. 1, 
inventories around this time of the 
year hit a very low point. 

He said that for a few months 
Ford Motor Co. had shipped 1953 
models to dealers whether they 
were ordered or not. However, 
he said, the firm has discontinued 
the practice following protests by 
NADA. 

“Now,” he said, “we have a 
couple of dealers who are buying 
up 1953 Fords because they need 
something to sell between now and 
1954-model announcements.” 

He said that a DeSoto dealer 
purchased and sold fifty ’53 De- 
Sotos (’53) after the 1954 models 
were available. 

Strong said that salesmanship 
and promotion would make the 
difference between profit and loss 
for dealers in the competitive 
period ahead.—(Dan Valentine.) 

Ba * * 


Nashville 


In the week ended Nov. 10, a 
total of 133 cars was sold in Nash- 
ville—98 used and 35 new. 

Ford was in first place with 11 
new units, followed by Chevrolet 
with eight and Mercury with 
eight. Studebaker sold three ; 
Plymouth 2; Dodge, Nash, Pon- 
tiac, 1 each. 

Nashville bank debits are 10 per- 
cent ahead of those a year ago, ac- 
cording to the Federal Reserve 
Bank of Nashville. Debits are 
studied closely as an index of total 
spending.—(Jesse C. Burt jr.) 

ok * ~ 


Mt. Vernon, Ill. 


Mount Vernon (Ill.) dealers are 
working hard for what new-car 
sales are made and eying prospec- 
tive tradeins warily. Used-car in- 
ventories are not high, but sales 
are way off. Service business seems 
to be skidding. 

Employment is normal in most 
industries in the area, but farm 
income is down. 

While the total of outstanding 
paper is considered large, repos- 
sessions are normal and payments 
are running only a little slow, ac- 
cording to most dealers. 

Dealers wish that some plan 
could be devised to rid the road of 
junkers.—(L. x. Houck.) 

* 


on 


Denver 


New-car sales in Denver are still 
rising. 

Denver dealers sold 1,138 new 
cars in October, compared with 858 
in the same month of last year. 

In the new-truck field, however, 
a decrease was noted for the 
month. Dealers sold 177 trucks, 
against 202 in October, 1952. 

In the first 10 months of this 
year 12,272 new cars were sold 
here, compared with 8,322 in the 
like 1952 period. 

New-truck sales in the first 10 
months totaled 1,507, compared 
with 1,264 last year. 

Chevrolet led the field in Oc- 
tober new-car sales with 318. Ford 
came in second with 271, and Mer- 
cury jumped into third place with 
111. 

Other makes and the number 
sold were: Plymouth, 89; Buick, 
71; Oldsmobile, 56; Pontiac, 49; 
Dodge, 36; Chrysler, 35; Stude- 
baker, 19; Hudson, 16; DeSoto, 


13; Nash, 13; Willys, 12; Cadil- 
lac, 8; Lincoln, 8; Packard, 7; 
Jaguar, 2; Hillman, 1; Kaiser, 1; 
Singer, 1, and Volkswagen, 1. 
Chevrolet also led in new-truck 
sales with 70, closely followed by 
Ford with 66. Others: Inter- 
national, 13; GMC, 10; Dodge, 6; 
Diveo, 4; Studebaker, 2; FWD, 1; 
Fruehauf, 1; Kwik-Wik, 1; Reo, 1; 
Willys, 1, and White 1. 

Used-cars continue to sell fairly 
well, with stocks increasing. Prices 
are somewhat lower than they were 


last year.—(Ira R. Alexander.) 
* * + 


Van Wert County, O. 

Sales of new motor vehicles in 
Van Wert County, O., in October 
included 119 cars and 17 trucks. 

Car sales were split up as 
follows: Ford, 33; Chevrolet, 24; 
Plymouth, 12; Pontiac, 7; Buick, 7; 
Chrysler, 7; Mercury, 6; Cadillac, 
4; Dodge, 4; Oldsmobile, 4; Stude- 


| sity of Pittsburgh. 





baker, 3; Packard, 3; 
Hudson, 1, and DeSoto, 1. 
Trucks sold were: Ford, 9; Inter- 
national, 3; Chevrolet, 3; White, 1, 
and Dodge, 1. (Simon M. 


Schwartz.) 


Nash, 3; 


* * * 


Pittsburgh 
New-car registrations “were up 
considerably” in the week ended 
Nov. 21, according to the Bureau of 
Business Research of the Univer- 


Business in general in the Pitts- 
burgh area increased, although 
there was a further drop in indus- 
trial production, the bureau said. 
The bureau’s seasonally adjusted 
business index rose from 181.1 per- 
cent of the 1935-39 average in the 
week ended Nov. 14 to 186.6 in the | 
week ended Nov. 21. | 

Owing mainly to a strike on a 
short railroad serving one steel 
company, steel production tumbled 





optimistic view of the market than 
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to 81 percent of practical capacity. 
—(L, Leffingwell.) 
* * 

Miami 
Both new and used-car dealers in 
the Miami area are taking a more 


* 


nell.) 








for a good many weeks. 

One factor has been a change in 
the weather. The rains which pre- 
vailed almost continuously through 
September and the first half of 
October have ceased, and with the 
hurricane season over, customers 
who were holding off are again 
shoping and buying. 

Early introduction of cars in 
the Chrysler Corp. lines caused 
competing dealers to put on the 
pressure to clear their 1952 
models off the floor. 

Used-car dealers report that 
prices are firming up a bit, espe- 
cially on late models and exception- 
ally clean cars.— (George S. Con- 


* * 
Indianapolis 
New-car sales in Marion County 


(Indianapolis) in October totaled 
2,478, compared with 2,250 for the 


|same month a year ago. 


Ford held a slight edge over 
Chevrolet, 617 to 606. Other makes 
ranked as follows: Plymouth, 271; 
Buick, 229; Pontiac, 178; Mer- 
cury, 124; Oldsmobile, 82; Stude- 
baker, 69; DeSoto, 67; Cadillac, 
46; Dodge, 44; Nash, 39; Chrysler, 
34; Packard, 24; Hudson, 19; Lin- 

(Continued on Page 47, Col. 1) 


SHORTER TERMS 





FOR successful time sales in this busy new 
car market—GMAC recommends the shorter 


terms that march toward early 


Shorter terms bring satisfied customers 


back to you sooner, ready to b 


By speeding your turnover, shorter terms 


open headway for increased sales and profits. 


ownership! 


uy again. 


And those profits give you leeway to attract 
better trade-ins. 

When you arrange a time-payment deal— 
it will pay you to encourage shorter terms 
and larger payments. Arrange your prospect’s 
payments to fit his purse, on the GMAC Thrift- 
Guard Plan. Then he is assured of consid- 


GENERAL MOTORS ACCEPTANCE|| 
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New Tax Plan Seeks 


Cure for Inequities 


By William Ullman 

Washington Correspondent 

W HILE Treasury and congressional technicians are not 
permitted to reveal details of the changes they are em- 
bodying in a tentative draft of the general tax-revision bill, 
other Capitol Hill sources have disclosed some of the numer- 
ous proposals designed to remove from the present tax 


structure what the Adminis-¢—— 


tration has called ‘“‘inequities”’ 
and “complications” 
law. Some of the major changes 
proposed for the relief of individ- 
uals or corporations include: 

1. A plan to exempt a million or 
more taxpayers from the filing of 
estimated tax returns. The experts 


are understood to have proposed ; 
that for persons subject to with-| 
no estimate be required | 


holding, 
below $5,000 for single taxpayers | 
and $10,000 for married taxpayers. | 





in the a 








William Ullman 


2. More liberal 
deductions for 
medical expenses. 
Under present 
law, taxpayers 
can deduct only 
those medical ex- 
penses which ex- 
ceed 5 percent of 
their adjusted 
gross income with 
a limit of $1,250 
for a single tax- 
_Payer and a max-' 





imum of $5,000 for a. married 
couple with two or more depend- 
ents. 

3. Some help for working moth- 
ers, who have long been appealing 
for tax relief to cover the expenses 
they must incur for the care of 
their children. 

* 


* * 


Aid for Parents 

4 RELIEF for parents with chil- 
* dren in college, who are caught 

in a double squeeze. Not only do 

they face the cost of college ex- 


penses, but if a son or daughter | opiginal cost, basis. 
* 


works and earns more than $600 to 
help defray expenses, the parent 
loses the son or daughter as a de- 
pendent for income-tax purposes. 

5. A small start toward elim- 
ination of the double taxation of 
corporution income. Under the 
present system, company earn- 
ings are taxed first in the hands 
of the corporation and a second 
time to shareholders when divi- 
dends are paid. Complete remov- 
al would cost about $9 billion and 
in the present state of the budget 
could not be expected. 


business investments in plant and 
equipment, from the standpoint of 
depreciation. Except for special 


writeoffs of plant and equipment 
allowed concerns doing defense 
work, companies generally are 
bound to a strict percentage for- 
mula based on the useful life of 
the property. 

Many businessmen have insisted 
that this has been a deterrent to 
investment. Experts are studying 
several proposals, including the 
Canadian system, which has been 
called the “declining balance” sys- 
tem, Under it, a fixed percentage 
is applied each year to the depre- 
ciated balance rather than to the 


* * 


Blow to Sales Levy 


How Speaker Joe Martin, 
Massachusetts Republican, just 
back from a European trip, marked 
his return to Washington with 
what appeared to be a death blow 
to a general manufacturers’ sales 
tax. 

Martin predicted that such a levy 
could not get through Congress. His 
statement followed earlier indica- 
tions that 95 percent of the Demo- 


|crats in the House would oppose it. 
6. A more liberal treatment of | 


The Administration never has 
said it would ask for a manu- 





facturers’ sales tax, but President 
Eisenhower said recently he had 





jis HIGHER PROFITS! 


erate treatment if his circumstances change. 

He saves time, expense, worry and 
trouble because you use GMAC. And 
you gain 4 ways: (1) Control of the whole 
transaction. (2) Gross from time contracts. 


(3) Extra business from satisfied customers. 


(4) Repeat sales from GMAC service. 


| CORPORATION 





GMAC 


GENERAL MOTORS ACCEPTANCE CORPORATION 
Ps =k 


TIME PAYMENT 


PLAN 





The GMAC Thrift-Guard Plan 
available to General Motors Dealers: 


CHEVROLET * PONTIAC « OLDSMOBILE 


BUICK « CADILLAC 





| not ruled out that possibility. The 


Treasury is weighing all possible 
new sources of revenue. 

Martin also suggested scaling 
down some of the existing excise 
levies, which represent a limited 
form of sales tax. He said the 20 
percent rate now imposed on some 
goods and services was not estab- 
lished to raise revenue, but to re- 
strict nonessential production dur- 
ing the war, 

Martin said it was even possible 
that these excise rates could be cut 
in half without reducing Treasury 
receipts, because the volume of 
sales would go up. 

* + * 


Federal Balance Sheet 


N A COMPILATION released last 

week by the Joint Committee on 
Reduction of Nonessential Federal 
Expenditures, of which Senator 
Harry Byrd, Virginia Democrat, is 
chairman, these figures were re- 
vealed: 

Federal agencies in the first two 
months of fiscal year 1954—which 
began July 1—spent $11 billion and, 
with 10 months remaining in the 
year, had unexpended balances in 
appropriations totaling $149.8 bil- 
lion, 

In July and August, $3.5 bil- 
lion was spent out of current ap- 
propriations, and $7.5 billion was 
spent out of appropriations car- 
ried over from previous years. 

On Sept. 1, the Department of De- 
fense still had $90.2 billion unspent. 
Unexpended balances in funds ap- 
propriated to the President, includ- 
ing foreign-aid appropriations, to- 
taled $14.9 billion. 


* * * 


Foreign Road Aid 


Both road building and car sell- 
ing will receive greater impetus 
in many underdeveloped areas 
through the new U. S. foreign aid 
policies inaugurated in the current 
fiscal year, according to the Inter- 
national Road Federation. 


The decision to concentrate more 
funds and greater effort on high- 
way development is an outcome of 
the rapid economic gains experi- 
enced in highway aid programs in 
Turkey and southern Italy and the 
relatively small foreign exchange 
required for these programs. 

Some $25 million has been spent 
by the United States in assisting 
Turkey in building a modern 
highway system and sizable but 
modest expenditures have been 
made by the United States for 
feeder road extensions in south- 
ern Italy. 

Technical assistance, as provided 
in the past, will be broadened in 
many underdeveloped areas to in- 
clude special economic aid, a lim- 
ited form of capital assistance. 

* * * 


BDSA in Business 

AST week marked the issuance 

of Notice 1 and Schedule A by 
the Business and Defense Services 
Administration. 

The initial action authorized 
control of the general distribu- 
tion of titanium sponge and tita- 
nium metal in the civilian market. 
The materials were found by 
BDSA to be scarce and critical, 
and essential to the national de- 
fense, 

Notice 1 and Schedule A were the 
first instruments of this nature is- 
sued by the new agency under au- 
thority delegated to the Department 
of Commerce by the Office of De- 
fense Mobilization. 

* ~ * 








Tax Curiosa 

HE U. S. Chamber of Commerce 

has listed some of the reasons 
why it believes the present system 
of Federal excise taxes is unsatis- 
factory. For example: 

A pleasure yacht is untaxed, 
while an auto has a 10 percent 
manufacturer’s excise. A long- 
distance phone call is taxed 25 
percent while a local call is taxed 
15 percent, 

Passenger travel is taxed at 15 
percent, most freight transportation 

is taxed 3 percent, and coal ship- 
ments are taxed at 4 cents a ton. 

A fur coat, even if it is relatively 
cheap, is taxed 20 percent at the 
retail level; a cloth coat, which per- 

forms the same function, is un- 
taxed even though it may be much 
more expensive. Alligator shoes are 
untaxed, but an alligator purse is 
taxed. 
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CHICAGO.—The American econ- 
omy is so strong that it has grown 
miraculously in spite of many mis- 
takes by management, labor and 
Government alike, and it will con- 
tinue to grow—the fewer the mis- 
takes, the faster it will do so—Dr. 
Vergil D. Reed told the Assn. of 
American Battery. Manufacturers 
at its annual meeting here. 


Associate director of research of 
J. Walter Thompson Co., an adver- 
tising agency, Reed reviewed the 
factors which point to a widely in- 
creasing market in the next few 
years. Among these, he said, are 
the nation’s rapidly increasing 
population, its continuing high 
number of births, its population 
movement toward suburbs and the 
increased life expectancy of the 
American people. 

“Far from having reached ma- 
turity, or the hopeless senility 
attributed to it in the ’30s,” Reed 
said, “our economy has just out- 
grown the awkward self-con- 


scious age of puberty. A tremen- 


The Miracle of America 


Despite Blunders and Pessimism, Economy Still 
Grows Greater, Researcher Says 





dous amount of growth lies 
ahead. Strangely, many business 
and Government leaders—and 
professors of economics, too— 
have grossly underestimated the 
vitality, stamina and potentiali- 
ties for the American economy. 
That has been true in the past 
and it is equally true today, when 
many are seemingly so busy look- 
ing for hidden weaknesses, that 
they persist in overlooking the 
obvious strengths.” 

Markets have grown so fast that 
many a management has been 
lulled into a false and dangerous 
feeling of success by an “automatic 
increase of sales,” Reed said. The 
more far-sighted managements are 
quietly carving themselves a bigger 
piece of this bigger pie and taking 
industry leadership along with it, 
he added. 

In the 10 years between 1940 and 
1950, over 19 million people were 
added to the market potential—by 
far the largest decennial increase 
in U. S. history. The Nation’s popu- 
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knowledge has made Delco the foremost producer of 
shock absorbers . . . has made Delco the best-known, 


» ++ quantity 
... on-time delivery 


A combination of experience, research and technical 


the most-wanted shock absorber. 


There are Delco designs for every automotive application 
—cars, trucks, buses, military vehicles—and Delco pro- 
duction facilities insure prompt delivery. For detailed 
information get in touch with Delco Products, Division 
of General Motors Corporation, Dayton, Ohio. 









lation has grown by another 9.3 
million since 1950 and by 1960 it 
will be almost 180 million, he said. 


“With more mouths to feed, more 
bodies to clothe, more families to 
house and transport, more children 
to educate, the major implication 
is obvious, a bigger market for 
goods and services,” Reed stated. 
“Changes in the characteristics, lo- 
cation and distribution of this pop- 
ulation, however, require constant 
study to make the most of market 
opportunities.” 


The significance of today’s mar- 
riage rates and increased life 
expectancy to the manufacturer 
was stressed by Reed. Since the 
household or family is the pur- 
chasing and consuming unit for 
most products, he said, the de- 
mand for food, furniture, fur- 
nishings, automobiles, batteries, 
houses and other types of goods 
increases at a rate greater than 
that indicated by population 
growth alone. 

In 1962 the abnormally large “war 
baby crop” will begin to marry and 
establish homes in large numbers. 
This will not only mean increased 
marriages and new homes during 
the 60s, but also another temporary 
increase in births. 

Manufacturers will do well, Reed 


(WS CAR PROVIDED FOR THE 
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N. M. Dealers Do Bit— 


Crippled boys and girls in Albuquerque, 
N. M., will not have to miss school, be- 
cause this car donated by the city's 
new-car dealers will transport them to 
and from classes. Nancy Greaver, head- 
quarters secretary of the New Mexico 
Automotive Dealers Assn., holds a sign to 
be placed on the car. 


declared, to woo today’s crop of 
youngsters and respect their power 
in their market. 

“They will be with you a long 


Delco Hydraulic Shock Absorbers 


time as they march through a 
lengthened life span,” he declared. 
“Once you attain brand loyalty 
with them you have made an ex- 


tremely promising long-term in- 
vestment. They are the future 
buyers of cars, and of batteries, 
too. 

“Losses and gains of popula- 
tion are very unevenly dis- 
tributed and require constant 
careful study if you are to reap 
the harvest your market offers at 
reasonable costs. The problem is 
greatest for the business with a 
local, state or sectional market— 
battery manufacturers, retailers, 
brewers or wholesalers. 

“The fastest growing geographic 
divisions today, in order, are the 
Pacific Coast, east north central 
and south Atlantic divisions. The 
20 fastest growing states range 
from Califorina, with a population 
gain in 10 years of 3.7 million, to 
Connecticut, with 300,000. The 25 
fastest growing metropolitan areas 
run the gamut from Los Angeles’ 
increase of 1.4 million to Fort 
Worth’s 134,000. The 100 fastest 
growing counties out of our 3,073 
counties show gains ranging from 
a little under 1.4 million in Los 
Angeles County, Calif., to slightly 
under 47,000 in Monroe County, 
mae 


Committee Heads 
Are Announced 


In Pennsylvania 


HARRISBURG, Pa. — Chairmen 
and vice-chairmen for standing 
committees of the Pennsylvania 
Automotive Assn. for the coming 
year have been announced by W. 
M. McCune, Kittanning, president. 

Those named are as follows: By- 
laws—Jenks Watson, W. H. Wat- 
son & Son (Dodge - Plymouth), 
Doylestown, chairman; convention 
—J. C. Hayden, Guy Hayden 
Motors (DeSoto-Plymouth), Phila- 
delphia, chairman; employer-em- 
ploye relations—C. V. Lee, Chick 
Lee Chevrolet Co., Uniontown, 
chairman, and E. P. Blough, Cam- 
bria Motors (Buick), Johnstown, 
vice-chairman; industry relations— 
John P. Mooney, John P. Mooney 
Co, (Packard), McKeesport, chair- 
man; house—James Ladd, Ladd 
Motor Co. (Dodge-Plymouth), Leb- 
anon, chairman. 

Legislative — E. D. Baldwin, 
Downingtown Motor Co, (Buick), 
Downingtown, chairman, and Aldo 
Franconi, Franconi Auto Parts 
(jobbers), Wilkes-Barre and Kings- 
ton, vice-chairman; safety — Paul 
Ruch, City Auto Sales (Dodge- 
Plymouth), Clearfield, chairman, 
and William K. Gottshall, Ruhe 
Motor Corp. (Oldsmobile), Allen- 
town, vice-chairman; membership, 
east— John B. White, John B. 
White, Inc. (Ford), Philadelphia, 
chairman; membership, west—S. H. 
Parker, Parker Chevrolet, Pitts- 
burgh and Bellevue, chairman. 


Plymouth, DeSoto 
Get Wire Discs 


BOSTON.—Wire wheel covers are 
now being featured on several 
Plymouth Hy-Drive and DeSoto 

utomatic models as factory - in- 
stalled, optional equipment. 


Manufactured by A. S. Campbell, 
Inc., East Boston, Mass., the 48- 
spoke, stainless-steel covers are at- 
tached to the bolt circle of the 
wheel by the same bolts that hold 
the wheel. 


Plymouth and DeSoto crests 
adorn the wheels. 


Harley-Davidson Again 
Asks Protective Tariff 


MILWAUKEE. — Harley-David- 
son Co., motorcycle manufacturer, 
has asked the Federal Trade Com- 
mission for a protective tariff, de- 
claring that it was unable to com- 
pete with foreign producers paying 
one-fourth the wages. FTC turned 
down a similar plea by the firm 
last year. 

In its appeal to FTC Chairman 
Clarence B. Randall, Harley-David- 
son said that it had been producing 
motorcycles for 50 years and was 
the last of the nation’s motorcycle 
manufacturers. 
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HERE Mania © 


* 


is the current national advertisement 


in the December Sth issue of 


POS] 


directing customers and prospects to 
the SERVICE DEPARTMENTS of 


New Car Dealers 


eS 
J 





Trade Mark Reg. U. S. Pat. Off. 
NOW TO PREVENT LOSS OF BEAUTY 


Whether you live in snowland or not, Porcelainize provides 
maximum protection against any kind of weather and insures 
that appearance so necessary for business and social prestige. 


Porcelainize makes a highly acceptable Christmas gift— 
one your relatives and friends can enjoy for months to come. 
Your New Car Dealer can provide Porcelainize Gift Certificates, 


There’s nothing like Porcelainize. It’s the World Standard 
for fine automobile appearance. And it’s not a coating —not an 
oil, wax, or glaze to turn dull, wash off, peel off or heat-soften 
and trap surface grime. Porcelainize outlasts the average 
wax or polish job 3 to 4 times. See your New Car Dealer. 


Write for Free Informative Booklet, “The Story of Porcelainize.” 





GREATER BEAUTY LONGER LASTING 
FOUR EXCLUSIVE BENEFITS 
BETTER PROTECTION | EASIER MAINTENANCE 


In customer satisfaction, policy and program, 
Porcelainize again stands alone in providing PORCELAINIZE SUPERIORITY 
never-ending benefits to New Car Dealers... : IS OFFICIALLY RECOMMENDED 


Today more automobile factories* have 









exclusive benefits which materially increase and 
. . A tested and approved PORCELAINIZE than 
sustain your Winter Season Service Revenue. 


have ever approved any other method 





of automobile appearance maintenance 


et aN ea 


DENVER 3, COLORADO 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





As’ MENTIONED here previously, ; 
there is a good opportunity in| 


the used-car field to sell the two- 
car argument. 

The Atlanta Ford Dealer Adver- 
tising Committee is using the 
theme effectively through its adver- 
tising agency, J. Walter Thompson 
Co., under the heading “. . . or how 
to be a hero with your wife.” 

Attractive cartoons are used, 
with these captions: “This little 
woman went to market (she had 
a second car) ... This little 
woman stayed home (she had 
none)...” 

Copy advises: “When you buy 
your new Ford. . . Keep your pres- 





ent car for her . . . She'll admire 
your head for business, because she 
probably knows that Ford holds 
onto its value better than any other 
car at any price ... She'll prac- 
tically swoon at your thoughtful- 
ness. School, shopping... and even 
the movies will be a cinch with that 
second car. And you'll have your 
car to yourself.” 
Sounds mighty appealing. 


Comparative Selling 


AVE FINNIGAN, Denver used- 
car dealer and a director of the 


| National Used Car Dealers Assn., 


was in town the other day to study 
the demand for book giving com-| 





parative selling points of various 
cars as a tool in used-car selling. 


Dave says he has observed that 
few used-car salesmen know the 
selling points of more than a few 
makes. So he, in cooperation with 
a Denver publisher, has prepared 
a book which takes make by 
make and year by year and lists 
the outstanding features along 
with models and comparative rat- 
ings. He calls this book the “Of- 
ficial Automotive Salesmaster.” 

The book isn’t ready for distribu- 
tion yet, and Dave isn’t advertising 
it. He wants to make sure of the 
need first. He’s shooting for Jan. 1 
publication. 

* * 


Which Prospect? 


_ THE way, Dave says the used- 
car business has improved a bit 
from the dark months, but still isn’t 
too good. It can’t be, he says, as 
long as new car dealers are dis- 
counting heavily and offering 30 
months to pay. 

Dave argues that a prospect 
with a used-car that will cover 
the tradein and who doesn’t mind 
being in debt for 30 months is 
better off buying a car new in the 
cleanup market. 

But a prospect who can get only 


* 





S$ & H Motors 25 Years Old— 


Commemorating 25 years as a DeSoto dealership, S & H Motor Sales, Inc., Chicago 
Heights, Ill., is presented with an engraved silver tray by Stephen L. Noble (left) 
Chicago regional manager, and James L. Wichert, director of advertising and sales 
promotion. Accepting the gift are Andrew Sedik (second from right) and George H. 


$100 or so for his old car and wants| tire population of Rexburg figuring 
to pay off his obligation in 12|in its figures recently in a unique 


months is better off buying a late- 
model used car. Or, at least, Dave 
tries to sell them on that basis. 


| Code Ad 


type code ad. 

The ad, designed to clear used 
cars from the company’s lot, was 
inserted without prices. 

In place of prices on each car 


offered was a code number. 
The simple code was given in 
the ad based on the letters in the 





. Taylor Chevrolet Co. in Rex- 
burg, Id., had practically the en- 











It’s 43% more likely 
Santa will come by car 


to The American Home families 


When Santa turns home doer, it’s good-bye to his 
reindeer and sleigh! For then—he relies on his car to 
tote home his tree and tinsel and trimmings. And he 
relies on that same car, every other day of the year, 
to whisk him off to work—to pick up his dinner at 
the supermarket—to take him everywhere. 


Homemaking families need cars more—use cars 
more. That’s why the incidence of car ownership 
among The American Home reader families is 43% 
higher than the national average. 


You're really talking to a big car-buying, car-con- 
scious market when your automotive advertising runs 


There’s no place like The American Home 





in The American Home. The American Home is 100% 


home “how-to.” Every month it’s read 
lion homemaking families. 


The latest American Home automotive survey 


proves that these readers definitely do 
their minds! 


39% of them plan to buy a car in the next 


twelve months. 


93% already own a car. Almost 25% own 


two cars. 


Want to have a Merry Christmas all next year? 
Then let Ed Sullivan give you all the happy tidings. 


Taylor Chevrolet name. 

Readers were invited to read the 
ad and then check the car listed 
and decipher the price. 

The firm gave a special discount 
of $50 to every buyer of any of the 
used cars offered who brought in a 
completely deciphered ad. 

Then the ad added: “If you can’t 
figure our code—come on in and 
see us anyway!” 

A spokesman for the firm said 
the code type ad was “very suc- 
cessful.” 


GM Constructing 
Training Center 


At Fairfax, Va. 


FAIRFAX, Va.—A ground-break- 
ing ceremony here marked the 
start of General Motors’ fifth 
|service training school. A nation- 
wide network of 35 centers for 
instructing mechanics for car and 
truck dealerships is planned. 

One center, in Detroit, is already 
in operation. Construction has be- 
gun on centers at Parma, O.; Ded- 
ham, Mass., and Union, N. J., and 
the building of several others will 
start soon, it was said. 

Myrle E, St. Aubin, director of 
the GM service section, and zone 
and regional officials of the eight 
GM divisions that will be repre- 
;sented at the center attended the 
| ceremonies in Fairfax. Mayor John 
Wood and members of the Fairfax 
|City Council were also on hand. 
| The trainnig center, located on 
Lee Blvd. near First St., will be 
staffed by a manager and eight 
instructors. It will be completed 
about July 1. 

The center will have specialized 
'shop classrooms for Chevrolet, 
| Pontiac, Oldsmobile, Buick, Cadil- 
|lac and GMC. In addition, the 
| building’s 26,000 square feet will 
|}house an auditorium, conference 
| room, kitchen and cafeteria. 


by over 3 mil- 


have cars on 


Price Purchases 
Monark Battery 


HAMBURG, Pa. — W. F. Price, 
president of Price Battery Corp. 
has announced the purchase of 
Monark Battery Co., Dayton, O. All 
assets are being transferred to a 
| plant recently purchased at Wapa- 
| koneta, O. 
| The new plant, embracing over 
| 70,000 square feet, will have an 
| initial production capacity of 3,000 
| batteries daily, Price said. Until 
| full production is achieved, ship- 
|}ments will be made from accumu- 
| lated stocks. 
| Monark Battery Co. will retain 
its name but will operate as a di- 

vision of Price Battery Corp. 

G. L. (Gus) Fox has been name‘ 

sales manager of Monark Battery. 
| He has been with the company for 
seven years. 


_ Anderson Names Bailey 


| Clarence Bailey has been namec 
used-car manager of the two loce- 
tions of Anderson Oldsmobile, Inc., 
in Baltimore, it has been announced 
by A. D. Anderson, president. 





| 
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Serving the worlds constant demand 
Jor better transportation/ 














HERE is ample testimony —on 
roads, on farms, in the air 
and on waterways throughout the world — 
to the excellence that has made Auto-Lite 
famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 
Stations around the corner from everywhere. 





This reputation of Auto-Lite for precision manufacturing is 
steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 


products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, ““You’RE ALways RicHt WitH AuTo-LITE.” 






BATTERIES * BUMPERS ® FUEL PUMPS ® HORNS ® GENERATORS 

LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE © SWITCHES 

STARTING MOTORS * INSTRUMENTS & GAUGES * IGNITION UNITS 

MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS © SEAT 

MOVING MECHANISMS © HUB CAPS * WIRE & CABLE * SPARK PLUGS 

METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 


WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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Been Through ‘Blows’ Before, Wangelin Says. . . 











44-Year Dealer Battens Hatch 


BELLEVILLE, Ill.— Any dealer 
who needs to renew his confidence 
in the business of retailing cars to 
Joe Doakes and 
his relatives, 
should talk to 
Herman G. Wan- 


spent 44 years in 
the business. 
Wangelin sold his 
first car, a Buick, 
in 1908, and re- 


Plymouth to that 
first buyer’s son. 





H. G. Wangenn 


not minimize the problems of the 
present time. 

Wangelin said he had been 
through many of. these “blows” 
before, but that he had never 
experienced a time when there 
were so “many used cars per per- 
son.” The per capita of used cars, 
he said, is highest in history. 


Even though the mortality rate | greater profit than in 1952, when | 


Put a plus in your 
pay check...with . 
built-for-the-job 








gelin, who has|! 


cently sold a new | 


Wangelin does | 


“SPECIALS” 


of used-car dealers is apparently 
rising in direct relation to the slow- 
ing down of used-car sales, Wange- 
lin said, there never was a time | 
,when there were as many inde-| 
| pendent used-car dealers. 

The current wave of “blitz” sales | 
is one of the worst things that ever | 
|hit the business, Wangelin said, | 
jand the present difficulties are | 
|more serious and severe than any | 
previous troublesome time, he said. 

“But we will survive this one 
as we have all the others,” 
Wangelin said. 

Wangelin was wartime secretary | 
| and past director of NADA, fourth- 
| generation postmaster of Belleville, 
|}one of the three dealers in the | 
United States on the national con- 
trol committee during the war and | 
president of the Illinois dealers. 

While his own business (Chrys- 
ler-Plymouth), shows reduced vol- | 
ume for 1953, he has made a 







there were more sales but fewer 
cars available. 

The plentiful supply of cars 
and stiff competition among deal- 
ers is a normal facet of modern 
business, he said, 

Here’s what he thinks dealers 


should do if they have not already | 


been doing it: 

1.—Conserve resources, 
built up a cash reserve. He does not 
floor-plan and runs his own busi- 
ness. 


2.—Overhead must-~be reduced. | 


Physical assets may be out of pro- 
portion to normal business, Wange- 
lin said he was physically over- 
expanded when his franchise was 
cancelled by Ford in 1936. He 


rented the building to Sears and | 


bought a smaller place for his 


| Chrysler line. He advises those who | 
| build new buildings to design them 
|for easy conversion to some other | 


business. 
3.—Build up reputation for fair- 


He has | 
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|New Packard Dealer— 


has acquired a Packard franchise. Floyd 
H. Howell, general manager, signs the 
j contract as Burley Mitchell, district man- 
| ager, looks on. 


ness and honesty. “Reputation as 
a sharp trader is seldom an 
| asset,” he said. “If people realize 
that you are fair in dealings 


PILOT BEARING PULLER 








Howell Motor Co., Wilmington, N. C., | 


Amazing ...the time (and en- 
ergy ‘and temper) you can save 
on tricky jobs with the right 
Snap-on Specials! Every one 
is a dependable short-cutter to 
a fast job and good work. Each 
reflects 33 years of Snap-on 
know-how in perfecting tools 
that help a man save time and 
make more money. Each is 
widely shop-tested and solidly 
O.K.’d before it gets a place in 
the Snap-on line. There are 
many Snap-on Specials — let 
your Snap-on Man help you 
choose the ones you need most. 
For the new 104-page catalog 
“U,” write 


SNAP-ON TOOLS 
CORPORATION 


8082-L 28th Avenue, Kenosha, Wisconsin 


| Suzp-cx Jods 


Uae (aa 3017") LCL TG) 





Snap-on is the Trademark of Snap-on Tools Corporation, 


you'll get business the sharp 
traders can’t touch, 

4.—_Keep used-car inventories 
down. But remember, he said, that 
used cars taken at their true value 
are an asset. There are more people 
and more cars than ever before. 
You can’t base today’s supply and 
production on 1935 population, he 
said. There are more people to buy 
them, 

5.—Training personnel, New 
people must be trained to sell and 
do your business your way. Person- 
nel must have incentive. We think 
management should be also stock- 
holders. This personnel must “have 
the proper attitude toward the 
business.” 


Service department? Wangelin 


'| says the alert dealer should al- 


| Ways be service minded and 
| strive to operate his service de- 
| partment at a profit. This ties in 
with building a reputation for 
fairness so that new customers 
will come to such a place when 
others fail to please. 

Herman C. Wangelin, Inc., cele- 
|brated its 40th year as an auto 
dealership when Plymouth cele- 
| brated its 25th birthday. Wangelin 
|has sold Buick, Cadillac, Ford, 
Overland, Willys-Knight, and one 
time had Buick, Cadillac and Ford 
| at the same time. 


| He took on Ford in 1911 and in 
|1917 Ford told him he’d have to 
|make up his mind which line he 
i'wanted to sell. He chose Ford 
which he kept until 1936. 

His franchise was canceled by 
| an order of Harry Bennett, he 
| said, because Bennett disliked an 
| impartial report on automobile 

manufacturers put out by NADA 
| while Wangelin was secretary. 


| Wangelin is chef of the Philos- 
|ophers, president of the school 
|board, president of the Board of 
Trade, served as postmaster as did 
|his father, grandfather and great 


grandfather. 


Chrysler to Double 
Canadian Plant’s 
‘Engine Capacity 
WINDSOR, Ont.—A $21 million 
|expansion of the Chrysler Corp. of 
|Canada plant in Windsor has been 
announced by E. C. Row, president. 


This is in addition to a $20 million 
| program now under way. 


| The expansion will consist 
|primarily of a 600-by-520-foot ad- 
|dition to the present engine plant 
|which will more than double its 
capacity. Completion is expected by 
December, 1954. 

L. L. Colbert, Chrysler president, 
had revealed previously that his 
company was considering extensive 
additions to its Canadian facilities. 

Stating that construction would 
start in May, Row said, “The new 
plant will incorporate the latest 
development and techniques in 
automotive handling and machine 
operations to be found anywhere 
in the automotive industry.” 


2 Regional Aides 
Named by Dodge 


DETROIT.—Dodge has named 
John A. Neelands jr. as regional 
business manager for the Portland 
(Ore.) region and Griffith G. Jones 








J. A. Neelands jr. G. G. Jones jr. 


jr. to a similar post in the Boston 
region, according to L. F. Desmond, 
general sales manager. 

Neelands has been Portland dis- 
trict manager since 1949. He for- 
merly was associated with several 
dealerships, and at one time oper- 
ated his own auto business in Port- 
land. 

Jones had served as Boston dis- 
trict manager for four years. Prior 
to joining Dodge, he was a sales 
engineer for a truck dealer and a 
sales representative for an office 
machine supply firm. 




















[os money, adventure, religion 
(call the fourth one spirit, if 
you like). 

There are the four words which 
determine the progress of human 





beings in this interesting world 

. Shape the tenor of all intelli- 

gent advertising (from toothpaste 
to “box tops”), determine your in- 
come (whether you eat at the Astor 
or the Automat), strengthen your 
confidence (if you want to be 
another Jack Dempsey), and give a 
lift to your soul (if you suspect 
you have one). 

“All a woman wants is some- | 
thing or someone to love,” writes 
a member of the psychiatric brain 
trust (who has quizzed many a 
gal while she was lying prone on 
his Park Ave, clinical couch). 

He could have ended his analysis 
with a big period, right then .. .| 
if I hadn’t read Rosalind Russell's | 
comment in the American Maga-| 
zine on “What I’ve Learned About 
Men.” Roz (as we intimates call 
her) is the star in that Broadway 
hit “Wonderful Town.” She says} 
she was 30 when the columnists 
began calling her “Hollywood’s No. 
1 Bachelor Girl.” Then she recalled | 
that when she was only 6, she made 
the discovery that “the male sex is | 
not as superior as its members like | 
to think.” 

Then she adds a few more “left| 
hooks” which she throws at the| 
“superior sex,” including “men who 
hate to be beaten by females,” are 
“deathly scared of any girl who! 
lets her brains show,” “want to do| 
all the talking and let the women’) 
listen,” “those who want their love| 
making to be taken seriously,” an 
“those who love to feel they are 
rescuing you in some way.” Then | 
she adds the basic fact of all: “Men | 
are actually shy. Women are not.” | 

= * - 


Know Any of These? 
FINAL_y she winds up with such | 
characters as the “suave sophis- | 
ticate,” the “lover boy,” the “wise-| 
cracker,” the “profile’—(who loves | 
himself), and the “jealous lover’ | 
(who wrote snippish notes and kept | 
a check on her manicure appoint- | 
ments). “He didn’t need me,” said | 
Rosalind, “he needed a doctor.” 
Then she tells how Cary Grant) 
introduced her to the man she 
eventually married. 

Well, it’s quite a jump from 
Rosalind’s opinions to Walt Dis- 
ney’s wonderful picture of love | 
life on the desert, in which the 
age-old battle (not “between” the 
sexes but “over” the females) | 
goes on, when the animals, the | 
insects and the birds are not for- 


Poland Show | 
Opens Jan. 29 


PORTLAND, Ore.— The 1954) 
Portland Motor Show, to be held! 
Jan, 29-Feb. 7, will feature every | 
type of transportation. 

The show will be held in huge| 
supermarket warehouse, just com- 
pleted but as yet unoccupied. Ex- 
hibitors will share 186,000 square | 
feet of floor space. | 

In addition to the salon showing 
of 1954 autos, antique cars, racing| 
cars, custom cars, trucks, trailers, 
house trailers, boats, airplanes and 
even a diesel locomotive will be on 
display. | 

Allied trade line exhibits and| 
travel booths will also be a part of | 
the show. General manager is Ern- 
est E. Williams. 








Ford Replaces Chevrolet 


Don, Harry and Alexander Mc- 
Phee have purchased the facilities 
of Sponseller Chevrolet Sales & 
Service, Canfield, O., and have 
opened a Ford dealership called 
McPhee Bros. Motors. 





aging for food. The females are | a 


not high-paid stars of Broadway. 
They are just poor girls, trying 
their instinctive best to get along 
in what most females keep telling 
the males is, after all, “a man’s 
world.” 

I’ve been reading a lot about how 
all we (two) need in the automo- 
bile business is better salesmanship. 
They are even organizing night 


courses in the “psychology of sales- | 


manship,” in which a guy can learn 
all about *: in two weeks. 
Reminisce a bit... when E. C. 
Patterson was western manager for 
Collier’s all the lads selling space 
for him were all dressed up like 
nobody’s business. (I used to skip 
out and part my few hairs when 
they skittered down the line in 
Kenosha.) But old Chauncey Lamb, 
of the Saturday Evening Post, (who 
couldn’t have spelled the werds 
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Overseas Visitors at Nash Plant— 
European members of the Nash organization visit the company's main assembly 


“patte-de-fa-graw”), and Albert piant in Kenosha, Wis., to discuss production techniques with plant executives. From 
Lasker (who never hob-nobbed with | jef gre Alec Ware, European manager; W. J. Reagan, assistant export sales manager; 


advertising agents), always got the ¢ w. Bernitt, general works manager, Kenosha, and Paul Debruyn, manager of the | 
| Nash plant in Brussels, Belgium. 


business. 
* om + 


Man with Religion 
H, WELL, I s’pose I can’t tell 


all the lads on the payroll how is at least one man ’mong the 
to become good salesmen, any more/| crowd who will know exactly what 


than I can tell a few thousand deal- 


ers how they might avoid the obit-'! 





with a silver camshaft in his 
mouth. He’s no smart aleck with 
what Roz Russell calls a “profile.” 
He knows everyone is in the mar- 


uary column if they can resist the 
lure of blitz sales. But I know there 


I’m talkin’ about. 
He’s the boy who wasn’t born| flattered if he asked anyone to buy 


ket for a new car and would be) 
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‘one. He needs money to send those 


kids to the right school. He wants 
the adventure.of beating his com- 
petitors to the live prospect, and, 
he has religion .. . has the spirit to” 
believe that the car he sells is the 
one the fellow ought to buy. 

If he keeps on plugging, Keeps 
on using his head ... and his 
feet ... he will make money, 
have adventure and command the 
envy of those lazy lads who think 
he may be a “bit tetched” by the 
religion of Cadillac, Packard, 
Chrysler, Chevrolet, Ford, Plym- 
outh or what have you. 

It’s his business . . . nothin’ else 
to do but sell. Then, when he at- 
tracts the attention of the factory, 
he’ll be ready for the next adven- 
ture. Then, if he sticks to his re- 
ligion, he might even become a vice- 
president, and a good vice-president 
is really worth more than a nickel 
a dozen as the saying goes. 

P.S.: Selling is not a matter of 
surveys (unless you’re selling sur- 
veys). It’s something you are born 
with. The only symptom I know 
manifests itself first somewhere in 
the vicinity of the seat of your 
pants. I call it gazoompah. If you 
feel it, get out and get an order. 
If you don’t remember I warned 
you, 


Engineers reveal methods behind long-lasting 


finish of 





Chrysler Corporation cars 


The Engineering Division of Chrysler Corpora- 
tion has disclosed the steps leading to a remark- 
able automobile finish that actually grows harder 
with the years, instead of flaking, fading and 
otherwise deteriorating. 

Standard on every Chrysler-built car, the finish 
owes its unusual qualities to special enamels, 
special preparation of surfaces, and advanced 
methods of application and baking. 


The enamels themselves must meet rigorous 
specifications prepared by Chrysler Corporation 
engineers, and stand up under both laboratory 
and outdoor tests. In addition to clinging to 
metal, they must resist the effects of oil, gasoline, 
salt spray and other contaminants, and must hold 
their color in hot summer sun. 

The painting process—as typified at the DeSoto 
plant—begins with raw metal bodies carried by 
ovethead slings through six separate rinses and 
spray treatments. 


Each rinse serves a special purpose. This “com- 
bination bath” gives the bodies a treated surface 
that will inhibit corrosion and provide a clinging 
base for the five coats of paint that follow. 


Two of these are red primer coats. Each is 
baked, wet-sanded, dried and wiped clean. Then, 
in another spray tunnel, the bodies are given a 
gray-blue sealer coat, which in turn is baked, wet- 
sanded, dried and wiped. 


Now the bodies are ready for the color they 
are to have as finished cars. This is applied in two 
coats and baked again. Every body is inspected 
under brilliant light to make sure it meets 
specifications. 


Giving Chrysler Corporation cars the finish 
that stays young-looking longer is but another of 
the practical “Engineered production” qualities 
that begin in the engineering laboratory. It is 
another of the reasons for the “more value” 
reputation which Chrysler Corporation cars enjoy. 


Chrysler Corporation ».vwourn . coves 


DE SOTO - 
DODGE “JOB-RATED'"’ 


CHRYSLER + IMPERIAL CARS 


TRUCKS 








sales-aids-on-the-way can’t help you today— 


The competitive market is here—and unless potent sales- 
aids are here for you, too, you’re at a disadvantage. 


Among today’s most potent sales-aids are AIRFOAM Seats- 
of-the-Future—seats with the advanced styling and 
superb comfort that AIRFOAM design-engineering has 
made possible for even popular-priced lines. 


We think you Il like “THE GREATEST STORY EVERTOLD"’ 
every Sunday—ABC Radio Network 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 


They supply the demand for plenty of AIRFOAM in seats 
and backs and armrests, front AND rear. They supply the 
demand for custom looks at volume prices. They’re help- 
ing clinch many a sale RIGHT NOW! 


Are they working for you, too? Goodyear, Automotive 
Products Dept. L-6911, Akron 16, Ohio. 


E 
[A pe 
oe 


THE WORLDE 








Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


Dut THE SEATS-OF-THE-FUTURE ARE HERE! 


ONCE 

“STRICTLY CUSTOM’’— 
NOW A SALES-AID 
FOR POPULAR LINES! 


AIRFOAM advanced techniques 
and design-engineering have 
taken this deeply sculptured 
effect out of the luxury class 
—made it economically practi- 
cal for almost any model on 
any floor. 


AIRFOAM HELPS YOU SELL 
IN MANY WAYS— 


The only type cushioning with over half a 
million air cushions to each cubic inch, 
AIRFOAM makes any car feel indescribably 
luxurious—stays cool, fresh, inviting. 


AIRFOAM’s buoyant comfort and gentle “up- 
lift” make any car seem livelier, smoother- 
rolling, better ballasted. 


A one-piece cushioning material, AIRFOAM 
holds its smart lines for the life of the car— 
protects upholstery’ fabrics—increases trade- 
in value. 


al 


GOOD/YEAR 


FINEST CUSHIOMNG 
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Auto Personnel 


American Brake Shoe Co. has 
appointed Charles M. Ruprecht 
‘president of its Electro-Alloys di- 
| vision. He was formerly vice-presi- 
dent of the division. 

* 


* * 


| Textileather Appoints 


Dowd Gets Oldsmobile Deal in Cleveland— 

Signing his Oldsmobile franchise is E. S. Dowd (seated, left), president of Dowd 
Oldsmobile, Inc., Cleveland. Seated beside him is E. M. Kochsiek, zone manager. 
Standing at left is C. S. Fuller, vice-president of the new firm, and at right, B. E. 
Green, assistant zone manager. 


VanOverbeke Joins Bosch field engineer in the Chicago 


Charles W. VanOverbeke has| ranch office, according to Donald 
joined American Bosch Corp. as|H. Spicer, sales vice-president. 





The Ashton Model 10-D demountable wrecker is 
designed for mounting on any %-1 ton pickup 
having a 4-speed transmission and helper 
springs. It is ideal for emergency calls ranging 
from tire changes to passenger car tow jobs... 
it does many lifting jobs in the yard or in the shop 
... or with the boom, supports and tow plate re- 
moved there is plenty of clear space in the 

box for ordinary pickup work. The 10- 

D has ample winching power, safety 

controls, safety boom lockpins, 

safety chains plus the Ashton 

spacer and lift bar assembly. 


MODEL 10-D 


MODEL 34-10 EXB 


Maximum strength and effi- 

ciency are featured in this 

powerful wrecker. Mechanical 

features include: Forward mounted, 

solid steel “A” frame, telescopic ex- 

tension boom which can be raised or 
lowered from 0° to 80°. Boom extends from a 
normal 81/2’ (towing position) to 14’. New four- 
line cable suspension gives essential support at 
center and end of boom. Boom capacity 10 
tons, power winch 15 tons, hand winch 5 tons. 
Self centering boom head. Standard and extra 
heavy duty spacer and lift bar are standard 
equipment. 


| Ridley Chief Engineer 

The appointment of Paul S. Rid- 
ley as chief plant engineer of the 
Textileather Corp. has been an- 
nounced by Charles R. Mayer, as- 
sistant to the president. 


Before joining Textileather, Rid- 


| Utility Engineers, Inc., a Boston 
|engineering consulting firm. Previ- 
ously, he was associated with the 
American Thread Co., and the 
Holyoke (Mass.) Water and Power 
Co. 

* 


Packard Appoints Aller 
To Kansas City Post 


* * 


ley had been chief engineer with | 


changes also were announced by 
the Packard zone office in Minne- 
apolis. 


W. C. Nelson, formerly special 
| marketing representative in Minne- 
|apolis, has been named city man- 
ager in the Minneapolis Packard 
zone office. He replaces J. Howard 
Ertsgaard, who has been promoted 
to the national business manage- 
ment department in Packard’s De- 


troit office. 


* * 


Automatic Transportation 


Moves Johnson Up 

Appointment of William E. John- 
son as sales manager of the New 
York City branch of Automatic 
Transportation Co., Chicago manu- 
facturer of electric-driven indus- 
trial trucks, has been announced by 
Foster W. Lamb, general sales 
manager. 


Johnson assumes duties formerly 


| handled by George A. Hinckley, re- | 


R. CC. Aller, Packard service 
representative in Billings, Mont., 
has been named service manager 
of the Kansas City zone. Two other 


Automatic, with headquarters 
Chicago, From 1947 until his ap- 
pointment by Automatic, Johnson 








This Ashton wrecker mounts on 114-2 ton 
chassis and is equipped for heavy lifting and 
recovery work. The 32 ton capacity crane 
and 7'42 ton winch safely handles the load. 
The features include: Extra strong, forward- 
mounted, all steel ‘A’ frame which gives 
maximum weight distribution and more 
usable body space. Four-line cable sus- 
pension. Hand winch, improved power 
take-off and drive linkage plus 
safety chains, remote controls, 
and the Ashton spacer and lift 

bar equipment. 


MODEL 19-51 BW 


MODEL 19-51 EXB 


America's most versatile power 

wrecker and mobile crane. The 

extension boom quickly recovers 

difficult wrecks without complicated 

rigging, raises heavy loads 14’ high. 

Ideal, dual purpose unit for construction 

and municipal jobs. Features include: Solid, 

forward-mounted “A” frame, telescopic boom 

raises from 0° to 80°, self-aligning boom head, 

new double cable suspension, with sheaves at 

center and end of boom. Power winch 7'/2 tons 

safe load, 2 ton hand winch, all-steel all-welded 

body, safety tread floor, Ashton spacer and lift 
bar assembly. Remote control levers. 


cently named a sales manager of | 
in | 


was New York sales representative 
of the Yale & Towne Manufactur- 
ing Co.’s Philadelphia division. 


+ “ = 
Hewitt-Robins Elevates 


Nilsen and Gardner 


Hewitt - Robins, Inc., Stamford, 
Conn., has elected Ellis B. Gardner 
and Robert A. Nilsen vice-presi- 

dents, according 
to Thomas Rob- 
ins jr., president. 
Gardner since 
1950 has been 
controller of the 
company. He has 
been with the 
firm since 1946. 
Nilsen is gen- 
eral manager of 
the company’s 
foam rubber di- 

R. A. Hien vision, He joined 
Hewitt-Robins in 1946 when the 
company entered the foam rubber 
field, and was in charge of foam 
production operations at Buffalo 
until 1952, when he was named 
general manager of the division. 
| * + + 


Petersen Goes West 


| Neil Petersen, for eight years 
technical representative of Parker 
Rust Proof Co. in the Detroit area, 
has been transferred to the West 
Coast. His headquarters will be 
Maywood, Calif. 


Hall, McGillevry and Oliver 


Appointed by Rinshed-Mason 


Appointment of three district 
sales managers for Rinshed-Mason 
|Co.’s refinishing division has been 
lannounced by 
|Frederick G. 
| Weed, R-M presi- 
| dent. They are G. 
|A, Hall, W. N. 
|McGillevry and 
|A, J. Oliver. 
| Hall was named 
| west coast repre- 
|sentative with 
| Offices at 643 N. 
Jackson, Glen- 
| dale, Calif. = 
| McGillevry was 6. 4. os 
appointed to the midwest area, Box 
604-A, Ingleside, Ill. Oliver will be 
sales representative for the eastern 


region, with offices at 42 Gerdes 
Ave., Verona, N. J. 
* * 


Auto-Lite Battery Names 


McDuffee Service Chief 


J. R. McDuffee has been ap- 
pointed service manager of Auto- 
Lite Battery Corp., Toledo, accord- 
ing to W. E. Blank, sales manager. 

McDuffee has been associated 
with Auto-Lite for 5% years. 


Permacel Boosts Fitzgerald 


To Industrial Sales Chief 


Promotion of George A. Fitzger- 
ald to industrial sales manager has 
been announced by Permacel Tape 
Corp., New Bruns- 
wick, N. J. 

Fitzgerald 
started with 
Permacel 15 years 
ago as promotion 
salesman in Phil- 
adelphia. He be- 
came New York 
State district 
manager and sub- 
sequently was el- 
evated to Pacific 
coast division 


* 


G. A. Fitzgerald 


manager, a post he held for eight 
|years. Two years ago he was ap- 
| pointed automotive sales manager. 


* * - 


|Koch Returns to Firestone 


After Defense Assignment 

| Robert W. Koch, who served as 
a special assistant to Secretary of 
Defense Charles E. Wilson for sev- 
en months, has resumed his duties 
as director of purchases for Fire- 
|stone Tire & Rubber Co., Akron 
Koch’s assignment in Washing- 
ton was to secure efficient procure- 


| 
i (Continued on Page 49, Col. 1) 
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No Finer ‘[ribute... 


As the year 1953 draws to a close, we 
think that Cadillac dealers the country 
over should reflect on these important 
facts about the Cadillac car. First, there 
is evidence in abundance that Cadillac’s 
popularity and acceptance among the 
world’s motorists stand today at an all- 
time high. Second, the number of Cadillac 
orders on file across the nation for future 


delivery remains close to its greatest 






CADILLAC MOTOR CAR DIVISION 






post-war peak. And third, over nine out of 
ten Cadillac owners, according to studies of 
owner-loyalty, have already decided that 
their next cars will bear the same honored 
name. Certainly these facts comprise one 
of the finest tributes ever accorded a motor 
car. We are proud to close the year on 
such a record, and we think that Cadillac 
dealers everywhere should also find it a 


source of great pride and satisfaction. 


GENERAL 








MOTORS CORPORATION 












































Washington State Patrol Buys Chevrolets— 


Six Chevrolets have been delivered to the Washington State Patrol by McMonigle| announced the opening of a new 
Chevrolet Co., Pomeroy, Wash. Burt Belknap (left), manager, and Wally Kramer, zone | _plant at 7 Brown St. The new plant 
ee a ee 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | 
automotive industry, eeeer week _rougnemt the year. 





REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., 


OTTAWA.—A recent Canadian 
| Government survey reveals that 


|the motor vehicle industry in Can- 
|}ada on Aug. 1, 1953. Weekly wages 
averaged $74.09 as compared to 
| $69.15 a year earlier. The average 
| work week was 40.6 hours, against 
|39.6 hours the year before. 
* * * 
United Parts Distributor 


CHICAGO.—Sale & Martin, Ltd., 
1866 Avenue Rd., Toronto, has been 


Parts Mfg. Co., Chicago. The firm 
will represent United in Ontario, 
Quebec, Manitoba and Saskatche- 
wan, 

| * * * 


Pack-It Adds Plant 
NEWARK, N. J.— Pack-It, pro- 





|is complete with railroad siding 
jand room for tankage, which is 
being added, according to officials. 
| Another factory, at 109 Monroe St., 





In Chicago, it takes 2— 
to get you home 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 
be the... 


CHICAGO 


“/ SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 





READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 
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| 34,335 persons were employed by | 


appointed distributor for United | 


| duction packaging firm here, has | 


News in Brief 





is being retained for the packaging 
of pharmaceutical and cosmetic 
products as well as sales promotion 


work, 
* + oa | 


Commerce Dept. in Mich. 
DETROIT.—The Michigan 
office of the Department of Com- | 
merce has moved to Room 438, 
Federal Building, Detroit 26. The 
telephone number is WOodward 
3-9330, Extension 511. The office 
had been in the Griswold Build- 
ing since March, 1952. 
* * 


* 


Design Firm Incorporates 

DETROIT. — Sundberg-Ferar, in- | 
dustrial design firm which formerly 
was operated as a partnership by 
Carl W. Sundberg and Montgomery 
Ferar, has announced its incor- 
poration as Sundberg-Ferar, Inc. 

* * * 


Exide Battery Manual 


PHILADELPHIA.—Publication | 
of a sales manual on Exide batter- | 
ies has been announced by Robert | 
L. Sommerville, assistant general | 
sales manager of Electric ‘Storage | 


|Merit of the 
| Alumni Society of the University of 
|Pennsylvania. He was cited “for 






—F 


Battery Co., P. O. Box 8109, Phila-~ 
delphia 1, Pa. Photographs, cut-— 
aways, tables and graphs cover 
construction details and specifica- 
tions, 





* * * 


1,023,745 Minn. Plates 
ST. PAUL.—Minnesota has issued 


| 1,023,745 license plates for the cur- 
|rent year, reports Mrs. Mike Holm, 
secretary of state. 


* * * 


Thieves Boost Inventory 
MEDINA, O.—An extra car was 
found recently on the used-car lot 
of Aldrich Motors Co. It had been 
abandoned by thieves. 
* x + 


Ramco Repowering Data 
ST. LOUIS.—A new tabloid peri- 
odical, the RamCO-OPerator, cov-7 
ering various phases of engine’ 
rebuilding and featuring a 22-by- 
30-inch seasonal poster, has been 
announced by Ramsey Corp., maker ™ 
of piston rings. Free copies are 
available from Ramsey Corp., 3693 
Forest Park Blvd., St. Louis 8, Mo. | 


* * * 


Early Sales Literature 


CHICAGO.—A_ public exhibit 
dealing with printing and the au- 


_| tomobile has been opened in the — 


Lakeside Press Galleries here and 
will run until Dec, 31. Included 
are 28 prints of pioneer autos and 


| 168 pieces of sales literature about 


early cars and later makes. 
2 x cd 


Award for Mellon 


PHILADELPHIA. — Richard K. 7 
Mellon, Pittsburgh banker and in- 
dustrialist, has been selected to 
receive the 1953 Gold Medal of 
Wharton School 





LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 


| distinguished 


leadership and _in- 
|spired performance in American 
| industry.” 


* * + 


Fiber Glass for St. Louis 


ST. LOUIS. — A district sales 
office has been established here by~ 
|the fiber glass division of Libbey-— 
| Owens- Ford Glass Co., with Arthur ~ 
|S. White as district manager. The ~ 
| office is at 411 N. Seventh St. 
* * «* £ 

Canada Shows It Can 
OTTAWA.—Not a single man- 
| day was lost through labor dis- 
| putes in the automobile and parts | 
industry during August, Canadian ~ 

Government reports show. 3 

* * *~ 


2D hy 


idh-Zey 


R. I. Gas Revenue Gains 


| PROVIDENCE. — Rhode Island 
gasoline tax revenue totaled $716,- 
|831 in September, official records 

| show. This was an increase of $41, 
| 255 over the same month last year. 

| * * * 

| 


Plastic Test Analyzed 


TOLEDO. — Results of extensive 
tests of the wet-strength of fiber” 
|glass reinforced plastics have been ~ 
| published in a booklet, which is” 
| available from Libbey-Owens- Ford © 
| Glass Co., Dept. 5, Wayne Building, 
| Toledo 3, O. : 


* * * 


Oil Designed for Cold 


| MINNEAPOLIS.—A new motor 
oil designed for cold-weather 
|service, Univerzol Z, is being 
|marketed by W. H. Barber Co. 


* x * 


School Named For Haynes 

KOKOMO, Ind.—A new $660,- 

| 000 school here is to be named 

| after Elwood Haynes, native auto 

| pioneer. This was decided by a 

| unanimous vote of the Board of 
School Trustees. 


* x * 


Bosch Recalls Crew 


SPRINGFIELD, Mass. — Ameri- 
|can Bosch Corp., has hired back all 
but 75 of the more than 400 workers 
who were furloughed two months 
ago. Although Bosch is hiring new 
workers, it was pointed out that 
these employes are in different 
| classifications than those still on 
' furlough. 


* * * 


| Monarch Moves in Detroit 

| DETROIT.\The Detroit sales 
| staff of the Monarch Machine ‘ool 
Co. has moved to new and larger 
quarters at 10600 Puritan Ave., it is 
announced by H. A. Toy, dist riet 
manager. 
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Painstaking research, engineering exper- 
ience and production skills always show 
up in the final product—and that’s 
true of Clark front axles. They are 
known to be thoroughly depend- 
able under trucks, busses and 
other industrial equipment. 
It’s good business to work 

with Clark. 


Turn and see reverse 
side for more about 
CLARK products 


TTT ees ime ACen 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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To Save Money With a Fork Truck 


WOULDN'T IT BE GOOD BUSINESS to know all the ways 
to save money with your Clark truck? It’s the function of Clark 
attachments to transform your truck into a machine of many uses. 

CARTON Rather than let a truck stand idle for “lack of work,” you can 
switch from one attachment to another in 10-20 minutes—go from 
one job to another, from partial idleness to full-time usefulness. 


For example, why use manual labor to handle scrap, coal, sand 
or even cement? You’ll do the job faster, more economically with 
one of Clark’s shovel attachments. Why manhandle cartons, crates, 
rolls, drums, bales? Simply switch to the proper Clark attachment 
—there’s one designed to handle practically any product or material. 
And for the relatively few cases where a standard attachment 
won’t do the job, it’s more than likely that our Custom Truck 
Department can design and build special equipment to solve the 
problem (—and inquiries are invited). 


Perhaps you’re hesitating to buy a fork truck because your 
principal handling job requires only part-time truck application. If 
that’s the case, don’t fail to look into this attachments angle. 
Chances are we’ve got, or can devise, one or more attachments that 
will enable you to utilize a fork truck profitably, all day long. 


Your local Clark dealer (listed in the Yellow Pages 
of your phone book) will be glad to help you plan 
ways to multiply the usefulness of your Clark trucks 
and POWRWORKER hand trucks. Or write Clark 
Equipment Company, Industrial Truck Division, 
Battle Creek, Michigan, and we'll gladly send a CLARK 
brochure describing the Clark line of attachments. 


Ee es SS 


— TRANSMISSIONS ¢ AXLE HOUSINGS e TRACTOR UNITS 
© FORK TRUCKS and TOWING TRACTORS e ROSS CARRIERS e POWRWORKER 
HAND TRUCKS e POWER SHOVELS ¢ ELECTRIC STEEL CASTINGS © GEARS 
and FORGINGS e FRONT and REAR AXLES for TRUCKS and BUSES 


ROTATI NG RO LL CL AMP CLARK EQUIPMENT COMPANY, BUCHANAN, MICHIGAN 
OTHER PLANTS: BENTON HARBOR e BATTLE CREEK and JACKSON, MICHIGAN 
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Commercial Car News 





Truckin’ 


... by Jack Weed 





EW truck announcements have | 
been popping with the regular-| 
ity of passenger cars at this time | 


of the year. Within the past month 
or so, we of the typewriting clan 
have seen all the majors in the De- 
troit area, with the exception of 
Ford. 

Dodge had the first preview com- 
bining its truck presentation with 
its showing of new cars at the Or- 
chard Lake Country Club and gave 
the writing fraternity a chance to 
drive the new units. We also saw 
them again at the Corporation 
“home office showing.” 


Chevrolet had a separate show- 
ing minus cars at Masonic Tem- 
ple in Detroit a couple of weeks 
ago. GMC had the newshawks 
out to the plant a week ago, and 
they not only showed us the new 
line, let us drive the eight-speed 
Hydra-Matic jobs, and the stand- 
ard transmission counterpart, but 
threw us a feed at Kingsley Inn 
near Pontiac. 


The Truck company, as GMC is 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 


get much respite until he gets 
one, 

To make it easy for him to find | 
|a@ réason to buy, GMC has stepped 
|up the power to the end that they 
| now claim they have the most pow- 
erful pickup in the low tonnage 
| field. | 
| I got a real bang out of asking 
a prominent over-road operator, 
who sat in front of me at the GMC 
preview, what would happen in his 
| operation when he put five or 10 of 
|the new Hydra - Matic - equipped 
|tractors in his fleet. He said, “No 
| doubt all H--- will break loose.” 
He went on to say that he could 
see where every driver in his em- 
ploy would want to have one of 
| these units, but he added it wouldn’t 
|be any easier if some other fleet | 
| operator near him put them in. 

* * * 


|For City Runs 

E GAVE me a new line of 
thinking on the Hydra-Matic- 
{equipped jobs, or any automatic 
transmission jobs. I was carrying 


known around these diggings, is| the impression that the place where 
mighty proud of its 1954 offerings.|the drivers would like them most 
I, being an old truck man at heart,| would be on the hilly runs, but this 
can understand why. They have|operator said no. He said he would 
dolled the light jobs up so they} put them in on the runs that went 
have all the glamor of passenger | through the most heavily populated 


ESPITE the fact that competi- 

tion has been admittedly rugged 
so far this year among truck deal- 
ers, business management reports 
from several dealer groups indicate 
that dealers handling trucks have 
made up to approximately 30 per- 
cent more gross profit during the 
first nine months than the same 
dealers did during the same period 
of iast year. 

Comparing gross profit per ve- 
hicle, however, these dealers 
made approxmiately 12% percent 
less gross per vehicle sold this 
year. 

The answer to the seeming para- 
dox, say the business management 
experts, is found in the fact that 
during the first nine months of this 
year dealers sold approximately 19 
percent more trucks, 
more units, than during the same 
period of 1952. 

While the gross profit per vehicle 
was less in dollars, so also was the 
fixed expense that had to be 
charged up against each vehicle. 
The end result, say the experts, is 
that the greater volume of sales 


or 112,373 | 


Despite Drop in Profit per Truck... 


Dealer Gross Gains 





resulted in a larger gross profit for 
the period. 
. 


* * 


one group in particular sold ap- 
proximately 32 percent less truck 


the period, other groups increased 
their sales of these extra - profit 
items as much as 10 percent. 


It is also interesting to note 
that during the period when deal- 
ers sold 112,373 more trucks than 
they did last year, the factory 
output for U. S. civilian consump- 
tion was but 23,065 units, or only 
2 percent more. ; 

Of the 14 truck factory outlets 
that sold 1,000 or more trucks dur- 
ing this nine-month period, nine 
registered increases that ran all 
the way from three units up to 
61,582 trucks and commercial ve- 
hicles, 

Only five sold fewer vehicles and 
the losses of all five were only 
about one-fifth of the gain shown 
by one maker. 

The largest loss in sales during 
the period by this group of deal- 








EPORTS from the same dealer | 
groups also indicate that while | 


equipment and accessories during | 


cars with two-tone upholstery, two- 
tone paint and loaded with chrome 


trim. 
* 


Woman Angle 


oo the GMC instrument panels 
have been made more functional, 
with an instrument cluster grouped 
in a raised part of the panel right 
in front of the steering wheel, so 
that the driver can watch his in- 
struments easily through the top of 
the wheel. On the side of this raised 
panel they have left a spot for the 
control switches that many truck- 
ers need to operate the extra items 
they hang on trucks, like the riding 


* * 


lights, sanders, etc. This, they hope, | 


will eliminate the need of the own- 


er punching the entire dash full of | 
holes to accommodate the various | 


controls. 

I can see that GMC has given 
thought to the women of the 
farmers and truck gardeners who, 
in many cases, make the pickup 
do for the family conveyance. 
When mama sees one of these 
dolled-up babies parked in front 
of the church or movie house, I 
will bet that the old man won’t 


Sales Opportunities Ride in with First Snow 


By Sam Sampson 
Staff Writer 
ys not until the first snow flies 
that many of the smaller city, 
village and township officials begin 
to think about buying equipment 


to maintain streets and roads dur- | 


ing the winter. 


sections first. 

In fact, he said the first place 
| he would put them in would be 
| on the Detroit-to-Cleveland run, 
| which is about the flatest route 


out of Detroit. Here he said, go- 
ing through so many towns and 
| cities, the elimination of constant 
| gear shifting would pay off best. 
And that seems to make sense, 
too. 


s 


: 





| Phil Monaghan isn’t fooling about 
| continuing the drive for a greater 
share of the truck business that 
|Roger Kyes started when he first 
took over at GMC. Phil has con- 
tinued the push for improved ve- 
hicles that he hopes, and Dick 
Woodhouse claims, will put GMC in 
a comfortable third place in the 


industry. 


* * 


oe 
Battle Royal? 
| JF ANYONE has any idea that the 
truck market is going to be any 
| less competitive than the passenger 
lear, they haven’t listened to Ford 
and GMC lately. Possibly it was 
with this analysis in mind that Phil 
Monaghan estimated next year’s 
truck output at about 1,200,000, and 
(Continued on Page 33, Col. 3) 


,duct such business with heavy. 
|truck and equipment makers. | 
| But the late-comers are always | 
in a hurry—fearful that an early | 
| snow or ice storm will catch them | 
unprepared. They are highly sus- | 
ceptible to an alert dealer who can 


instructor. | 





| 
Pees | 

| 
White Inaugurates Training Plan— 
A three-way training program is the main feature of a new maintenance manage- | 
|ment plan started by White Motor Co. The first phase is the opening of White's | 
| service training center in Cleveland. The second phase will consist of visits by White 
engineers to discuss with fleet owners an in-shop consulting service. The third part 
will be courses at 15 colleges and universities, made possible by a grant of funds | 
by White to the National Advisory Committee for Motor Fleet Supervisor Training. 
| Shown here is the first group of trainees who came to Cleveland for a week-long | 
refresher course. From left are H. E. Kelly, Miami, Joseph D. Turner, Peoria, Ill.; 
Henry F. Heckathorn, Saginaw, Mich.; Percy L. Ford, Muncie, Ind.; William L. Collins, 
Raleigh, N. C.; Christopher Martin, Shreveport, la.; and Frank Novak, training | 





truck - special equipment business equipment makers are steadily ex- 
are as follows: panding merchandising efforts to | 
1, In approaching the author- | aid the truck dealer. Many are set- | 
ities with his plan, the dealer (ting up service facilities at key | 
gets “the first jump” on his com- | distributorships, and are offering a | 
petitors. \line of sales and service manuals. | 
2. He can sell, at a good profit, | The survey found that business 





ers was 8,307 units and the smallest 
| was 171. 
j + * * 
| =e the dealer groups reg- 
istering the greatest gain in 
|number of trucks and commercial 
| vehicles sold during the first nine- 
month period was Chevrolet, with 
|a 61,582-unit gain over 1952. Ford 
|followed with a 54,224 gain; next 
came GMC with a 7,364-unit gain 
and International with a 4,556-unit 
gain, Others to register gains dur- 
ing the period were White, with 911 
units; Brockway, with 333 units; 
|Reo, with 312 units; Autocar, with 
160 units, and Diamond T, which 
just slid into the win column with 
three units more. 


Heading the list of those who 
failed to register as many trucks 
during the first nine months of 
1953 as they did during the same 
period in 1952 was Dodge, down 
8,307 units. Following were Stude- 
baker, down 2,886 units; Willys, 
down 801 units; Divco, down 369 
units, and Mack, down 171 units. 


It is reasonable to assume that 
dealer groups that did not register 
as many trucks during the first 
nine months of this year as they 
did last, may not have experienced 
the phenomenon of making less 
gross profit per unit, yet making 





4 more gross for the period. 


It is possible, though, that if 
these dealers had cut overhead ex- 
penses in anticipation of a rugged ~ 
competitive market the same result 
could have been attained. 

* + = 

O FIGURES were available to 

substantiate that cuts in fixed 
overhead had been made by any of 
the dealer groups from which profit 
figures were obtained. 

Nor had either stocks of new 
or used trucks risen sufficiently 
during the period to warrant an 
assumption that in some cases 
there still remained a “washout” 
problem that would materially 
affect the profit-and-loss struc- 

(Continued on Page 28, Col. 3) 


15 Colleges Offer 
Course in Fleet 


Management 


LEVELAND. — A national 
program of college training in 
fleet maintenance management, di- 
rected by the 
National Ad- 
visory Committee 
for Motor Fleet 
Supervisor Train- 
ing, has been an- 
nounced by Prof. 
Amos E. Neyhart, 
secretary of the 
group, and J. N. 
Bauman, vice- 
president of 
White Motor Co. 
The program, 








A. E, Neyhart 
made possible by a grant from _ 


White Motor, will offer mainte- 
nance courses patterned after those 
conducted by Prof. Neyhart at 





| quickly provide a unit equipped | 
| with a snow plow or road sander | 


many local truck dealers, but ap- | t® meet the oe . 


parently only a few have realized 
the importance of such business. | JN ADDITION, there are often | 
It is an opportunity to sell au- | private industries in the area | 
thorities a complete package of that must keep driveways, side- | 
equipment—not just another | walks or private roads open. 
truck under the competitive bid- | Some of the advantages of the | 
ding system. 

The larger cities and state and | 
county road commissions, of course, | 
plan to buy winter road equipment | 
in the early summer. They set up | 
special purchasing boards to con- | 


This means opportunity to 


New Products | 


Page 42 








the special equipment for the job. 

3. He can sell the best equipped 
truck for the job, since he knows 
from previous experience what the 
job calls for. 


4. In most cases, he gets the year- | 


round service business on the 
vehicle, 

5. In selling a satisfactory unit 
for the job, he paves the way for 
future sales by gaining the respect 
of the authorities and the reputa- 


tion of being an able truck dealer. 
~ * + 


there still appears to be an ex- 
tensive market that the special 
equipment makers do not cover— 
principally the smaller areas, 

This business, it was felt, should 
| be largely taken over by the local 
truck dealers. It should be a profit- 
able business for the dealer, since 
he can sell both a proper truck for 
the job and the special equipment 
as well. 

The 


larger the package 





dealer can sell, the larger,are his| 


had been brisk this fall, but that | ponnsylvania State College since 


/1946. The courses will start next 


January. 


* * * 


| AUMAN said the maintenance 


management course will be 
supplemented by a maintenance 
training program directed by 
White’s service division. 

The course is open to all fleet 


th e| supervisors without cost. 


The management course will be 


AN Automotive News survey re-| profits. With the sale of plow and|made available in 15 colleges in 
cently found that the special | 


(Continued on Page 30, Col. 1) 


| various parts of the nation, 


AUTOMOTIVE NEWS, DECEMBER 7, 1953 


GMC Units for Cement Hauler— 


Six of the 10 GMC tandem-axle trucks sold by Wilson-GMC, Pontiac, to Catsman 
Co., line up at the Catsman loading station. The new units, Models W624, will 


supplement the firm's fleet of transit cement mixers. 


City Chevrolet Records 


Biggest Month in 19 Years 


City Chevrolet Co., San Diego, 
Calif., has announced that its dollar 


in the 19-year history of the firm. 
It was the biggest single month 


for unit sales since May, 1941, ac- 
cording to Edward P. Scott, gen- 


volume of business in all depart- | eral manager. A total of 420 new 
ments in October was the greatest | and used cars and trucks were sold. | any dealer who has set his house 


MIDLAND 


with Air - Over - Hydraulic In Its 





Despite Drop in Profit per 


Unit... 


Dealer Truck Gross Gains 


(Continued from Page 27) 
ture of the dealers on whom the 
reports are based, 

It is understandable that those 
dealers who did sell from 6 to 10 
percent more equipment and acces- 
sories during the nine-month period 
this year cold have well recouped 
some of their unit losses on truck 
sales by the additional profits they 
made on the extra-profit items. 


And it will be very surprising, 
according to the experts, if the 
figures at the year’s end vary any 
great amount from the profit-and- 
loss balance struck for the nine 
months, 

* * * 
Anon? many dealers, it was 
learned during the compilation 
of the figures on dealer gross profit 
for the periods, the gross profit on 


~|trucks reported for this year was 


in many instances nearly double 
that reported on cars per unit for 
the same group of dealers. 

This seems to demonstrate that 
the truck end of the business is 
a good, profitable business for 


ala 


Simplest, Most Effective Form 


MIDLAND 


AIR HY-POWER 


CHECK THESE EXCLUSIVE FEATURES 


Extra Safety—The air brake system with 
added safety feature of hydraulic brake 
operation in reserve in case of inadequate 


air pressure. 


Directly Applied Power—Quicker, safer 
stops with less driver effort. 


Better Control —Brake pedal ‘‘feel” permits 
driver to apply quick, effective brake action. 





in order and is honestly working 
at the job of endeavoring to sell 
trucks at a profit, 


It also seems to indicate thor- 
oughly that the dealer who makes 
a determined effort to sell the extra 
profit items, in many cases, can 
make them the difference between 
a profitable sale and one that isn’t. 
No dealer, it is believed would ad- 
mit that sales came any easier this 
year than last. 


The profit-and-loss figures per 
unit sale, and for the entire period, 
did not vary substantially between 
dealers who sold only the lesser 
tonnage vehicles and those who 
sold complete lines ranging from 
the pickups and panels up to the 


Truck Terminal Denied 


ATLANTA—On grounds that the 
proposed project would infringe 
upon private enterprise, the 
Georgia Supreme Court has ruled 
against plans of DeKalb County for 
the issuance of $12 million in 
revenue certificates to finance con- 
struction of a truck terminal. 


Those Who Know Power Brakes 
CHOOSE MIDLAND 


heavy duty jobs. In either case, the 
loss on individual sales or the gain 
for the period did not vary cver 
5 percent in but a comparably few 
instances. 
* * * 
bar ee- results of this study seem to 
indicate that: 


1.—Few truck dealers have much 
to wail about if they have endeav- 
ored to do a reasonably good job 
of selling trucks even in a highly 
competitive market. 


2.—The truck business is profit- 
able in a competitive market. 


3.—Many dealers who will show 
losses per unit sale or the very 
few who may show little gross 
profit for the nine-month period 
could have made money if they 
had given the truck end of their 
business more attention and 
better management. 


4.—If the makers should turn out 
another million trucks next year, 
practically all truck dealers can 
make money selling them if they 
will revamp sales policies to elimi- 
nate some of the glaring faults that 
have been reported in all areas 
this year. 

One of the most outstanding 
complaints of bad business tech- 
nique demonstrated by many truck 
dealers has been that of not only 
giving body and equipment profits 
to the buyer, but, in addition, show- 
ing the buyer the invoice on the 
equipment to the end that they 
make it hard for any other dealer 
or even the equipment distributor 
to maintain a profit structure in 
his sales. 

* * + 

A= practice that has re- 

sulted in a more or less de- 
moralized market in many sections 
has been that of far too many 
| dealers depending upon showroom 
| traffic for their main contact with 
potential buyers. 
| This results in the dealer deal- 





ing with only the shopper who 
| is out looking for the low-dollar 
| buy. Dealers who have thus de- 
| pended upon showroom traffic for 

customers could well have gotten 

the idea that there isn’t any 
| money in the truck business. 
| These figures thoroughly refute 
| that type of thinking. 
| It also might occur to a dealer, 
|whose books don’t show a profit 
| and loss on the truck business in 
|line with figures that come out of 
| this study, that perhaps some of 
| the truck buyers he has sold in the 
| past may be in need of a new ve- 
hicle right about now and that his 
| competitive dealers have been as 
|lax in calling on them as his sales- 
| men have been. 
| These dealers might get a won- 
|derful but rude awakening. 
| They might find there were a 
|}good number of profitable sales 
|ready for the taking among the 
;owners he sold in yesteryear that 
| could have materially changed the 
| picture of his last nine-month op- 
eration. 


‘Reo Spreads Out 
In Los Angeles 


| LANSING.— As part of its ex- 
| panded sales activities on the west 
ane Reo Motors, Inc., has moved 
its Los Angeles branch into en- 
j\larged quarters, A. L. Struble, 
|truck sales vice-president, an- 
| nounced last week. 
| A newly acquired building at 2315 


Dependable Operation—Sealed protection from 
water, dirt and corrosion. 


|Olympic Blvd., also will be head- 
| quarters for Universal Motor Mile- 
age, a part of Reo’s nationwide 


° ° ° oO | truck leasin izati Strub! 
Lower Cost—Saves installation time and go wi we * a a ean ceeene 


e% ° sys J 
money because of fewer parts and more mm d y rast by ae Ce Ses op prext 


, ; | mately 73,000 square feet of display, 
compact simpler design. 
foot area for customer parking and 
E 38 Pearl St., New York, N. Y. |operations manager for Reo, said 
| L. R. Sibbald is regional manager 
itiithienidemnaitietenieeiaiaiices 
| Parker Heads U. C. Sales 


office, service and warehouse facili- 

THE MIDLAND STEEL PRODUCTS COMPANY ‘the display of used trucks. 
that the building had been com- 
G @) |for Reo’s southern California leas- 


|ties. There is also a 37,500-square- 
3641 E. MILWAUKEE AVE. DETROIT 11, MICH. gh | Theodore Hobgood, west coast 
| pletely remodeled. 
A eo D s TO Fr | ing activities. 
MIDLAND 


SAFELY! 


H. Dan Parker has been ap- 
pointed used-car manager of Wil- 
liam Catlin & Sons (Studebaker), 
Jacksonville, Fla. 





ERIE KARGARDS 


FAR OUTSELLING 


ALL OTHERS 


Perfectly fits these 1954 cars (front and rear): 


Stock what’s easiest to sell . . . the recognized No. 1 
seller ... most popular with car dealers and car 
owners... fast turnover—more profits. 

* MAXIMUM FENDER-TO-FENDER PROTECTION. ONLY Erie 


Kargards fasten to farthest bolt hole on bumper’s end. 


¢ WITHSTANDS HEAVIER IMPACTS because of extra strength in 
the EXCLUSIVE fluted design. Securely braced to frame. 


* EXCLUSIVE FLUTED STYLING blends beautifully with all 1954 cars. 
¢ Chrome plating is identical to new car chrome specifications. 


THAT SLEEK RAKISH CUSTOM LOOK 


ONLY $42.95* LisT 
(Price Maintained) 


The Spectacular ERIE Continental-type 
Rear Deck Kit. 


* Same fine workmanship and materials as expensive 
custom jobs. 

* 15 minute simple installation by car owner. Does not 
rattle. 

© Not designed to carry spare tire. 


No. 52C Deluxe Model on Mercury. 

Finished in semi-gloss grey prime with chrome ring and 
chrome hubcap. Furnished with combination license bracket 
and chrome license light. 


NOW AVAILABLE: NEW Custom fitted Kits contoured 
to each of these 1954 cars: Chevrolet, Ford, Plymouth. 
ALSO AVAILABLE—Universal Type. ONE Stock-keep- 
ing number perfectly fits 27 late model cars: 


Buick (all models). . Nash (Ambassador 

Chevrolet (except & Statesman)..... .'53, °52 

Fleetline) Olds 98 (all models) .’53, °52 
Olds Super 88 (Convert. 

& Hard Top) ee 

Plymouth 

Pontiac (except 


torpedo body) 


a 
-53-'49 
"53, °52 


Dodge 

Ford (all models). . 
ercury 

(all models) 

“slightly higher west of Rockies 


Tae Lam AtL ate i alia, a a) LIDS 
EXCLUSIVE DUAL LOCKING DEVICE gives snug, rattle-proof fit. 


Buick (soon available) 
Chevrolet (soon available) 


Chrysler 
De Soto 
Dodge 
Ford 


Hudson 
Nash 


Oldsmobile (soon available) 


Plymouth 


Pontiac (soon available) 


Studebaker 


TWO GUARDS IN ONE—GRILLE GUARD AND FENDER GUARDS. 
There is a DIFFERENT Erie Kargard for each car model listed. 


‘53, '62 Ford and Mercury 
Fiared Bottom Stainless 
Steei Custom Skirt. Re- 
places Ford Part No. 
CPA 18973 but IN- 
STALLS WITHOUT 
DRILLING, (an exclusive 
Erie feature). Stock No. 
FS72S. Also available 
finished in red oxide 
prime (Stock No. FS72). 


‘53, '52 Ford and Mercury 
Front Fender Shield. For 
that extra de luxe look 
Highly polished stain- 
less steel. Stock No. F56 


‘54, 53 Plymouth Flared 
Bottom Custom Skirt. 
Exclusive dual locking 

device gives snug, rattie- 
prooffit. Stock No. FS68. 


‘54, '53 Chrysler and De 
Soto Flared Bottom Cus- 
tom Skirt. Exclusive dual 
locking device gives 
snug, rattle-proof fit 
Stock No. FS64 


AM eh aE ee headed  ae hy 
aaah eae) (atte 


Highly polished stainless steel 


‘53 Chevrolet Outside Fit 
Flared Bottom Custom 
Skirt. Exclusive dual 
locking device gives 
snug, rattle-proof fit 
Stock No. FS69 


‘53 Chevrolet Front Fen- 

der Shield. For that extra 

deluxe look. Highly pol- 

ished stainless steel. 
Duplicates original 

Chevrolet accessory. 

Stock No. C71. 


'52-'49 Chevrolet, '53-'49 
Pontiac Front Fender 
Shield. For that extra de- 
luxe look. Hiahly po 

ished stainless steel 
Replaces Chevrolet Part 
No. 986535. Stock No 
ois} 


front and rear fender 


shields also available for some earlier models of Chevrolet, 
Chrysler, De Soto, Dodge, Ford, Plymouth and Pontiac: 


Universal fender skirts also available for many earlier 


car models. 


Order from your jobber or write for further infor- 


mation today. 


ERIE MANUFACTURING DIVISION puessep sreex car company, INC. 


General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 


BSC 
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Plow and Sander Market... 


First Snow Adds Sales Chances 


'a sizable discount. This is also| dealers, many of them offer facili- 


(Continued from Page 27) 


sander units, other truck 
equipment usually prefaces the 
transaction. 


* * * 
= the sander and plow units 
generally have dump body and 
hoist. The dump box is necessary 
to the sander unit, since the sand 
or salt is dispensed from the box. 
The hoist is used to keep the ma- 


,true in the case of replacement 
plow and sander sales for vehicles 
already in operation by the com- 
munity. 

(In fact, it is obvious that this 
business should be a dealer target. 
When authorities carry on trans- 
actions directly with the special | 
equipment makers, it is seldom 
|that the truck is ordered from the 


ties to mount sanders and plows 
at “key” distributor points. 


For the snow plows, the 
makers offer special hitches, and 
correct adjustments and service 
tips are provided by the manu- 
facturer. 

Many of the hitches have vacuum 


or electrically powered hoists to 
| raise and lower the blade from 
| within the cab. The power lifts 





terial flowing into the spreader. 


The smaller communities also 
choose dump-type body trucks 
for plowing operations, because 
extra weight can be added to the 
truck by loading the box. The 
trucks, in addition, are expected 
to perform some function dur- 
ing the spring, summer and fall, 
and are often used in gravel 
hauling, street repair or city col- 
lecting. 

Now add the plow or sander to 
the unit, and the package becomes 
bigger—and more profitable. The 
plow and sander makers offer their 
products to the truck dealer with 


offer time savings on the job and 
more efficient operation in that the 
|driver does not have to leave the 
cab and adjust the blade several 
times a day, and savings in blade 





+ * * 


This Woman Really Is Dynamite— 
: |wear through proper adjustment; Mrs. Helen R. Henderson, of Seneca and Willow Springs, Ill., is not only a grand- 
wooing the dealer, for in addition | of blade levels. | mother but operator of one of the major businesses in hauling commercial explosives. 
to the discounts set up for truck | Nearly all the snow plow makers | She is known to her friends as Dynamite Lil. Her fleet of International trucks rolls up 
7 a | offer a complete line of plows to fit |‘nearly two million miles a year. 
1% to 3-ton trucks. Several sizes oer 
|and models of V-plows are of- | Howe Brothers, Troy, N. Y.; Meyer 
fered, and many sizes and widths Products, Cleveland; Jarp Corp., | 
of angle-blade plows. | Wausau, Wis., and Gledhill Road | 
nated as Machinery Co., Galion, O. 
MONG the makers who are will- | For road sanders, dealers can 
ing to cooperate fully with| order from Anthony Co., Strea- 
truck dealers for snow plows are! tor, Ill.; Knorr- Maynard, Inc., 





|local dealer.) 

Cr IS indicated in the survey that 
the special equipment industry 

is willing to cooperate with the 

truck dealer. In a sense, they are 











Detroit, and Baughman Manu- 

facturing Co., Jerseyville, Il. 

In addition, National Snowlift 
Co., a division of Gar Wood In- 
dustries, Wayne, Mich. has 
| brought out a device, “Snowlift,” a 
power blade adjustment for the re- 
placement market. 

The conversion kit is complete 
with a hydra-clutch pump mount- 
ing brackets, V-fan belt, dash con- 
trol, hoses, reservoir and ram. 
Installation may be made by a 


Twin Cities Tote Up 

MINNEAPOLIS.—(UTPS)—A 
| panel discussion of the problems of 
expense and inventory control was 
|the highlight of a meeting of the 
Twin Cities Automotive Account- 
| ants Assn. here. 









° —~ “handy-man” who follows di- 
Two / a Ss > |rections carefully, the company 
ip —~ | said. 


make all 
the difference 


Decker Appointed 
Policy Chairman 
‘Of Truck Council 


WASHINGTON. —C. S. Decker, 
general traffic manager of Borden 
Co., has been named chairman of 
the policy committee of the Na- 
tional Council of Private Motor 
Truck Owners, according to A. B. 
Gorman, president, 
| Decker has been with Borden 
since 1918, and has been concerned 
with the regulation of highway 
transport since enactment of the 
Motor Carrier Act. He has served 
on committees of the transporta- 
|tion and communications depart- 
ment of the U. S. Chamber of Com- 
merce, as well as transportation 
| committees within the dairy indus- 
try. 

At present, he is a director of 
the National Highway Users Con- 
| ference and a member of the board 
of directors of the National Council 
of Private Motor Truck Owners. 

Other members of the council’s 
policy committee, which is com- 
posed of chairmen of all standing 
committees, are O. A. Brouer, Swift 
|& Company (chairman of the law 
committee); George Faunce jr., 
Continental Baking Co. (legislative 
| committee); G. W. Laurie, Atlantic 
| Refining Co. (highway policies com- 
mittee); H. O. Mathews, Armour & 
Co. (proposed regulations commit- 
| tee); W. H. Ott jr., Kraft Foods Co. 
| (national emergency advisory com- 
|mittee); F. A. Phinney, National 
| Biscuit Co. (highway safety com- 
| mittee), and Henry Rowold, Mack 
| Motor Truck Corp. (public relations 
| committee). 
| The policy committee is formu- 
|lating recommendations for pre- 
|lsentation at the council’s 50th 
;annual meeting Jan. 28-29 at the 
Conrad Hilton Hotel, Chicago. 


Teacher U. S. 
Belgians Told Credit System 


Improves Living 
| NEW YORK.—A delegation of 15 
|leading Belgian industrialists re- 
| cently visited C.I.T. Financial Corp. 
to study consumer financing in 
America. 

The Belgians, who were visiting 
the country under the auspices of 
| the Foreign Operations Administra- 
|tion, were told by Arthur O. Dietz, 
president, that installment buying 
| has made possible the mass owner- 
|ship of durable goods in the U. S. 
|}and is one of the best methods to 
|raise the standard of living in 


| Europe. 

| L, Walter Lundell, C.LT. vice- 
: a | president and executive head of its 

For service applications: Bower double oa financing subsidiary, con- 

lip straight roller bearings @ Spher-O- ducted a seminar on time-payment 

Honed tapered roller bearings @ plans, relationships with dealers 


Journal roller assemblies and other activities. 





BOWER STRAIGHT ROLLER BEARINGS HAVE 
DOUBLE-LIP CONSTRUCTION ... FOR STRENGTH! 


The Ubangi gal can’t poke her nose 
into other people’s business—but 
she does give them a lot of lip! 


Lips make the difference in roller 
bearings, too. Bower straight roller 
bearings have double-lip construc- 
tion for greater strength and longer 
service life. They absorb thrust loads 
that cause failure of ordinary roller 
bearings. Ask your Federal-Mogul 
jobber! 





BOWER 


Straight Roller Bearings 
Pe 


Federal-Mogul Service 


(Division of Federal-Mogul Corporation) 


DETROIT 13, MICHIGAN 


FEDERA 
iierettvs 


Sepy ct 
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Where on this map 
do your customers live 





In nearly 2 out of 3 U.S. counties, Country 
Gentleman circulation also surpasses that of Life, 
The Saturday Evening Post, Ladies’ Home Journal 
or Better Homes & Gardens. 


In all counties where there is prosperous farming, 
your best rural customers are getting buying ideas 
from the advertising in Country Gentleman. 


I So when a manufacturer tells you “It’s advertised in 
n these 2,224 shaded counties (out of the 3,071 Country Gentleman,” you know he is putting sales help 
U. S. total) Country Gentleman is read by more where it will help you—among good customers right in | 
customers than Look reaches. your own local trading area, | 





CIRCULATION NOW OVER 2,600,000 


A CURTIS PUBLICATION 











Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker | 
Attorney at Law 

HARLES L. Marshall, auto 

dealer of 800 N. Galena Ave., 
Dixon, Ill, writes in part, as 
follows: 

“In regard to minors purchasing 
automobiles, it is my understanding 
that if a minor uses the car in 
his work and needs it to holding 
his job, it then becomes legal to 
sell to him. Could you give any 
further information in regard to 
a case of this kind?” 

After reviewing my records and 
listed higher court decisions my 
opinion is as follows: 

See 78 A. L. R. 398, and Reynolds 
Barth Co., 183 Mich. 15, These 
courts hold that autos and like 
vehicles are not necessities of the 
kind which result in a contract, 
being made by a minor, valid and 
enforceable by the seller. 

Also, see Lee, 30 Atl. 52; 25 L. R. 
A. 618; 47 L. R. A. (NS) 544; and 
71 A. L. R. 227. 

By referring to the above ci- 
tations your lawyer can through 
Shepards run down all recent 
higher court cases. 

7 * * | 


Buyer Has a Wrec 


HARLENE Fries, of Burrows 
Motor Co., Inc., 900 M St., S. E.,, 








K-W Establishes 
Zone Offices in | 


Texas, Kansas 


TOLEDO. — Formation of a new}! 
retail sales and zone warehouse) 
headquarters in Dallas and an ex- 
panded zone office in Kansas City, 
Kans., has been announced by Roy 
Abernethy, Kaiser- Willys general | 
sales manager. 

The retail center, to be known as) 
“Kaiser-Willys of Dallas,” and the 
new Texas zone offices are located 
at Live Oak and Pearl Sts., former- 
ly the headquarters of the Dallas- 
Willys Co. 

E. N. Pritchard has been named 
zone manager. 

R. R. Rausch, executive vice-| 
president of Willys, attended the| 
official opening last week. 

The new Dallas zone _ head- 
quarters will serve Kaiser - Willys | 
dealers throughout Texas with the} 
exception of those in six counties 
in the El Paso sales area. 

Extensively improved for the ex-| 
panded operation, the zone facili- | 
ties provide 80,000 square feet for| 
sales, service, parts and ware-| 
housing. 

Abernethy also announced that! 
Con M. Ritchey will be the man-| 
ager of the new Kansas City zone | 
office, located at 3200 Fiberglass | 
Road. 

Kaiser-Willys dealers in Kansas | 
and in portions of Missouri and | 
Oklahoma will be served by this} 
office. 

Ritchey joined Kaiser-Willys this | 
year after six years with Packard, | 
where he was manager of the| 
Dallas zone. 





Freezeproof 
Plastic Doors Developed | 


For Trucks 

NEW Y ORK. — Rugged plastic | 
doors that will save hundreds of | 
pounds of dead weight and will not 
freeze closed have been developed 
for insulated trucks, U. S. Rubber | 
Co. has announced. 

The doors were designed by 
Weber Industries of Long Island 
City, N. Y. They are being made 
by Americana Enterprises of Stam- 
ford, Conn., from Fiberglas and 
Vibrin, a polyester resin produced 
by the Naugatuck chemical division 
of U. S. Rubber. | 

A large, “walk-in” type door of | 
this construction weighs 55 pounds, | 
about a third the weight of a metal 
and wood’ door. Hardware and | 
aluminum facing brings this weight 
to approximately 75 pounds. 

The low water absorption of re- 
inforced plastic, which prevents 
swelling or shrinking, permits the 
door to be molded with only 1/16 
inch clearance, less than half the 
usual clearance for insulated doors. 
This minimizes moisture buildup 
around the door edges. ' 





ecisions 


Washington, writes: 

“Relative to your article ‘Court 
Decisions,’ we would like to tell 
you of an incident that happened 
in our organization; perhaps you 
have a similar case on file and 
could advise us. 

“A car was sold on Friday 
evening, with dealer plates issued 
for 10 days, on a time basis with 
a down-payment of $10, selling 
price $295, balance to be paid 
weekly, 

“The following day the owner 
and driver had an accident, no 
property damage, but bodily injury 
to one person. The owner did not 
have insurance coverage, and the 
injured person has taken steps to 


hold our firm liable.” 
ck a * 


Dealer Not Liable 


AUTOMOTIVE NEWS, DECEMBER 7, 1953 


| property caused by negligence of | 
the buyer. | 
This is so because the dealer is| 
not employing the buyer to per-| 
form services, and furthermore as| 
|he sold the car it is not his re-| 
| sponsibility if the buyer uses the| 
|car negligently, and causes an in- 
jury. 
Of course, if the dealer violates 
a city or state law with regard 
to permitting the buyer to use 
| ditions are changed and the 
dealer may suffer liability. 
But under normal conditions the | 
dealer is not at all liable for negli- | 
| gence of the buyer of a car. The| 
|fact that a buyer makes a very) 
| small down payment has no effect 
/on the transaction, if the sale| 
actually is made. 
On the other hand, it is well to} 


|liable for negligence of the buyer 
of an auto, if the testimony shows 
|that at the time the buyer effected | 








| license plates, then the con- oe 


changed much? It smells just like 
my new ’53 did!” 





|explain that the dealer may be | - 


Burglars Loot Weigel 


LUMBERTON, N. J.— Thieves, 
jan injury the dealer was riding) using a truck, looted Weigel Chev- 


“|Rubber Use Rises 
During Month; 


‘Natural’ Gains 


NEW YORK.—New rubber con- 
sumption during October amounted 
to 104,209 long tons, 0.54 percent 
above the September consumption 
of 103,647 long tons, the Rubber 
Manufacturers Assn. reports. 

Natural-rubber consumption in 
October was 46,309 tons, 2.27 per- 
cent above the September consump- 
tion of 45,283 tons. Natural rubber 
took 44.44 percent of the market 
during October, compared to 43.69 
percent the previous month. 

During the first 10 months, 40.82 
percent of the rubber consumed 
was natural, against 35.44 percent 
in the comparable 1952 period. 

Synthetic rubber use declined 0.80 
percent in October to 57,900 tons, 
against 58,364 tons used in Sep- 
tember. 

Consumption of reclaimed rubber 
by the industry was estimated at 


[738 »y opinion that if a dealer | With and directing the buyer where rolet Co. and carted away office | 22.030 tons, 0.68 percent below the 
sells an auto there can be no|to go, or if otherwise the buyer| equipment, tires and auto parts|September consumption of 22,181 


liability for injuries to persons or|was under control of the dealer. | valued at $5,000. 





| long tons. 





REO MOTORS, INC. 
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Keeney Becomes Diesel Distributor— 


Paul E. Keeney Co., Portland (Ore.) machinery manufacturer, has established a 
diesel engine division coincident with the firm's appointment as distributor for diesel 
engines made by F. Perkins, Ltd., Peterborough, England. The diesels range from 17 
to 125 horsepower and are made in three, four and six-cylinder models. This dem- 
onstrator, powered by a high-speed six-cylinder Perkins engine, now is touring the 
Pacific northwest. 


Darling Freight Expands 
GRAND RAPIDS, Mich.—Darling 
Freight, Inc., will erect a $150,000 


L. Darling, president. 





tract on South Beltline, west of! nal at 319 Rumsey S.W. 


| Buchanan S.W., according to Dallas 
The new 
building will contain three times 
truck terminal on an 11%-acre| the floor area of the present termi- 


Truckin’.. 





domestic sales at practically this 
year’s anticipated registration of 
about 980,000. 

Knowing Bill Schumaker, Lou 
Purdy, Bob Black and some of 


see any of them just laying down 
and letting the other boys use 
them for a doormat. 

In fact, I wouldn’t be a bit sur- 
prised to see some important per- 
sonnel announcements coming from 
one of the firms in this truck busi- 


label of “boxer” and are determined 


themselves. 
+. * * 


Rails Neither? 
O wants “piggy back”? 





the other builders as I do, I can’t | 


ness shortly, that will show that at 
least one of the “doormat” boys is 
putting on the six-ounce gloves 
themselves. They show every indi- 
cation of being fed up with the 


to get some knockout punches 







By Jack Weed 


(Continued from Page 27) 


one or two cooler heads on the 
resolutions committee, the ATA 
| anti-“piggy back” resolution would 
|have been a real “stinger” and 
|}made at least one manufacturer’s 
| face real red. 
| Now comes a story out of the 
|east that indicates the rails don’t 
want it either. 

So it kinda looks as if the Elec- 
tro Motive division of General 
Motors is left in the middle, 


The “over-road boys” got peptic 
ulcers when the first announce- 
| ments were made and immediately 
pointed out that, if the rails made 
it possible to take 1,000 trailers off 
the road between Chicago and New 
York for instance, it would mean, 
from a lessening of traffic on the 
highway standpoint, that “piggy 
|back” would take off one truck- 
|trailer unit per mile of road. 


In addition to this, they claimed 


At the ATA convention in| it would open the rails to an op- 
Los Angeles, it was glaringly evi- 
dent that the over-road haulers| trucking business without an oper- 
| didn’t. In fact, if it hadn’t been for 


portunity to stepping into the 





ating authority, something that is 





Jin Lansing 





ES 





The more I’ve thought about selling trucks, the 
more I’m convinced it boils down to this simple 
fact. Truckers are interested only in one thing... 
dependable, low cost miles. That’s why /’m calling 
for a Reo frarichise. I know that the engine is the 
heart of any truck, and the Reo Gold Comet is 

the best darn engine in the industry. There are 
over 100,000 on the road today and the number 
keeps growing. Why? Because they are establishing 
the reputation of giving . . . the lowest cost miles 
in trucking. AND THAT’S WHAT I WANT TO SELL. 





What's more, the Reo gives dealers plenty of 
powerful backing. I’ll cash in on hard-hitting 
advertising and promotion . . . full color, full page ads 
in Life, Saturday Evening Post, Popular Mechanics 
and a tremendous number of trade publications. 

I'll have the benefit of the most attention- 
demanding direct mail promotion in the industry. 


Last but not least, I want to tie-up with a company 
that shows dependable financial strength. Reo’s 
financial strength is the greatest it has ever been. 

In fact, everything about Reo today sounds like a 
company that’s going places. That’s the team for me! 


Lansing 20, Michigan 











hard to get from ICC today, unless 
it can be clearly shown that there 
is a real need for the extra service 
to meet the public weal. 

* x oa 


Want Full Control 


HE railroad executives, headed 

by E. V. Hill, chairman of the 
Traffic Executives Assn. of the 
Eastern Railroads, say that the 
cost of fitting sufficient cars to 
make such a haul possible and a 
paying venture for large-scale op- 
erations is not thought feasible. He 
says further that it would bring in- 
tense competition between the rails 
themselves as well as between 
truckers and rails. 

According to him, for the sake 
of economy, “piggy back” cars 
would have to be assembled in 
trains of about 100 cars, and in the 
case of the Chicago-to-New York 
haul, each of the four railroads 
running between these points would 
have to have sufficient cars to pro- 
vide adequate service, regardless of 
how much the truckers wanted to 
turn over to them. 

The operation of such cars 
would also demand the raising of 
many bridge structures, as well © 
as each road fitting out a loading 
point at each terminal and the 
extra investment in giant hoist 
trucks that could pick up the 
loaded trailers and deposit them 
on the “piggy back” cars. 

And to top off his argument, he 
also says that the current railroad 
rate structures would be adversely 
affected, and he doubts very much, 
even though the trailers were 
moved in complete trains, that 
there would be any saving in time. 
And if there isn’t a saving in time, 
would the shippers care how their 
merchandise got from one point to 
another? 

And then comes the punchline. 
The “piggy back” idea is not 
thought feasible “unless the rails 
operated the whole deal without the 
‘on-rubber’ carriers being in the 
picture.” 


Inspection Ruling 
Sought in Illinois 


SPRINGFIELD, Ill.—A ruling on 
whether safety inspections of 
trucks are still required under 
Illinois law has been requested 
from the State attorney general by 
State Rep. Carl Preihs, Pana 
Democrat. 

Preihs said a study of truck law 
changes enacted by the 1953 Legis- 
lature led him to the conclusion 
there would be no compulsory test- 
ing for safety after Jan. 1. 


The Illinois Commerce Com- 
mission on that date will take over 
regulation of for-hire trucks under 
a new law. 


Preihs, secretary of the Legis- 
lature’s Motor Vehicle Laws Com- 
mission, said he believed that no 
public liability and property- 
damage insurance would be re- 
quired except for commercial 
trucks regulated by the commerce 
commission. 


Raising a question about hours 
of truck drivers, which he said had 
been limited by the Illinois truck 
act to 12 hours in any 24-hour 
period, Preihs also asked the at- 
torney general for an opinion on 
this point. 





Trucking Industry Honors 


Driver Adamski 


DETROIT. — The only five-time 
national champion truck driver, 
Alex Adamski, of Geo. F. Alger 
Co., has been honored by leaders 
of the U. S. trucking industry. 

Jack B. Cole, president of the 
American Trucking Assns, spoke at 
a testimonial dinner on “The Man 
Behind the Wheel,” paying tribute 
to Adamski as one of America’s 
five million truck drivers. 


Other industry leaders in attend- 
ance included Robert F. Black, 
president of White Motor Co., 
Cleveland; William A. Burns, presi- 
dent of Trailmobile, Inc., Cincin- 
nati, and G. D. Sontheimer, ATA 
safety director. 

Adamski won the national 
straight-truck title in 1946, 1947, 
1951, 1952 and 1953. Victories in the 
last three years gave him perma- 
nent possession of the champion- 
ship trophy. 





1954 ANNOUNCEMENT VERY SUCCESSFUL. 
PUBLIC ACCEPTANCE OF ENTIRE LINE BEYOND 
OUR EXPECTATIONS. INTEREST IN RAMBLER 
SEDAN INDICATES HEAVY DEMAND IMMEDIATELY. 
DEMONSTRATORS KEPT BUSY WITH SPOT DELIVERY 
REQUESTED IN NUMBERS. SUBSTANTIAL PRICE 
REDUCTION AND NEW REFINEMENT IN AMBASSADOR POINT 
TQ '54 BEING BIG YEAR. 

SHREVEPORT, LA. 


PUBLIC ACCEPTANCE OF 1954 MODELS OUTSTANDING. FOUR 

DOOR RAMBLER ATTRACTING GREATEST ATTENTION. NEW 

STATESMAN ENGINE DRAWING MANY FAVORABLE COMMENTS. 

WE SUBSCRIBE WHOLEHEARTEDLY TO NASH'S 1954 PROGRAM AND 

WISH TO COMPLIMENT YOU ON THIS PROGRAM, ESPECIALLY 

THE PRICING STRUCTURE AS WELL AS THE ADDED FEATURES 

FOR BENEFIT OF THE DEALER ORGANIZATION. WE 

ANTICIPATE OUR GREATEST YEAR WITH THE 1954 MODELS. 
NEWTON, IOWA 


POSITIVE THE NEW FOUR DOOR RAMBLER WILL PROVE TO BE 
AN EXCELLENT SELLER AS BESIDE ITS BEAUTY IT COVERS A 
DEFINITE NEED EXPRESSED BY THE PUBLIC IN THE PAST. 
OPENING DAY TRAFFIC EXCELLENT. PUBLIC ACCEPTANCE 
EXTREMELY ENTHUSIASTIC. 

CHICAGO, ILL. 
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JBLIF REACTION TO 1954 MODELS 
FOUR DOOR RAMBLER 
[TAPING MOST ATTENTION. 

LOS ANGELES, CALIFORNIA 
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jC PRESSED WITH APPEARANCE OF 
RAMBLER 4 DOOR AND 

CE OF 1954 STATESMAN. 

BL KEPT THREE SALESPERSONS 

{IS WENING AND GAVE US A NICE 
SCEMION ON OUR GRAND OPENING 
DW CAR ANNOUNCEMENT. 


Piss again the ‘‘news car” of the year is Nash. 


Once again our telephone and telegraph wires are 
“burning up” with the flood of messages from Nash 
dealers all across the country, reporting “packed houses” 
at the premiére of the new continental look, as styled by 
the great master, Pinin Farina. 


Once again a brilliant new Nash idea in automobiles 
scores a sensational success—the Rambler Four-Door 
Sedan so many asked us to build. 


These typical telegrams from Nash dealers across the 
nation give the verdict “Nash for ’54 is hot!” 


Yes, these wires from Nash dealers echo the motoring 
public’s resounding approval of the newest Nash achieve- 
ments—achievements in power that bring spectacular 
new performance without loss of traditional Nash econ- 
omy ... approval of the many exclusive Nash features 
that bring new luxury and comfort to travel . . . approval 
of the Nash developments that add a “second lifetime”’ 


of service to our cars. 


ST. LOUIS, MISSOURI 
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NEW CAR SHOWING GREAT SUCCESS. ENTHUSIASM VERY HIGH 
ON NEW RAMBLER 4 DOOR. WITH SUCH COMPLETE MARKET 
COVERAGE WE ARE SURE WE ARE GOING INTO A COMPETITIVE 
YEAR WITH BOTH BARRELS LOADED. 

DURAND, MICHIGAN 


CONGRATULATIONS ON YOUR 1954 LINE. PUBLIC REACTION 


SENSATIONAL. SHOWROOMS MOBBED. LOOKING FORWARD TO A 


MOST SUCCESSFUL YEAR. 
NEW YORK CITY, N. Y. 


PUBLIC ACCEPTANCE EXCEPTIONAL ON NEW FOUR DOOR 
RAMBLER. FOUR NEW UNITS SOLD. 250 ATTENDANCE AT 
NOON TODAY. WEATHER GOOD. 

WICHITA FALLS, TEXAS 


1954 NASH AIRFLYTES BEING RECEIVED WITH TREMENDOUS 
ENTHUSIASM. THANKS FOR THE MOST WONDERFUL PRODUCTS 
EVER BUILT. 

CHICAGO, ILL. 


FLOOR PLAY GRATIFYING. ACCEPTANCE OF 1954 NASH LINES 


BEYOND EXPECTATIONS. FOUR DOOR RAMBLER HOT. 
NORWALK, CONN. 


PUBLIC ACCEPTANCE AND ENTHUSIASM FOR THE NEW 1954 
NASH IS EXCEEDINGLY GRATIFYING AND ENCOURAGING. 
FIRST DAY SIGNED UP EIGHT BONAFIDE ORDERS. 
CONGRATULATIONS. 

ALBANY, N. Y. 


ANNOUNCEMENT INDICATES GREATER POPULARITY FOR '54. 
THE RAMBLER IN ALL IT'S SPLENDOR CAPTIVATED THE 
SHOWING. 

SEATTLE, WASHINGTON 


AFTER TODAY'S SHOWING OF THE GREAT NEW AIRFLYTES FOR 

1954, PUBLIC ACCEPTANCE IS POSITIVE. EVERY LOOKER 

STATED THEY WOULD LIKE TO OWN ONE OF OUR FINE CARS. 
HOUSTON, TEXAS 


SHOWROOM FLOOR TRAFFIC TWO TO THREE TIMES BETTER THAN 


1953 SHOWING. PUBLIC ACCEPTANCE CONSIDERABLY BETTER 
THIS YEAR. KEEN INTEREST BEING EXFRESSED IN RAMBLER 


DELUXE AND SUPER MODELS, AS WELL AS THE NEW FOUR DOOR. 


RACINE, WISCONSIN 


WONDERFUL RECEPTION ON OUR '54 MODELS. .PEOPLE SAYING 


FOUR DOOR RAMBLER IS WHAT THEY HAVE BEEN WAITING FOR. 
FRESNO, CALIF. 


1954 flit 


AMBASSADOR + STATESMAN 
RAMBLER 


Bailt With A Double Lifetime... 
Your Safest Investment Teday... 
Your Soundest Resale Value Tomorrow 
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Highways & Safety... 





Stricter Traffic Laws 
Sought in Many States 


By Gerhardt Neumann 
Staff Writer 


speed limit of 60 miles per hour, 
and a night limit of 50 miles, after 


er activity to step up a special committee had reported 


traffic controls and effective 
safety programs is noticeable in 


many states. 


Tennessee recently earmarked 
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Radar check points have been 
installed near Nashville, Kings- 
port and Knoxville, in addition to 
the earlier ones at Chattanooga 


and Memphis. 


Gov. Frank G. Clement also is 
pressing the Legislature for a day 


















with Thomps 


; that excessive speed, violation of 
| speed zones and speeding on curves 
were the prime causes for the 673 
Tennessee highway fatalities up to 
$100,000 to expand Nov. 13, compared with 656 a year 
its highway pa- § ago. 

trol and buy ad- ye aa 


ditional police! Quebec Takes Steps 


Under th 
© Oot hon. | A 60-MILE speed limit also is 
new plan, there 
sought by the Quebec Govern- 


will be only one 
pat catman to |ment which intends to hold speeds 


each patrol car 
in order to spread 
supervision. 


ways, to 40 miles on mountain or 
gravel roads, to 30 miles on streets 
|near housing units, and 20 miles in 
|commercial districts, school areas 
|and at railroad crossings. 


The Provincial Government also 
intends to enact heavy penalties for 


for ALL trucks 


The Thompson-engineered flexibility in the 
_ néwcenterbearing hanger assembly eliminates 
need for precise positioning by shims and 
does away with adjustments with the two sim- 
snap rings which retain the bearing. These 
e ipments mean greater ease of installation 
vice. Complete assembly is available to 
cturers of all trucks . . . light, medium 
vy duty. 
on, the Thompson assembly per- 
he first time in truck-building his- 
dization of propeller shaft inven- 
Fe lengths can iow be stocked and 
again making assembly and service 
.. drive more direct. 
hompson has engineered ideal bearing 
tion into this new assembly, with a com- 
ation of shaft seals and slingers. Free- 
ng seagate rahe bushings eliminate 
4 ng of the bearing due to frame twist 
and drive-line movement. And high frequency 
vibration is reduced through the use of four, 
widely-spread rubber bushings which act in 
tandem ... helping insulate the cab from drive 
line and frame noise. 

Investigate this Thompson truck develop- 
ment. Let us show you how it will cut produc- 
tion and distribution costs, improve “in serv- 
ice” operation. Write to Thompson Products, 
Inc., 7881 Conant Avenue, Detroit, Michigan, 
or telephone WA 1-5010. 


4 


to 60 miles on hard-surface high- | 


on center bearing hangers 


’ 
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Edwards Sports Car Introduced— 


Sterling Edwards, San Francisco manufacturer, has developed an Edwards sports 


car. 


It has a low, convertible body mounted on a standard Ford chassis and is 


powered by a Lincoln 205-horsepower engine. The fiber glass body includes luggage 
space. It is 55 inches high and weighs 2,800 pounds. 


during the period of suspension. 

New York’s Joint State Legis- 
lative Committee on Motor Ve- 
hicles last month held public 
hearings to iron out flaws in a 





driving without license, or obtain- | 
ing a license under a false name | 






program of modernization of the 
rules of the road. 


Proposed legislation deals mainly 


he 


with Act V of the Uniform Traffic 
Code, which already is in effect in 
whole or part in 30 states. 

“Not until New York acts de- 
|cisively to make its rules of the 
|road conform fully with the uni- 
form code,” said Senator Seymour 
Halpern, Queens Republican and 


inal ss 


Thompson 


light-medium hanger 


Mrelul ti1n 





heavy-duty hanger 









BALL JOINT SUSPENSION — 


another Thompson Development 


for automotive improvement. 





— MICHIGAN PLANT 
"© FRUITPORT 


PORTLAND 





head of the committee, “will the 
State end its automobile anarchy.” 
+ * + 


Cities Seek Traffic Aid 


IWENTY-SIX cities in New York 

State, meanwhile, were reported 
to have accepted the offer of the 
Insurance Industry Committee on 
Motor Vehicle Accidents to help 
them solve their safety problems, 
according to Thomas N. Boate, the 
committee’s program director. 

The committee had offered to 
give its assistance to cities of 
more than 10,000 population. For 
each city an analysis will be 
made with aid by the committee’s 
experts on enforcement, law edu- 
cation and engineering. 

Spot checks of drivers’ licenses 
and auto equipment in every county 
and community were recommended 
by the Minnesota Traffic Safety Ad- 
visory Committee. 

Police in Minneapolis have 
checked almost 5,000 drivers since 
Oct. 15, while state police checked 
more than 12,000 vehicles in a 
recent two-week drive. 

a * * 


Alabaman Urges Inspection 


ALABAMA, Mayor Henry R. 
Luscher of Mobile has proposed 
a compulsory annual vehicle in- 
spection. Luscher said inspection 
fees would cover the cost of the 
program. 


A safety clinic was held in New 
Hampshire under the joint sponsor- 
ship of college undergraduates and 
state officials at Dartmouth college. 
|Its purpose was to give student 
drivers a chance to test their driv- 
ing abilities and reaction times. 


Illinois and Chicago officials, 
meeting last week at the offices 
of the Citizens Traffic Safety 
Board, heard a proposal by Judge 
Joseph J, Butler to deal promptly 
with traffic violators by seizing 
their licenses instead of placing 
| them under bond. 


| Franklin D. Sturdy, director of 
the board, explained that the mu- 
nicipal court would issue a $25 cash 
| bond order and allow the policeman 
|to take the license instead. State 
‘law, he explained, permits this to 
|be done except in more serious 


| cases which require higher bond. 
* * * 





| 
Wis. to Survey 


Toll Road Project 


| Engineering feasibility surveys 
| for the suggested western Wiscon- 
|sin toll road may be completed by 
late summer of 1954. 


Otto C. Rollman, chief engineer 
of the State Turnpike Commission, 
is expected to recommend an engi- 
|neering consultation firm that will 
be retained by the commission for 
the statistical and field work in- 
volved in the feasibility studies, 


Harold Plummer, chairman of the 
State Highway Commission, told 
the Toll Road Commission when 
Rollman was chosen that the High- 
way Department felt it could have 
picked no better qualified chief 
engineer to direct the turnpike 
planning. 

The department has accumu- 
lated traffic data relating to toll 
road possibilities along the western 
Wisconsin route traversed by US-12 
since 1938, and brought some of the 
material up to date when the 
Legislature exhibited an interest 
in a toll road several years ago. 

* ae * 


H & S Shorts 


Rear Adm, Harold Blaine Miller 
retired has been named director 
of the White House Conference on 
Highway Safety to be held Feb. 17- 
19 in Washington. The Missouri 
Automobile Dealers Assn. urges its 
members to invite the State Police 
safety expert of their district for 
talks to students and  parent- 
teacher groups. 


The Greater New York Safety 
Council has started a drive to 
enroll as many as possible of the 
commercial fleets in its 19th 
annual Inter-Fleet Accident Re- 
duction Contest, which will run 
through 1954. In the 1953 con- 
test there were 476 fleets with 
almost 28,000 vehicles, 

The U. S. Chamber of Commerce 
will hold a national conference on 

| highway financing in Washington 
| Dec. 10-11. Among the speakers 
|listed are George Romney, ex- 
| ecutive vice-president of Nash-Kel 
| vinator Corp., and James Cope, 
| vice-president of Chrysler Corp. 


This 
prime steel source 
grows with the 


automotive industry 


et 


| in the heart of the automotive industry, 
the steel company set up long ago to become a 
dependable first source for the car makers is now 
completing a new stage of growth. Great Lakes 
Steel—prime supplier of sheet, strip, and other 
shapes used in vast volume by the motorcar makers 
—is rounding out an expansion program that 
increases our annual capacity to four million ingot 
tons. That’s about 25% of the automobile men’s 
total needs for steel .. . and about 40% of their 
needs for the kinds of steel we make. 


The way Great Lakes goes at it—starting with the 
ore and working it through to the finished forms 
—steelmaking calls for substantial facilities, even by 
the standards of the mighty automotive industry. 
We have our own blast furnaces, bessemers and 


open hearths, blooming mills, hot and cold roll- 
ing mills and merchant milis. 


Recent expansion has included a huge new blast 
furnace, a new slabbing mill, and two new bes- 
semers. Coming up in the next few months are 
seventy new coking ovens, another new blast 
furnace, additional finishing facilities, and all the 
extra handling equipment it takes to make things 
work together. 


Through this integration of operations, Great 
Lakes has built flexibility and availability unique 
among steel suppliers. Through this expansion, 
we mean to take good care of many customers in 
many fields, while we carry on our service as a de- 
pendable first source for the automotive industry. 
Great Lakes Steel Corporation, Detroit 29, Michigan. 


Great Lakes Steel 


a 


GREAT THINGS HAPPEN AT GREAT LAKES STEEL 











Lowry and South Join Hudson Family— 
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Wiley-Fisher Motors Co. (Stude-; Smith will continue operation of 
baker), Topeka, Kans., has been/| Parsons Motor Co. (Chevrolet). 

f purchased by Earl C. Nagels, F. George Cashman, who had oper- 
| N. Emmons, and John Cerrone, ated the Chevrolet firm at Coffey- 
The new company will be called | ville since 1951, is moving to Los 

Nagels Motors Co., with Nagels as| Angeles to begin operation of a 

president; Cerrone, vice-president, | Chevrolet dealership there. 

and Emmons, secretary-treasurer. ee. oe 


* * *@ VanNortwick, Prince Open 
Bambeck Opens GMC Deal; Dodge Qutlet in Detroit 


Theron H. Bambeck has opened| Thursday (Nov. 19) of Detroit’s 
General Truck Sales, a GMC truck| newest Dodge dealership, Van- 
dealership, in Houston. | Nortwick & Prince, Inc., 13730 

Bambeck was host to 200 truck| Fenkell, have been announced by 
fleet owners at a reception, and the| Loren VanNortwick and Jack 
next day held an open house for| Prince. . ’ 
the public to inspect his trucks| VanNortwick was _ associated 
and service facilities. | with Dodge Brothers Corp. for 28 
years, and served as director of 
Dodge truck sales from 1945 to 





+ * * 


Leland Lowry (second from left) and W. F. South (right) have opened Downtown | Cashman Chevrolet Sold 1952. Prince has spent the past 


Hudson Sales in Memphis. Watching the signing of the franchise are J. C. Clem | To Smith and Schmid 


(left), zone manager; and Lew Sumpter, divisional manager. 


seven years in the retail end of 
the automobile business. 





Blast Injures Troyer 


T. O. Troyer, owner of Troyer | plosion wrecked his 
Motor Co., Phillipsburg, Kans., was | 
injured severely when a gas ex-| ignited the gas. 


__...._| Cashman Chevrolet Co., Coffey-| . Se 
ville, Kans., has been purchased by a 
|W. ©. Smith and Perl Schmid, both Civic Post to Longpre 


dealership | of Parsons, Kans. Schmid will Robert Longpre, president of 





building. It is believed that a spark | operate the new firm, to be known| Longpre Pontiac, Monrovia, Calif., 


as Perl Schmid Chevrolet Co.|has been elected president of the 








Solid chrome plating on top and bottom rings 
gives wear protection throughout entire area 
of ring travel. Only 2-in-1 furnishes alternate 

: HiPressure spring with every oil ring, for badly 
worn engines. 











No so-called “chrome” piston ring set is complete 
unless it offers the protection of chrome on the TOP ring 
as well as on the oil ring! For the top ring operates where 
most wear occurs...where heat is highest, pressure is 
greatest, and lubrication is poorest! 


Because It provides double wear protection...with 
chrome on both the top ring and oil ring... Perfect Circle’s 
2-in-1 chrome set seals compression and controls oil for 
over twice as long as old style ring sets! Perfect Circle 
Corporation, Hagerstown, Indiana; The Perfect Circle 
Co., Ltd., Toronto, Ontario. 


Perfect Circle 


2 in 1 chrome piston rings 


The standard of comparison 


*Deductive reasoning 


Hosts Public, Fleet Owners Plans for the formal opening | 


Monrovia Day Assn., an organi- 
zation which annually celebrates 
the birthday of the “Queen City of 
the Foothills.” 


* * * 


Verschoor Named President 
Of Mitchell (S.D.) Chamber 


J. J. Verschoor, president of 
Western Chevrolet Co., Mitchell, 
S. D., has been elected president 
of the board of directors of the 
city’s Chamber of Commerce. 

Verschoor recently was elected 
state chairman of the South 
Dakota Chevrolet Dealers Assn. 
He is national chairman of the 
NADA Chevrolet advisory com- 
mittee, and a member of the 
| General Motors advisory council 
| and the NADA industry relations 
committee. 


a * * 
| Thompson Plans Opening 
|Of Gala Proportions 

Free orchids for women, gifts for 

children and a continuous three- 
day entertainment will feature the 
grand opening, Nov. 27-29, of the 
new Jack Thompson Oldsmobile 
| showroom in Oak Lawn, IIL, it has 
| been announced, 
| The entertainment will include a 
|clown show for the youngsters, 
| Nov. 28, and a three-act vaudeville 
presentation Nov. 29. More than 
$1,000 worth of merchandise will be 
| given away during the opening. 

+ od * 


| Michigan City (Ind.) Group 
Elects Jones as President 


The Michigan City (Ind.) Auto 
Dealers Assn, has elected Lester 
Jones as president; Edwin J. 
Miller, vice-president, and James 
J. Hannan, secretary-treasurer. 

The association, composed of 
the 11 new-car dealers in the 
city, went on record as approving 
the plan of remaining closed on 
Sundays as has been done in the 
past. 4 

* © 


Cleveland Oldsmobile Deals 
Bought by LaRiche, Dowd 


Two Cleveland auto dealers have 
taken over Oldsmobile firms, one 
on the east side, the other on the 
west side. They are William La- 
Riche, former vice-president of 
Central Chevrolet Co., and Ernest 
Dowd, former partner in Dowd- 
Feder Co. (Chrysler-Plymouth). 

LaRiche took over the former 
Murray Oldsmobile franchise and 
will continue the business under 
the name LaRiche Oldsmobile Co. 





Dowd bought Barber Motors and 
has renamed the firm Dowd Olds- 
mobile, Inc. Chuck Fuller was ap- 
pointed general manager. 

* * * 


Superior Pontiac & Cadillac 


Plans $350,000 Building 


A $350,000 sales and service build- 
ing is planned by Superior Pontiac 
& Cadillac Co., Flint, at 1717 S. 
Dort Highway, according to W. H. 
Packer sr., owner of the firm. 

The building will measure 157 by 
160 feet. The showroom will have 
space for display of five cars. A 
separate building at the rear will 
house four hoists for lubrication. 
The showroom will be almost en- 
tirely of glass. 

* ” * 


Boyd Becomes Owner 


Of G. J. Lapp, Detroit 

Tom Boyd, former Ford dealer 
in Grosse Pointe, Mich., has 
purchased G. J. Lapp, Inc. (De- 
Soto-Plymouth), Detroit. 

The new firm’s name will be 
Tom Boyd, Inc. 


Mass. Dealers Elect Pierre 


To NADA Pontiac Group 


Daniel F.. Pierre, president of At- 
lantic Motor Mart, Inc., Beverly, 
Mass., has been elected by the Pon- 
tiac dealers in Massachusetts as 
their representative on the Pontiac 
advisory committee of NADA. 

= * e 


Chicago Chevrolet Dealers 


Select McInerney as Boss 


Joseph McInerney, McInerney 
Chevrolet Co., was re-elected 
president of the Chicago Metro- 
politan Chevrolet Dealers Club 
at its annual meeting. Jack D. 
Levin, Drexel Chevrolet Co., was 
named vice-president and James 
Kozel, Dunaway Chevrolet Co., 
secretary -treasurer. 

Directors elected, including the 
officers, were: Frank Katzen, 

(Continued on Page 39, Col. 1) 











Dealer Doings 
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(Continued from Page 38) 


Clark-Maple Chevrolet; James 
F. McManus, McManus Chevro- 
let; George Pavlicek, Bergl Chev- 
rolet Sales, Inc.; Mort Weiss, 
Midway Chevrolet Co. and Frank 
H. Yarnall, Yarnall Chevrolet 
Co. The Chevrolet dealers voted 
to close their establishments in 
Chicago and Cook County on 
Sunday hereafter. 


Clubs, Guns 
Dealers in New Orleans 


Taking Odd Trades 


Here’s an example of how New 
Orleans dealers are trading on new 
cars: 

One took in a new set of golf 
clubs as part payment on a new 
automobile, while another accepted 
a new shotgun as part of the down- 
payment on a used car. 

The dealer who took the golf 
clubs plans to put them up for a 
prize among his salesmen. 

The other dealer will use the 
shotgun himself for the duck sea- 
son, 

* + + 


Litzinger Named President 


Of Chicago Ford Dealers 


Fred G. Litzinger, Litzinger 
Motor Co., was elected president 
of the Metropolitan Chicago Ford 
Dealers Assn. at its annual meet- 
ing. Other officers elected were: 
John Brugaletta, Arther Motor 
Sales Co., vice-president; John 
Murphy sr., Murphy Motors, Inc., 
secretary, and John Parker, Elm- 
wood Ford Motors, Inc., treas- 
urer. 

Directors elected for a three- 
year term were: Barney Burke, 
Burke Motors, Inc.; Leo Bullin- 
ger, Cesely Brothers, and Mark 
Grant, Mark Grant Motors. 


* * *x 


Insult to Injury 


When thieves recently broke into 
Rex Buick Co., Vancouver, Wash., 
they took $700 and a safe. To top 
it off, they drove off in a 1940 truck 
stolen from Rex. The truck and 
parts of the safe were found later 
in Portland, Ore. 

* * * 


Waits Motors Moves 
Ray Waits Motors (Pontiac), 
Charleston, S. C., has moved its 
new-car sales, parts department 
and service department to new 

quarters at 545 Meeting St. 


* * * 


Barleen Starts U. C. Lot 


Barleen Chevrolet Co., Water- 
ville, Kans., has opened a used-car 
lot in Blue Rapids, Kans. John 
Jackson is salesman. 

* * * 


McComas Opens 


The new Ford dealership in Con- 
cordia, Kans., McComas Motor Co., 
held its formal opening. C. V. Mc- 
Comas, formerly of Spearville, 


Kans., is the owner. 
* . * 


Baldwin Sells to Howard 


Ray Baldwin, owner of Baldwin 
Motors, Inc. (Ford), Wamego, 
Kans., 
Hugh Howard, formerly with 
Modern Motors (Ford), St. Joseph, 
Mo. The firm is now known as 


Howard Motors, 
- s * 


Chevrolet for Kientz 
Emile F. Kientz, sales manager 


of Manhattan Motors, Inc., Man-| 


hattan, Kans., has purchased Cul- 


ver Chevrolet Co., Inc., Concordia, | 
Kans. The firm is now known as| 


Kientz Chevrolet Co. 
+ + 


* 


Gleaners Harvester Sold 


Gleaners Harvester Co., Dodge 
City, Kans., has been sold to Ross 


T. Bair and Dudley Posey, of Min- | 
neola, Kans., by Ira Crouse, of the| 
will | 
Manage the firm. Crouse started | 


implement business. Bair 


the firm in 1926. 
* 


* * 


Detroit Packard Dealers 


Elect Bower President 


Harold A, Bower has been 
elected president of the Packard 
Dealers Assn, of Metropolitan 
Detroit. Elected vice - president 


has sold the business to} 








was Ralph Seldon, and secretary- 
treasurer, George H, Thatcher. 

The board of directors consists 
of Carl Hunt, L. G. Davis, Ralph 
Soval and H. F. Brand, 

Cass Slubowski was reelected 
director of the association for 
Detroit Automobile Dealers Assn. 
affairs. 

* o * 


Dealer for 3 Independents 

Hutchinson Motor Co., Hutchin- 
son, Kans., which has been in 
business since 1909, has added a 


Packard franchise to its Hudson | 


and Willys dealerships. There had 


been no Packard outlet in Hutchin- | 
son for about a year. Earl Kirk is | 


manager of the firm. 
* * * 


Fire Damages Dahl’s 


Damage at Dahl Motors Erie, | 
Inc., Erie, Pa., was set at nearly | 
$15,000 by General Manager Lloyd | 


Olson after an inspection of results 
of a fire. Most of the loss was con- 


fined to the ceiling of the show- | started a blaze which slightly dam- 





























room, with none of the 17 new 
cars in the building damaged. 


* * * 


Dias Guides Sales 


Lloyd Dias has been appointed 
sales manager of Jack Holland, 
Inc. (Dodge-Plymouth), Hayward, 
Calif. 


* * x 


3 Get K-W in Baltimore 
| Glazer Bros., 
|Motors, Inc., and Waltz & Kelly 
Kaiser-Frazer, Inc., are new 
Kaiser-Willys dealers in Baltimore. 
| * * * 

| Jacob Buys Ardmore Site 


| A tract of ground at 109 E. Lan- 
|caster Ave., Ardmore, Pa., has been 


| Ford dealer, for $88,750. 
+ + + 


New L-M Firm 


Central Motors has opened a Lin- 
|coln-Mercury dealership in Bend, 
|Ore. W. L. Houk, of Redmond, is 
owner of the firm, and Ray Car- 
penter is local manager. 

| * * * 


Burglars Start Texas Fire 
Burglars who left a portable 





| Mitchell Nash Co., San Antonio, 


O’Donnell - Glover | 


|sold at auction to Henry R. Jacob, 


spotlight burning on a desk at Jack | 


aged the building. The burglar 
failed to get anything of value. 


* * * 


Chevrolet Sales Ups Spain 

E. Archie Spain, former assistant 
general manager, has been elected 
secretary-treasurer and general 
manager of Chevrolet Sales Corp., 
Richmond, Va. He succeeds A, W. 
| Loving, who resigned. 


* * * 


Summer field Expands 


Charles Summerfield, Kenton 
(O.), Chevrolet dealer, has pur- 
chased garage property on S. Main 
St. The property was owned by 
Ira Shick and was operated by 
Spearman Motor Sales. 

* * ed 


Hanson Sells 


Walter T. Hanson has sold his 
| Chevrolet dealership in Grandview, 
| Wash., to E. E,. Greenwood, who 
formerly operated a Packard deal- 
ership in Yakima, Wash. 

* * * 


Sales Reins to Hoefert 


Karl F. Hoefert has been ap- 
pointed sales manager of Lamont- 
Wray Motors, Inc., Buffalo, accord- | 
ing to Hamilton Lamont, president. 
| Hoefert has been in the auto busi- 
ness since 1939. 


Get 50% 





FLASH-A-CALL 
STAT HAD 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, ive 


measures that must be 
taken. Train 


our entire 


us nothing., As manufac- 
turers, we offer you direct, 
equipment designed for 
this . purpose alone, havi: 
the highest known 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all jor 
factories, Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-75, Chicago 5, Illinois 





More 


Profit on your 
UNDERCOATING JOBS 





UNDER-CAR SEALER AND SILENCER 


50% More Jobs Per Drum 


* Nokorode is concentrated —no excess solvent. 
You spray Nokorode to %” thickness—and it 
dries to almost %”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
* Nokorode is uniform for smooth application 


—no troublesome ‘“‘blobs’’. . . 


flows freely, per- 


mitting steady pressure in the gun. There’s no 


lost time due to lost pressure. 


Nokorode is stable, made of highly compatible 
materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


Made and guaranteed by 


LION OIL 


EL DORADO 


undercoating profit. 


Name 
Address 
City__ 
Oe 








FREE! Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 


Please send information on higher profits 
with LION NOKORODE., 


COMPANY 


ARKANSAS 




























Packard Intensifies Ad Campaign— 

A new approach to advertising on the dealer level is taken in Packard's current 
campaign in the New York City area. Used are newspaper ads, radio-television spots, 
direct-mail and car cards on a wider scale than ever. The car cards will be used on 
commuter trains. The first of them is presented by Philip Everst (right), vice-president 
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of Transportation Displays, Inc., to Clyde Evans, New York zone manager. 





New York Journal-American’s Annual 


The New York Journal-American | issue of the paper. This marks the | 


| period of 1952. 


By Marty Whitmyer 
Staff Writer 


Ore., have taken to radio to adver- 
tise their sales campaign. Their 
slogan is: “Buy in Salem from your 
new-car dealers.” 

The dealers have indorsed a Bet- 
ter Business Bureau edict against 
“bait advertising.” 

It was announced that automo- 
tive advertising in the two Salem 
newspapers had increased over 
1952. 

The Capital Journal shows a to- 
tal of 6,061,123 inches, compared 
with 5,332,231 during the first nine 
months of 1952. The Oregon States- 
man has recorded 6,270,834 for the 
first nine months of 1953, as com- 
pared with 5,622,915 for the same 





| 


* * * 


Life Hits $100 Million Mark 
With the Nov. 30 issue, Life’s 





will publish its “Business and Fi-|17th consecutive year the section| gross advertising revenue for 1953 
nancial Annual” in the Jan. 12;|has been published. 
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| passed the $100 million mark, it is 


Affecting Factories and Dealers . . . 
Auto Advertising 


Fourteen auto dealers in Salem, | 






;announced by Clay Buckhout, ad- 
| vertising director. 

Advertising revenue for the full 
year 1952 was $96.9 million. To date 
this fall, Life has had five issues 
each containing over $3 million in 
advertising. 

* * * 


ANPA Bureau Growing 


An alltime record membership of 
1,036 newspapers and newspaper 
organizations has been announced 
by Harold S. Barnes, director of 
the bureau of advertising of the 
American Newspaper Publishers 
Assn, : 

The bureau, Barnes said, has 
added 29 newspapers to its roster 
since the last new-member an- 
nouncement in late spring. Thirteen 
of the new-member dailies are in 
Canada, one in Puerto Rico and 
15 in the United States proper. 

The new members are: 


Alhambra (Calif.) Post-Advocate; 
Bangor (Me.) Commercial; Beverly 





This is ENTHUSIASM ! 








MiG, ur 
G “ee 


Sa 
‘AMERICAN WEEKLY 


creates 


ENTHUSIASM” 


NEW ADDITIONS to The AMERICAN WEEKLY'S family of powerful distributing 
newspapers increase this great Sunday magazine's strategic market coverage 
and strength . . . Knoxville, Tenn. Journal, starting January 31st—Huntington, 
W. Va. Herald-Advertiser, starting January 31st—Corpus Christi, Texas Caller- 
Times, starting September 5th—all next year. 


* 
ENTHUSIASM is interest raised to the buying pitch! 


AMERICAN WEEKLY, 


VESEY 


STREET, 


NEW YORK 


Pe. ee 









Hills (Calif.) NewsLife; Burbank 
(Calif.) Review; Chatham (Ont.) 
News; Culver City (Calif.) Star- 
News; Gainesville (Ga.) Times; 
Guelph (Ont.) Mercury; Kirkland 
Lake (Ont.) Northern News; Lewis- 
ton (Ida.) Tribune; Manchester 
(N. H.) Union Leader and Sunday 
News. 

Monrovia (Calif.) News - Post; 
Moose Jaw (Sask.) Times-Herald; 
Oak Ridge (Tenn.) Oak Ridger; 
Oshawa (Ont.) Times - Gazette; 
Pittsburgh (Calif.) Post - Dispatch 
é Independent; Port Arthur (Ont.) 
News -Chronicle; Prince Albert 
(Sask.) Herald; Quebec (Que.) 
Chronicle - Telegraph; Redondo 
Beach (Calif.) Breeze; Roseville 
(Calif.) Press-Tribune; San Juan 
(P. R.) El Imparcial. 

San Pedro (Calif.) News - Pilot; 
Sarnia (Ont.) Canadian Observer; 
Timmins (Ont.) Press; Vancouver 
(B. C.) News-Herald; Welland- 
Port Colborne (Ont.) Tribune; Wil- 
lows (Calif.) Journal, and Wood- 
stock (Ont.) Sentinel-Review. 

ok * * 


WGAR Gives Motorists Tips 


Radio Station WGAR now broad- 
casts a radio program devoted to 
matters of interest to motorists en- 
titled “Calling All Cars.” It is con- 
ducted by Tom Armstrong, the sta- 
tion’s automobile editor, from 5:45-6 
p.m., every Saturday. 

Armstrong picks up the different 
makes of new cars from Cleveland 
dealers and drives them for seyeral 
days before he talks about their 
good points and special features. 
Automotive maintenance and safety 
tips are also a part of each week’s 
presentation. 

* * 


Marvel Sponsors TV Show 


A new television program, “The 
Tommy Henrich Show,” is now be- 
ing presented in the New York 
metropolitan area by Emerol Man- 
ufacturing Co. A 15-minute pro- 
gram, it is aired over Station 
WABC-TV at 6 p.m. Saturday. 

The program promotes Marvel 
Mystery Oil, described as the origi- 
nal oil additive, and the Marvel In- 


verse Oiler. 
Ea * cd 


Metro Editors Meet 


A discussion of new develop- 
ments in the Sunday newspaper- 
magazine field highlighted the 
sixth annual board meeting of 
the Metro Group Editorial Serv- 
ice, held in New York. The 
service supplies national and in- 
ternational picture features to 
subscribers among the 28 inde- 
pendently edited Sunday news- 
paper-magazines which comprise 
Mighty Metro. 

The business session heard a 
report by Dick Anderson, editor 
of the Metro Group service, and 
welcomed Ernie Larson, of the 
St. Paul Pioneer Press, newest 
subscriber to the service. Paul 
Aird, Sunday and Feature editor 
of the Detroit News, was re- 
elected chairman of the editorial 
board. 

Others attending the annual 
meeting were Daniel J. O’Brien, 
Boston Globe; William J. Barney, 
Buffalo Courier - Express; A. M. 
Kennedy, Chicago Tribune; 
Philip W. Porter, Cleveland Plain 
Dealer; Hyman Chester, Milwau- 
kee Journal; William White jr., 
New York News; Ben K. Handel, 
New York News; Arch Luther, 
Philadelphia Inquirer; Edward P. 
Kasun, Pittsburgh Press; Victor 
Free, Pittsburgh Press, and 
Philip H. Love, Washington Star. 


* * * 


Sun-Tele Ad Record 


The Pittsburgh Sun- Telegraph 
has published a special issue with 
the theme, “This Is Pittsburgh— 
1953.” More than than 800 columns 
of editorial and advertising ma- 
terial were devoted to the story of 
the city’s “renaissance.” 

The six sections, composed of 
104 pages, added to the normal 
content of the paper, made a 

grand total of 15 sections and 238 
pages, an alltime record, accord- 
ing to Ted Guth, advertising pro- 
motion manager. 

Advertising also set a record for 
the Sun-Telegraph, with approxi- 
mately 160,000 lines of special copy 
in “This Is Pittsburgh — 1953” 
sections alone. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you’ 
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On the Financial Front... 
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‘53 National Income 
Heads for Record 


| 


eS a its upward trend 
for the fourth consecutive 
month, the national income 
produced in the United States rose 
to $26,008 million in August, ac- | 
cording to the Alexander Hamilton 
Institute. 

The amount was the highest 
monthly figure reached so far 
this year and exceeded the Au- 
gust, 1952, figure of $24,329 
million by 6.9 percent. 

The institute said there are good 
prospects that the national income 
for the year will amount to more 
than $300,000 million and thus ex- 
ceed the record high 1952 total of 
$291,629 million. 





* + * 
| pee the first eight months of 
1953, the national income 


amounted to $196,331 million, com- 


Drivers Lauded 
For Contribution 


To Trucking 


RICHMOND, Va. — Many factors 
have contributed to the tremen- 
dous growth of the nation’s truck- 
ing industry during the past 50 
years but perhaps the most impor- 
tant has been the “splendid” job 
done by the “professional” of the 
road—the truck driver—says Sam- 
uel A. Markel, chairman of Markel 
Service, Inc., and American Fidelity 
& Casualty Co. 

Markel stated that “the safe and 
courteous driving habits of the 
man behind the wheel have done 
much to influence the favorable 
attitude most Americans hold to- 
day about trucking.” 

Markel cited the steadily declin- 
ing accident rate of trucks insured 
by AF&C. According to latest avail- 
able statistics, all units insured by 
the company in the first six months 
of 1953 were involved in 0.99 acci- 
dents for every 100,000 miles of 
road traveled. This compared with 
1.09 a year earlier and 1.10 acci- 
dents two years before. 

The national average of 1.96, 
while higher than the Markel rate, 
still is low when compared with the 
accident frequency of passenger 
cars, Markel said. 

“Of the 50,774 mishaps involving 
collision between passenger car and 
truck in 1952,” Markel said, “the 
motorist was responsible for 36,557, 
or 72 percent, of all accidents. In 
addition, the auto driver was to 
blame in four out of five fatal acci- 
dents.” 

One of the ways in which Markel 
Service shows its appreciation to | 
safe drivers is through special) 
awards. During the first six months 
of 1953, the company made almost 
10,000 safe-driver awards. | 


Dodge Picks Hart | 
To Head Region | 


DETROIT.—Richard P. Hart has | 
been appointed Dodge regional 
manager for the Minneapolis 
region, it was an- 
nounced last 
week by L. F. 
Desmond, Dodge 
general _ sales 
manager. 

Hart formerly 
was regional 
business man- 
ager in the Bos- 
ton region. He 
also had been dis- 
trict manager of , a 
the Providence R. P. Hart 
and Hartford (Conn.) districts. 

Before joining Dodge in 1949, he 
was in the investment business and 
head of a used-car operation in the 
Boston area. 





O’Loughlin Innovation 
A fume-removal system and 
drainage gutter have been installed 
at O’Loughlin Motor Sales (Chev- 
rolet), Ellis, Kans. Al Staab, man- 
ager, said the system has 10 outlets 
for cars on the shop line, 


pared with $180,919 million in 1952, 
an increase of 8.5 percent. 

Cash income by farmers, how- 
ever, declined to $2,486 million in 
August from $2,886 million in the 
same month last year, the insti- 
tute said. 

The total for the first eight 
months, it said, dropped to $17,851 
million, or 4.3 percent below last 
year’s corresponding figure of $18,- 
645 million. 


The institute estimated that farm! Profit carried to earned surplus 


XS ma 
YM 


Trucks pay out on the road—not in the shop! 


| income for the full year would be 
| about $31,450 million, compared to 
$32,648 million in 1952 and the 
record high of $33,085 million in 
1951. 

The prediction of a low figure for 
the year was based on the showing 
during the first eight months and 
jthe fact that prices of farm 
products since August have con- 
tinued to run below the level of a 
year ago. 

* * * 
Earnings of Aluminum, Litd., 


Off $1.8 Million in 9 Months 


| An increase of $10 million in 
capital cost allowances in the first 
nine months contributed to a de- 
cline of $1.8 millions in net earn- 
ings of Aluminum, Ltd., as com- 
pared with the first three quarters 
of 1952, the company announces. 
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for the nine months ended Sept. 30} was $54,202,847 against $65,871,626 


was $14,090,376, or $1.57 per share 
on the 9,002,668 shares outstanding 
at the end of the quarter, com- 
pared to $15,883,109, or $1.76 per 
share on the basis of the same 
[number of shares for the corre- 
sponding period last year. 
* * * 
General Acceptance Reports 


Reversal in Fall of Income 

Improved operations in the three 
months ended Sept. 30, reversed the 
decline registered in the second 
quarter, according to F. R. Wills, 
president of General Acceptance 
Corp. 

As a result, net income of $795,- 
825 for the first nine months com- 
pared with $827,989 in the same 
period last year. 

Volume for the first nine months 


in the like period of 1952. 


* * * 


$144,204 Income in 9 Months 


Reported by Ainsworth 

Ainsworth Mfg. Corp. reports a 
net income of $144,204 for the first 
nine months, compared with a $17,- 
027 loss for the like period of 1952. 
Operations for the third quarter re- 
sulted in a net loss of $68,099. 

Sales during the first nine months 
totaled $19,627,159 and for the third 
quarter, $6,422,556, 

* aa * 


Leece-Neville 
F. H. Neville, president of Leece- 
Neville Co., Cleveland, manufac- 
turer of motors and generators, 
has announced net earnings of 
$393,511 on sales of $12,990,916 for 
the fiscal year ended July 31. 
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That’s why Borg-Warner designed and perfected 


MECHANICS Roller Bearing Universal Joints for 


trucks with special emphasis on simpler, speedier 
assembly and servicing, smoother running balance, 
longer trouble-free operation. 

MECHANICS truck type joint attaches to the 


transmission independent 
attachment. Either joint 


of the transmission brake 
or drum can be serviced 


independent of the other, and without disturbing 


Almost every American benefits every day from the 185 products made by 


PRODUCTION 








other attachments or altering original factory balance. 


That means /ess shop time—more road time. And 


that’s why so many truck makers, fleet owners and 
other operators prefer MECHANICS Roller Bearing 
Universal Joints. 


Developed, engineered and produced by Borg- 


Bu PRODUCTION MAKES IT AVAILABLE 


Warner’s Mechanics Universal Joint Division, this 
specially designed truck type joint is another outstand- 
ing example of how B-W ingenuity serves the auto- 
motive industry—every day. 


ENGINEERING MAKES IT WORK 
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parcel delivery truck bodies has 
been published by Boyertown Auto 
Body Works, Dept. 361, Boyertown, 
| Pa, 

The illustrated booklet tells of 
the many advantages of hi-tensile 
steel, the newest metal for parcel 
| delivery bodies, The book is avail- 
|able on request. 

* 





EXTENSION BOOM The Canfield 
Model XH 700A is a mechanically operated 
extension boom. A cranking operation ex- 
tends the 30-inch boom to any length 
desired, and capacity is seven tons, ac- 
cording to Canfield Tow Bar Co., Inc., 


6033 E. McNichols Rd., Detroit 12, Mich. 
* * * 





RUST PREVENTION—Solarite X-222 is a 
compound which functions as a rust pre- 
ventative, forming a plastic film and 
adhering to both tire and rim. According 
|to the maker, it extends the life of both 
tire and wheels and, as a_ lubricant, 
simplifies tire mounting without marring 
the sidewall finish. Rust formation shown 
at left is the normal effect of rain and 
snow. Photo at right shows wheel after 
treatment with Solarite. Solar Compounds 
Corp., 1201 W. Blancke St., Linden, N. J. 





FOR LINE 
is designed 
available in 


WORK—This new truck body 
for utility companies. It is) 
overall lengths of eight to} 
13 feet, for single or dual-wheel chassis | 
rated from one-half to two tons. For) 
safety, all compartment doors have re-| 
cessed latches. The two compartment doors | 
opening from the top do not have stopper 
chains. Thus, the truck cannot be driven 
off. with these doors hanging straight out.) ¥ 
Morysville Body Works, 813 S. Reading 
Ave., Boyertown, Pe. 





FOR SNOWPLOWS — Snowlift, a hy- 
draulic snowplow control, can be mounted 
on any truck, according to the maker. The 
hydraulic blade lifter is said to reduce 
blade repair costs, speed up plowing time 
and eliminate battery drain. The control 
lever is mounted inside, and blade adjust- 
ments can be made without the driver's 
leaving the cab. National Lift Co., 800 


Lowell St., Ypsilanti,. Mich. 
. es 


COVERED WAGON TOP—This truck top| 
for pickups is made of heavy-duty water- | 
proof and mildewproof canvas which fits | 
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|proved that silence and long life | 





TRUCK ARMATURES—Starter and gener- | 
ator truck and bus armatures, which are| 
said to increase efficiency 30 percent, are} 
offered rewound to factory specifications. 
The maker claims they enable starters and | 
generators to turn over on a low battery | 
and to reduce battery drain. North City 
Auto Generator Exchange, 808 Rising Sun | 
Ave., Philadelphia 40, Pa. 

. ft. 2 


WHEEL CLAMP—This device, which is 
said to be installed in seconds without 
tools, helps get cars out of snow or mud. 
Called the Snudhook, it can be used on 
Fords, Chevrolets, Plymouths and some| 
other car and truck makes using size 670 
tires. Snudhook Corp., 5420 Oakman Bivd., | 


Dearborn, Mich. 
* 7 











| 





LUGGAGE CARRIER—Features a tele-| 
scopic ladder which can be pulled down | 


and thus makes it easier to load or unload |. 
the luggage rack. John F. Roberts, 1510 


over a rattleproof frame made of high- | 
tensile cadmium-plated steel tubing, ac- | 
cording to the maker. The window behind | 
the cab and the rear curtain are made; @ 
of nonshattering glass. D & M Truck Top | 
Co., 12186 Peteshay Ave. Detroit 4, Mich. | 


S. W. Clay St., Portland, Ore. 








HEADLIGHT VISOR—Made of stainless 
| steel, it clamps over headlight rim. It is 
| decorative and helps reduce diffusion of 
light rays in fog or snow. It also comes in 
| primer coat for cars with painted head- 

A 16-page brochure describing | light rims. Carson Auto Specialty Co., 
the construction and design of | 7549 Pontiac Trail, Walled Lake, Mich. 

. © = *. * * 


Boyerton Works Sicieke 
Parcel Truck Brochure 


ce er 


| 





TOOL DISPLAY—Four-color counter dis- 
plays announce Bonney Forge & Tool’'s 
“New Tools First’’ program. The first pro- 





| supplement to crankcase lubricants which| ber or metal. It 
| is said to keep the engine clean and to| plastic envelopes. 





motion covers torque action wrench for 
fluid drives and torque converters of 
Chrysler Corp. cars. It also features a 
spinner-type hinge handle fitting all ¥%- 
inch sockets and a pronged socket fitting 
1953 Chevrolet distributor terminals and 
Ford dashboards. Bonney Forge & Tool 
Works, Allentown, Po. Z 


Heavy Kehemet System 
Introduced by Merit 


Silence and “battleship construc- 
tion” are features claimed for the 





TELESCOPIC TRUCK HOIST—An extra 1,000-pound payload is said to be provided 
by this new front-mounted unit, which is designed for heavy-duty dump trucks up to 


| cording to the maker. Built-in lifter arms 


| inside of the tire and hooked in the last 


can be had without reducing truck 
power, Merit officials said, describ- 
ing the new exhaust systems as a 


major step toward noise abatement. | 
+. ed * 





TRUCK CHAIN GATE—Designed to pre- 
vent theft or loss of end loads. It is 
custom-built to fit any size rear opening 
and consists of a one-inch diameter 
horizontal bar at the top of the gate, a 
%-inch vertical bar at the left and a Y- 





' : inch vertical angle iron at the right. 
= bestia ae! Round Chain Companies, Broadway & 
Chaincraft Rds., Cleveland 5, O. 
VENTILATOR—Auto-Vent is designed to | * * 7 


insure uniform air circulation and better 
rear seat heating. It provides a low- 
velocity outlet under the rear seat for 
warm or cool air entering at the front. 
Pressure of air entering through the heater 
or ventilator opens a neoprene flap which 
allows air to pass from inside to outside. 
F. J. Florin Co., 736 Beacon St., Loves| 
Park, Ill. 





WHEEL SANDER —The Balance Master 
| sands wheel rims smooth for proper mount- 
ing of tubeless tires. The spindle is mo- 
tor-driven, and the tire is not needed to 
drive the wheel in spinning. Sandpaper 
| applied to the rim sands it smooth. Man- 
| bee Equipment Division, 185 N. Wabash 
Ave., Chicago 1, Ill. 








TIRE CHAIN—Kwik-on Rod Chains can 
be applied in less than a minute without | 
a jack and without moving the car, ac- | 


are a feature. A rod attached to the | 
chain is pushed along the ground on the | 


link of the inner side chain to make the 

inside connection. Outside connection is 

made with a standard lever lock. Peerless | 

Chain Co., Winona, Minn. 
+ 


ae agg, 


PEP-TONE 





WINDSHIELD FLUID—Vizo is said to 
prevent ice formation when washer jets 
are used in subfreezing weather. The 
| concentrate, according to the maker, is 
ENGINE DETERGENT — Pep-Tone is a/nonflammable and does not damage rub- 
is packed in one-shot 
Automotive Solvents & 
eliminate rust and corrosion. Wilco Co.,| Specialties, Inc., 22700 Harper Ave., St. 
4425 Bandini Bivd., Los Angeles 23, Calif.| Clair Shores, Mich. 

. 2s *s — £ s 





HYDRAULIC TRANSMISSION MAINTENANCE—For the purpose of satisfactory service 
and shop efficiency, Dave Towell, Inc. (Cadillac), Akron, has designed this assembly 
line department. It incorporates equipment and parts which are readily available 


15 feet long. The hoist has a capacity of 20 tons and shifts hoist weight forward,| new heavy service exhaust systems | according to J. A. Grant, service manager. Used is the Graymills Model TR-78 parts 
thus putting more load on the front axle. Because it is lighter than other hoists, it}now available from Merit Muffler} cleaning unit with self-cleaning filter device as the major cleaning unit (center). To 
provides a decrease in dead weight and increase in legal payload, says Hercules| Division, 619 Smith St., Toledo, O./ the far right, a smaller parts cleaner, Graymills Brush Flush, takes care of the smal! 


Steel Products Corp., Galion, O. 


Research and road tests have| parts. 
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But Work Load Has More Than Tripled .. . 





Truck Fleet Doubles in 15 Years 


DETROIT.—America’s truck fleet | 
has doubled in size during the past | 
15 years and its work load has 
more than tripled, the Automobile 
Manufacturers Assn, reports in the 
1953 edition of Motor Truck Facts. 


The number of trucks regis- 
tered in-the country will reach 
an alltime peak of about 9% mil- 
lion by the end of 1953—a growth 
of 105 percent since 1939 — the 
publication shows. Meanwhile, 
truck ton-mile totals on rural 
roads rose from 50.7 billion in 
1939 to 152.1 billion in 1951, 
Formerly a biennial publication, 

Motor Truck Facts is to be issued 
yearly in the future as a companion 
to the automotive industry’s sta- 
tistical handbook, Automobile Facts 
and Figures. 

The book traces annual truck 
production from the year 1904, 

when a total of only 700 were built, 


Performance Hike 


Of 12 Pct. Seen 
For Cars in 1961 


NEW YORK.—New gasoline re- 
fining methods, plus improved auto 
designs, will increase performance 
of cars in 1961 by about 12 percent 
over current models and in the 
succeeding several years the figure 
may rise to 25 percent, according 
to Eger V. Murphree, president of 
Standard Oil Development Co. 

He spoke before the Metropolitan 
New York Section of the Society 
of Automotive Engineers. He said 
these anticipated gains will un- 
doubtedly be further increased by 
additional auto improvements 
which cannot be foreseen. 

Murphree said that whether the 
extra efficiency will be obtained in 
the form of more mileage or 
greater power—or both — will de- 
pend upon car design. 

He described efforts to produce 
more powerful gasoline as “a boon 
to car-owners and, in addition, a 
trend which will aid in utilizing 
our oil resources even more ef- 
ficiently than at the present time.” 

His comments were based on a 
study of the value of higher octane 
number gasoline. The study as- 
sumed the production rate of new 
cars in 1961 would be five million, 
and that older cars—those not 
capable of using the more powerful 
gasolines — would become inactive 
at the same rate as during the past 
20 years, 

Murphree emphasized that while 
advanced refining methods will re- 
quire slightly increased quantities 
of crude oil, they will not result in 
any waste of the nation’s petroleum 
supplies. 

A net gain is estimated in energy 
utilization of 6 percent from 1951 
to 1956, about 12 percent by 1961, 
and up to 25 percent within the 
succeeding several years as cars 


designed for the higher octane 
number gasoline replace older 
models. 


Murphree, head of the central re- 
search and engineering affiliate of 
Standard Oil Co. (New Jersey), 
praised progress made by the auto- 
mobile and petroleum industries in 
increasing the efficiency of engines 
and the power of gasoline simul- 
taneously. 

“It is our belief that the trend 
to date has been sound,” he de- 
clared, “and that the same will be 
true of the immediate future. In my 
opinion, we must continue in this 
direction if we are to render the 
service we should to the public.” 
He noted “great strides” made in 
the past, as proven by the fact 
that the performance of car 
engines has been improved more 
than 50 percent in the past 20 
years in terms of the job a gallon 
of gasoline can do. 


Dealer Wins $140,000 

ST. LOUIS.—James Crow, auto 
dealer in Columbia, IIl., won $140,- 
000 in the recent Irish Sweepstakes. 
Crow said he intended to use the} 
money to build a home of his own| 
and help his son through dental | 
school. 


to 1952, when 1,212,790 trucks were 
turned out. 

U. S. truck production in 1952 
exceeded that of the rest of the 
world by more than 60,000 units. 
But, for the first time, the nation’s 
share of world truck registrations 
fell below the 50 percent mark. 

The number of trucks in oper- 
ation throughout the world in 
1952 totaled 18,878,000 — an in- 





Indiana to Discuss Law 
On Vehicle Inspection 


Compulsory annual vehicle in- 
spection is included in a proposed 
traffic safety program to be sub- 
mitted to the Indiana Legis- 
lature, it has been announced by 
the governor’s traffic safety com- 
mittee. 


The program also includes pro- 
posals for uniform traffic laws 
and for uniform traffic violation 
tickets and court procedure. 
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crease of 127 percent since 1940. | 
Of the total, 48.3 percent were in 
the U. S. In addition, some 508,- 
000 truck trailers were owned 
and operated in the U. S. during 
the year. 

Special truck tax revenues tripled | 
in the postwar period, totaling) 
nearly $1.5 billions in 1952—an in- 
crease of about $160 millions from 





|? 


the year before. 

Intracity and rural trucking com-| 
bined haul totals more than 11) 
billion tons of freight in the U. S.} 
annually. This is equivalent to 77/ 
percent of total freight tonnage} 
moved in the nation by all forms 
of transportation. Ton-mileage ac- 
cumulated annually by both inter- 
city and local truck carriers totals 
an estimated 170 billion, or 12 per-| 
cent of the ton-miles piled up by| 
the nation’s entire freight trans-| 
portation system, including pipe-| 
lines. | 

Truck _ transportation now | 
creates employment for 6,260,000 | 
Americans, or for one out of | 
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Ford for 4-H Work— 


James B. Estabrook (right), Ford dealer 
in Pascagoula, Miss., presents a 1953 
F-100 pickup truck to Frank F. Hughes, as- 
sistant county agent of Jackson County, 
Miss., for use in county 4-H Club work. 
every 10 employed persons in the 
nation. The total includes 5,384,- 
000 «truck drivers, 239,000 em- 
ployed in the production of 
trucks, parts, trailers and tires, 
507,000 in truck sales and servic- 


ing, 77,000 in petroleum refining, 
| and 53,000 working on Federal 


| ,| and state roads, 


Four out of five trucks sold in 
1952 replaced trucks that had been 
| scrapped, Truck scrappage in 1952 
|totaled an estimated 700,000, com- 
| pared with domestic factory sales 
| of 874,062 units. 


| Yet 2.3 million prewar trucks 
|were still in operation in 1952. 
Twenty-five percent of all trucks 
| registered were more than 10 years 
old, compared with less than 15 
|percent in 1941, 
| A survey of 22 states indicates 
that approximately one-third of 
|all trucks are owned by farmers. 
Likewise, a high proportion of 
the nation’s food products reach 
the market by truck. Reports of 
major farm markets show that 
more than 95 percent of eggs and 
live poultry arrive by truck. 

Some 75 to 80 percent of all live- 
stock, dressed poultry, frozen 
eggs and cream are shipped to 
their primary markets over the 
highway. 

Nearly 59 percent of all public 
transit passengers traveled by bus 
in 1952. Thirty percent of all U. S. 
trucks were located in the 115 
largest metropolitan areas. 
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Ask your N-AP-A Jobber for this job- 


selling Fall’Service Poster. It’s free—and full of power. Marks your 


shop as headquarters for complete checkup and changeover service. 


Identifies you with NAPA’s current, potent national advertising in 


The Post and Collier’s. Get your poster now ... And for the genuine 


quality parts and supplies you'll need to handle the business it will 


attract, remember... 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION 
DETROIT 1, MICHIGAN 
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Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars plummeted $25 
last week to a postwar low of $730. 

Biggest loss was on 1958 models, which fell $143 to an average price 
of $1,794, nearly $300 less than the average last September. 

The only gain in the index was on ’47s, which climbed back $13 
to $287, the highest figure for that model in four weeks. 

Other price drops on the index were: ’46s, down $21; ’50s, down $14; 
’5ls and ’49s, down $13; ’48s, down $10, and ’52s down $2, 

Relatively fewer cars were offered last week, but activity increased 
a bit—from 60 to 61 percent. At nine representative auctions last 
week, 1,009 cars were sold out of 1,661 offerings. A week earlier, at 10 
auctions, 1,925 cars were offered and 1,160 were sold. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 





dr., $£1,100*, $1,085, $1,060. ’51 SL De- 

MASON cITY, TA. luxe 4-dr., $865*, $860, $840; Bel Air 
(Lapiner Auction Company. Sale every 2-dr., $965*. °50 SL Special business 
Wednesday. Prices are for sale of Nov. coupe, $625. '47 Aerosedan, $285, $265. 


25.) '46 Aerosedan, $270. 


(Market firm on ’52s and older, retail | nonpGE—'52 Coronet 4-dr., $1,045*. 50 
better. Sold 79 cars out of 126 offerings.) Coronet 4-dr., $590*. 
BUICK—’53 RM 4-dr., $2,490* (ps), $2,- |FORD—'53 (8) 2-dr., $1,280*. °52 Main | 


(8) 2-dr., $1,050; Victoria 2-dr., $1,495*. 
'51 (6) 2-dr., $690*. 50 (8) 4-dr., $710*. 
'49 (8) 2-dr., $490*, $400, $360. 


365°; Super 4-dr., $2,265*, $2,215*. ‘51 
Super 4-dr., $1,170*; Hard Top, $1,290*. 
‘49 Super 4-dr., $600*. 


DILLAC—’53 (62) 4-dr., $3,560* (ps). | FRAZER—’48 Manhattan 4-dr., $215°. 
‘62 (62) 4-dr., $3,045* (ps), $2,970*. ‘51 | HUDSON—’51 Pacemaker 4-dr., $515. °50 
(62) 4-dr., $2,205*. ‘49 (62) 4-dr., §1,- Pacemaker 2-dr., $505. 

315°. °48 (62) 4-dr., $915°. KAISER—’51 Deluxe 4-dr., $610*, $595*. 


‘50 Deluxe 4-dr., $285°. 


ILET—'53 (210) 2-dr., $1,615°. ‘52 
3 LINCOLN—’49 Cosmopolitan 4-dr., $585°. 


CHEVRO) 
SL Deluxe 2-dr., $905, $880, $850; 4- 








MERCURY—’51 4-dr., $990*, $970*, $890. 
'49 4-dr., $465. ‘46 club coupe, $225. 
NASH—’50 Rambler conv., $450*; States- 

man 4-dr., $585*. 
OLDSMOBILE—’53 Super (88) 2-dr., $2,- 
405*; Holiday, $2,885* (ps). '50 (98) 4- 
dr., $790*. °47 (78) 4-dr., 2 at $280. 
PACKARD—’49 (8) 4-dr., $460*. 
PLYMOUTH—’52 Cranbrook 4-dr., $965, 
$915, $855, $805. ‘50 Concord 2-dr., 
$600. °49 Deluxe 2-dr., $450, $455. °48 
Deluxe 4-dr., $355. 
PONTIAC—’51 Chieftain (8) 
065*; sedan delivery, $535. 
(8) 4-dr., $715*. 
STUDEBAKER ’51 Champion 2-dr., 
$685*. °50 Champion 2-dr., $545, $450°. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 23.) 

(Market showed a slight advance on 
all kinds except junkers and new 1953 
and '54 models. Clean cars are in hot 
demand, but prices still too high. 94 cars 
sold out of 112 offerings.) 


BUICK—'52 RM conv., $1,530*. 


4-dr., $1,- 
’560 Chieftain 


‘50 Super 


Riviera sedan, $870*; Special $760. '46 
Super sedan, $250, $190. 
CADILLAC—’53 (62) conv., $4,120*. °'48 


(61) club, $1,000*. 

CHEVROLET—’52 SL Deluxe sedan, §980*, 
$885; club, $1,120; FL sedan, $1,170*. 
’651 SL Deluxe club, $910*, sedan, $980, 
$895, $885, $870, $860; Bel Air, $1,130. 
’50 SL Deluxe sedan, $850*, $790*, $390; 
FL Deluxe, $730*. '49 SL Deluxe sedan, 
$460, $450, $430. 48 SM sedan, $280. '47 
FL sedan, $360; SM club, $290; Aero- 
sedan, $195. 

CHRYSLER—’51 NY sedan, $1,225. °50 
Windsor club, $860*. '48 Windsor club, 
$350. 47 Windsor sedan, $185*. 

DODGE — ’49 %-ton pickup, $360*. '47 
Custom sedan, $350*, $310. 

FORD —’51 Custom (8) sedan, $900°; 


conv., $940°; Deluxe (6) $810; Custom 
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Average Used-Car Prices 


(Compiled by Automotive News) 


(6) $810. ‘50 Custom (8) 
station wagon, $710; sedan, $670. ‘49 
Custom (8) club, $460; sedan, §$435*, 
$400, $290, $360. '47 Super (8) sedan, 
$250; Deluxe (6), $200. 


club $535; 


HUDSON—’48 Commodore sedan, $250. '46 
Super sedan, $100. 

LINCOLN—’49 club, $420; Cosmopolitan, 
$570*. 

MERCURY — '53 sedan, $1,710. '48 club, | 
$310. ’47 club, $220. '46 sedan, $210. 
NASH—’50 Statesman sedan, $350. ‘46 | 

(600) sedan, $130. 
OLDSMOBILE—’50 (88) club, §760*. ‘48 | 


(78) sedan, $300*. '47 (76) club, $285*. 

PLYMOUTH — '52 Cambridge sedan, $970. 
’51 Cambridge sedan, $740. '49 Special 
sedan, $500. '48 Special sedan, $240. ‘46 
Special sedan, $300. 





Performance Records prove 
Eaton 2-Speed 





Axle trucks 


aul more, 





longer, at lower cost, 
worth more when 





More than a million-and-a-half 
Eaton 2-Speeds in trucks today! 


EATON 











ate 


-traded-in 


CLEVELAND, 


AXLE DIVISION 
MANUFACTURING 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valvese Tappetse Hydraulic Valve Lifterse Valve Seat Inserts e Jet 
Engine Parts® Rotor Pumps® Motor Truck Axles e Permanent Mold Gray Iron Castings « Heater Defroster Units e Snap Rings 
Springtitese Spring Washerse Cold Drawn Stee! « Stampingse Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 


Dec. 1953 
To Date 


$1,794 


Nov. 
1953 


$1,937 
1,181 
876 
679 
512 
351 
274 
231 


863 
665 
499 
341 
287 
210 


$ 730 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


Average $ 755 





PONTIAC—’53 Catalina (8) sedan, $1,950 


Chieftain (8), $1,850, $1,650. ‘52 (8) 
| station wagon, $970. °51 Chieftain (8) 
| sedan, $1,070*. °50 Chieftain (8) sedan 
$800*; Deluxe, $940*. °49 (8) sedan 
| $740*. °47 Torpedo (6) sedan, $330. ‘46 
Streamliner (6), $240. 


STUDEBAKER—’53 Starlighter coupe, $1,- 
| 520. '51 Champion sedan, $730*; Com- 
| mander, $750*. °50 Champion sedan, 
| $530; Land Cruiser, $400*. ‘49 Com- 
mander sedan, $460*, '48 Land Cruiser 
sedan, $280*, 


FORT WAYNE 


(Carl Markers Auto Auction, Sale every 

Tuesday, Prices are for sale of Nov. 24.) 

(Plenty of buyers, bidding brisk, Some 

cars sold better than consignors antici- 
pated, Sold 97 cars out of 136 offerings.) 

| BUICK—’52 Super Riviera 2-dr., $1,515*; 

| Special 4-dr., $1,290°, '51 Special 4-dr., 
$955. °50 Super Riviera 2-dr., $850; 4-dr., 

| $950%, $825*. ‘49 Super sedanet, $550°. 

| °48 RM 4-dr., $275; Super sedanet, $320; 

| 4-dr., $300. '47 Super 4-dr., $255. 

| CADILLAC — '50 (62) 4-dr., $1,830*. °49 

(62) sedanet, $1,090*; 4-dr., $900*. 

| CHEVROLET — '52 SL Deluxe 4-dr., $1,- 
085*; 2-dr., $1,055, $1,015. "51 FL De- 
luxe 2-dr., $780, $750. 50 SL Deluxe 
2-dr., $625, $530, $665. °49 Deluxe 4-dr., 
$525. 

| DeSOTO—’54 Powermaster 4-dr., $2,190. 

| DODGE—’50 roadster, $375. 

| FORD—'52 Crest Victoria 2-dr., $1,375*; 
4-dr., $1,065. '51 Custom (8) 2-dr., $790; 
(6) 2-dr., $685. ‘50 Custom (6) 2-dr., 

| $590. °48 2-dr., $285. '47 2-dr., $265. 

| FRAZER—’47 Manhattan 4-dr., $140. 

| HUDSON—’47 Super (6) 4-dr., $130. 

| KAISER—'49 Deluxe 4-dr., $325. 


| MERCURY—’52 coupe, $1,300*. °51 2-dr., 

| $1,000*, $940; 4-dr., $900*. ‘49 4-dr., 

| $415. 

| NASH — ’52 Statesman 2-dr., $1,110. °'48 

| (600) 4-dr., $230. 

OLDSMOBILE—’53 Super (88) 4-dr., $2,- 
160* (ps). ‘49 (98) 4-dr., $615*; (58) 
sedaret, $530*. ‘48 4-dr., $275*. °46 
2-dr., $210. 


PACKARD—’51 (300) 4-dr., $910. 

PLYMOUTH — '54 Belvedere sport coupe, 
$2,150*. °51 Cranbrook 4-dr., $755. '50 
Special Deluxe 4-dr., $650, $640; coupe, 
$435. '48 conv., $320. '46 Deluxe 4-dr., 
$105. 

PONTIAC—'51 (8) 4-dr., 2 at $900. ‘50 
(8) 2-dr., $655; (6) club coupe, $625. °47 
(8) 4-dr., $220. '46 (6) sedanet, $180. 

STUDEBAKER—’51 Champion 4-dr., $590; 
Star Lite coupe, $500. ‘50 Champion 
coupe, $385; Commander Land Cruiser, 
4-dr., $570. '48 Champion coupe, $305. 
"47 Champion 4-dr., $110. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 25.) 

(Prices holding firm. Demand good. 
Sold 34 cars out of 57 offerings.) 


BUICK — '51 Special Deluxe 4-dr., $1,055 
‘47 RM 4-dr., $325. 

CHEVROLET—'53 (210) 2-dr., $1,470*. ‘52 
FL Deluxe 2-dr., $1,090*. '51 FL Deluxe 


4-dr., $845*. '50 SL Deluxe 4-dr., $645 
SL Special 2-dr., $595; Business coupe 
$540. '49 SL Deluxe 4-dr., $500; 2-dr 
$500. '48 FL 2-dr., $480; SM 2-dr.. $455 
"41 Special Deluxe 2-dr., $155; club 
coupe, $185. 


DODGE—’40 4-dr., $110. 

FORD—’50 Custom (8) 4-dr., $615; Deluxe 
(8) 2-dr., $570. ‘49 Custom (8) 2-dr 
$410. '46 Special Deluxe (8) 2-dr., $135 

HUDSON—’51 Commander (8) 4-dr., $755. 
"48 Commander (8) 4-dr., $250. 

OLDSMOBILE—’53 (98) 4-dr., $2,700*. '52 
(98) 4-dr., $1,650*. 

PLYMOUTH — '52 Cranbrook 4-dr., $990; 
2-dr., $1,050. '51 Cambridge 4-dr., $690; 
Conccrd 2-dr., $645. 

STUDEBAKER — '53 Commander coupe, 
$1,350*. "49 %-ton pickup, $310. 47 1'.- 
ton dump, $180. 


WILLYS—'50 (6) station wagon, $585*. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 24.) 

(Prices slightly lower on used mer- 
chandise. Seasonal decline on all new 
models. Fewer cars offered for sale. 
Percentage about same. 67 cars sold out 
of 138 offerings.) 

BUICK—’47 RM 4-dr., $150. 

CADILLAC—'51 (62) 4-dr., $2,185, $2,175. 
"48 (62) 4-dr., $905. '46 (62) 2-dr., $535. 

CHEVROLET — '53 Bel Air sport coupe, 
$2,175; 4-dr., $1,765, $1,630; 2-dr., $1.- 
715. ‘52 SL Deluxe station wagon, $1,- 
175; %-ton pickup, $875. °51 %-ton 
pickup, $655. '50 SL Special 4-dr., $680. 

CHRYSLER—’'54 NY Deluxe 4-dr., $3,360", 
$2,995*, $2,900*, $2,860*, $2,840*, §$2.- 
780*; Windsor, $2,625*. ‘51 NY 4-dr 
$870* (ps). 

DODGE—’53 Coronet 4-dr., $1,640; Mea- 
dowbrook, $1,500. ‘51 Meadowbrook (4) 
4-dr., $790; Coronet, $785. 

FORD — '53 Victoria, $2,250; Custom 
2-dr., $1,785*; 4-dr., $1,690*;~-Main (6) 
4-dr., $1,650; conv., $1,635; % - ton 
pickup, $1,200. ‘48 Deluxe (8) 4-dr., 
$235*. '46 (6) 2-dr., $280. 

K AIS E R — '52 Deluxe 4-dr., $830*. '48 
4-dr., $150. 

MERCURY — '53 Monterey 4-dr., $2,200". 
"51 4-dr., $1,030. °50 4-dr., $945*. °49 
club coupe, $505*. 

OLDSMOBILE—’50 (98) 4-dr., $875; 
$865. 

PLYM OU T H—'5S4 Savoy 4-dr., $1,850 
Plaza suburban, $1,805; 2-dr., $1,660. '5 
Savoy, $1,210; Concord 2-dr., $800. 


(Continued on Page 45, Col. 1) 
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$905; Cranbrook 4-dr., $705. 


Belvedere, 
°48 suburban, $345. 

PONTIAC—’'53 Chieftain (8). 4-dr., $1,765. 
‘51 (8) 4-dr., $935; 2-dr., $915; Stream- 


liner (8) 2-dr., $865; (6) $760. 
°48 (8) coupe, $465. 
WILLYS—’52 station wagon, $1,110; Aero 


Wing, $1,040*. '50 1-ton pickup, $555. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 20.) 

(Sold 191 cars out of 296 offerings.) 
BUICK — '53 Super Riviera, $2,375*, $2,- 

320*; RM Riviera, $2,565* (ps). ‘52 

Special sedan, $1,400*, $1,310*. '51 Super 

Riviera, $1,275*; Special sedan, $1,040*, 


sedan, 


$990, $745. °50 Special sedan, $710, 
$635*; Super sedan, $945*, $725. 
CADILLAC — ’51 (62) conv., $2,350*; 


sedan, $2,240*. '50 (62) sedan, $1,790*. 
"48 (62) sedan, $695*. °41 (62) sedan, 
$500. 

CHEVROLET — '53 (210) sedan, 
$1,620. °52 SL Deluxe sedan, $1,020, 
$1,060, $1,065, $1,105, $875, $1,035. °51 
SL Deluxe sedan, $805*, $700, $775. 50 
FL Deluxe sedan, $665, $725, $695, 
$590*, $710, $600*, $705*. "49 SL Deluxe 
sedan, $555, $530, $625. '48 FL aero- 
sedan, $410, $370. 

CHRYSLER — '52 NY sedan, $1,405", 
Windsor Deluxe sedan, §925*. 

DeSOTO—’52 Sportsman (8), $1,450* (ps); 
Custcm sedan, $1,225* (ps). '46 Custom 


sedan, $110. 
DODGE—’54 Coronet (8) sedan, $1,955°; 


$1,490, 


"51 


Royal (8) sedan, $2,355*. ‘52 Wayfarer 
sedan, $755. '51 Coronet sedan, $675*, 
$755*. ’50 Coronet sedan, $715*, $500, 


$620. 
FORD—’53 Custom (8) sedan, $1,252°, ’52 

Custom (8) sedan, 2 at $1,115, $1,000, 
$1,155"; ‘Victoria, $1,300, $1, 
5  Vic- 


sedan, $805*, ‘ 
$920*. '50 Custom (6) sedan, $480, $490. 
FRAZER—’48 sedan, $170*. 
HUDSON—’51 Pacemaker sedan. $510*. 
Commodore (6) sedan, $195. 
LINCOLN—’51 sedan, $1,195*. 
MERCURY — ’52 Morterey coupe, $2,255*. 
’51 sedan, $1,025*, $835*, $825*. °50 
club coupe, $580, $650. °49 sedan, $405*. 
NASH—’53 (600) sedan, $1,455*; mbler 
conv., $960*. '52 Rambler club coupe, 
$930, $900*. 
OLDSMOBILE—’52 Super (88) sedan, $1,- 
465*; (98) Holiday, $1,940*; 


"49 


"50 (98) sedan, $520*. 
PACKARD—’48 sedan, $825*. 
PLYMOUTH—'53 Cranbrook sedan, $1,300. 


’52 Cranbrook sedan, $1,015*, $900, $910, | 
‘51 Belvedere, | 


$935; Suburban, 
$845. 

PONTIAC—’53 Chieftain Deluxe (8) sedan, 
$1,800*. °51 Chieftain Deluxe (8) sedan, 


$945, $990*, $965, $1,035*, $1,020*, $1,- 


$1,005. 


090*. °50 Chieftain Deluxe (8) sedan, 
$840, $695*, $835*. "49 SL (8) sedan, 
$675*. °48 SL (6) sedan, $305. 


STUDEBAKER — '52 Commander (8) 


sedan, $585*. '51 Commander (8) sedan, | 


$560*. "50 Champion sedan, $415*, $315*. 
MISCELLANEOUS — '53 Jaguar coupe, 
$2,600. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 


Tuesday and Thursday. Prices are for sales | 


of Nov. 19-24.) 

(Strong demand continues on ex- 
ceptionally clean units, with emphasis on 
late model station wagons. Demand con- 
tinues to be off on higher-priced units. 
Sold 327 cars out of 617 offerings.) 


RUICK—’53 Super Riviera 2-dr., $2,450*; 
Special 2-dr., $1,800*. "52 RM Riviera 4- 
dr., $1,625* (ps); Super conv., $1,580*. 


’51 Super Riviera 2-dr., $1,225*, $1,060*. 
"50 RM Riviera 2-dr., $1,010*; 4-dr., 
$910*; Super conv., $890; Riviera 4- 
dr., $860*; 4-dr.. $770*; Special 4-dr., 
$825*, $690*; 2-dr., $780*; sedanet, 
$695*, $690*%. ‘49 RM Riviera 2-dr., 
S685; 4-dr., $495*; Super 4-dr., $650*, 
$515*. '48 RM sedanet, $370, $160; 4- 
dr., $265. '47 Super conv., $320. 
CADILLAC—’53 (60) 4-dr., $4,250* (ps); 
(62) coupe, $3,950*; 4-dr., $3,690* (ps). 
(60) sedan, $3,205* (ps); coupe 
deVille, $3,170*; (62) 4-dr., $2,975* (ps); 
coupe, $2,850* (ps). '51 (62) 4-dr., $2,- 
360*; (61) 4-dr., $2,150*. "50 (60) 4-dr., 
$2,125*. '49 coupe deVille, $1,585*; 
4-dr., $1,350°; (61) 4-dr., $1,085*. ‘48 


"52 





Safety Gauge— 


A mechanic measures worn brake drum | 
using the new drum check safety gauge 
developed by the National Wheel & Rim 
Assn. The calibration marks at each inch 


of drum diameter are .060 inches over 
the size of the original inside diameter, 
the safe limit established as the maximum. 
With the gauge, mechanics can determine 
accurately which drums may be re-ma- 
chined and which should be replaced. 


| CHRYSLER—’51 Windsor 4-dr., 





(98) sedan, | 
$1,445*. ’51 (88) sedan, $1,225*, $1,365". | 


(62) | 


(62) coupe, $970*; 4-dr., $735*. '46 (62) | 


4-dr., $460. 
CHEVROLET—’53 Bel Air 4-dr., $1,645; 
%-ton pickup, $1,195, $1,030. ‘52 Bel 


Air, $1,495*; SL Deluxe 2-dr., $1,225*; 
SL Special 2-dr., $905. ‘51 SL Deluxe 
4-dr., $955°, $950°; 2-dr., $915, $845; 
club coupe, $820; SL Special business 
coupe, $850. ‘'50 Bel Air, $975, $965; 
FL Deluxe 2-dr., $875, $845, $815, $770; 
SL Deluxe 4-dr., $875; 2-dr., $780*; club 
coupe, $695; SL Special 4-dr., $615. °49 
FL Deluxe 2-dr., $665; 4-dr., $610. '48 
FL 4-dr., $425, $365. '47 FL 4-dr., $430, 
$300; FM club coupe, $395; 2-dr., $365; 
SM business coupe, $360; club coupe, 
$315. °46 FL 2-dr., $305; 
$285, $215; 4-dr., $135. 

50 Windsor $1,000*. 


Newport, "49 


Windsor 4-dr., $730*, $725. '46 NY Town | 


and Country conv., $160, $105. 

DeSOTO—’54 Fire Dome (8) 4-dr., $2,645*. 
’49 Custom 4-dr., $650*. ‘48 Suburban, 
$345. 

DODGE — '52 *%-ton pickup, $845. ‘51 
Meadowbrook 4-dr., $825. °'50 Coronet 
4-dr., $895*. '49 %-ton panel, $375. '48 
%-ton pickup, $490. 


FORD — ‘53 Victoria, $2,315*, $2,300*, 
$2,270* (ps), $2,185*, $2,135 (ps), $2,- 
080; Country Squire, $2,215*, $2,145*; 
conv., $1,775*. °52 Custom (8) 2-dr., 
$1,240*; Main (8) 2-dr., $1,150. '51 
Victoria, $1,200*; conv., $1,070*, $930; 
Custom (8) 4-dr., $975; 2-dr., $905; 


Crestline (8) 2-dr., $750; Custom (6) 4- 
dr., $735; (6) %-ton pickup, $715. ‘50 














SM 2-dr., | 
$1,135°*. | 








(8) conv., $905; Deluxe (8) 2-dr., $800, 


$625; 4-dr., $785; Custom (8) 2-dr., 
$770, $685; Deluxe (6) 2-dr., $715. °49 
Custom club coupe, $600, $515; Deluxe 


(8) 4-dr., $580, $505; conv., $500, $495. 

HUDSON—’50 Commodore (6) 4-dr., $595; 
Pacemaker 4-dr., $545; 2-dr., $495. °49 
(6) club coupe, $360. °47 Super (6) 4- 
dr., $120, $110. 


KAISER—’'52 Manhattan 4-dr., $1,305*; 
| Virginian 4-dr., $810. ’51 4-dr., $685. 
| ‘48 4-dr., $215. '47 4-dr., $115. 


, LINCOLN—’52 Capri coupe, $2,175*; 4- 
dr., $1,965*. '51 Cosmopolitan 4-dr., $1,- 
115*. ‘50 4-dr., $605*. '49 Cosmopolitan 
4-dr., $585. 

MERCURY—’53 Monterey 4-dr., $2,710*; 
coupe, $2,550, $2,540*, $2,535*, $2,525°, 
$2,505*, $2,500*, $2,450*%, $2,460*, $2,- 
430, $2,350° (ps), $2,265, $2,225; sport 
coupe, $1,995. ‘52 Monterey coupe, $1,- 
880*, $1,795*, $1,770*, 2 at $1,720*, $1,- 


690°. 
|NASH — °'51 Rambler conv., $665. ’50 
| Statesman Super 4-dr., $560, $425; 2 
dr., $525, $485, $390. '49 (600) 4-dr., 


$400, $340, $310. 

| OLDSMOBILE—’53 (98) Holiday, $3,000*, 
$2,990* (ps), $2,835* (ps); (88) Holiday, 
$2,775*, $2,675*; 4-dr., $2,600*, $2,115*; 
2-dr., $2,195*. °52 (98) conv., $1,970*; 
4-dr., $1,710*; Super (88) club coupe, 
$1,595; 4-dr., $1,505*. ’51 (88) Holiday, 
$1,495*; club coupe, $710; (98) 4-dr., 
$665*; (76) club coupe, $650*. '49 (88) 
club sedan, $805*; 4-dr., $730*; (98) 
4-dr., $800*, $505*; conv., $680*. 

PACKARD — ‘49 4-dr., $355. 
$370. 


$2,175; 4-dr., $2,175*, $2,170*, $2,145* 
(ps); Savoy club coupe, $1,975. ’53 Cran- 
brook club coupe, $1,370; Cambridge 2- 
dr., $1,285. ‘52 Belvedere, $1,045. ’'50 
Suburban, §910; Special Deluxe club 
coupe, $750; 4-dr., $665. °49 Special 
Deluxe 4-dr., $575; 2-dr., $485. 





PLYMOUTH — '54 Belvedere sport coupe, | 





’48 conv., 


PONTIAC—’'53 (8) Custom Catalina, $2,- 
305*; conv., $1,905*; (6) 4-dr., $1,700*. 
"52 (8) 2-dr., $1,320°; 4-dr., $1,225°. ‘51 
(8) Super Catalina, $1,300*; station 
wagon, $1,300*. '50 (8) Super Catalina, 
$1,080*; 4-dr., $875*, ; se- 
dan coupe, $850*; 
4-dr., $616; conv., 
dr., $600. ‘48 (8) 
$350; (6) 4-dr., $365*; 2-dr., 
"47 (6) club coupe, $305. 

STUDEBAKER—’53 Champion coupe, $1,- 
625. ’51 Land Cruiser 4-dr., $795, $670; 
Commander coupe, $760; Champion 
coupe, $660*; Commander 2-dr., $620. 
*50 Land Cruiser 4-dr., $565*; Champion 
coupe, $560, $555, $535; 2-dr., $520. '49 
Champion 2-dr., $380. ‘48 Champion 4- 


2-ar., 
$585, $490°; 
sedan coupe, 


dr., $380. '47 Commander club coupe, 
$380. 
WILLYS — '52 2-dr., $985. '49 Jeepster, 


$480. 

MISCELLANEOUS—’52 MG roadster, $1,- 
160. ‘51 Opel 4-dr., $615. °48 Inter- 
national %-ton pickup, $265. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Nov. 25.) 
(Average sales and activities, Sold 39 
cars out of 77 offerings.) 
BUICK—’47 Super 2-dr., $295. 
CADILLAC—’42 2-dr., $285. 


CHEVROLET—’53 Bel Air 2-dr., $1,675; 
4-dr., $1,555; %-ton pickup, $975. ’51 
SL Deluxe 2-dr., $680; %-ton pickup, 
$640. '50 SL Deluxe 2-dr., $730, $710, 
$680; SL Special 4-dr., $500. ‘48 FL 
4-dr., $390. '47 FL 4-dr., $205; 2-dr., 


$355. °46 4-dr., $285. '42 4-dr., $165. °41 
2-dr., $550. °40 4-dr., $160. 
DODGE—'53 4-dr., $1,330. 
FORD — '53 (8) Victoria 2-dr., $1,885*; 
Custom (8) 2-dr., $1,675. '52 Main (8) 
4-dr., $910. '50 Custom (8) 2-dr., $700. 


(Continued on Page 46, Col. 3) 
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Student Car in Houston— 


Houston's Jack Yates High School was 
presented with a Studebaker sedan by 
Mosehart & Keller Auto Co. to further the 
training of young drivers. William S. Hol- 
land, principal, hands the keys to an in- 
structor. 
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AUTOMOTIVE SERVICE EQUIPMENT 


St. Lovis 20, Missouri 


Call your CURTIS Jobber... or mail 
this coupon for information: 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company (Since 1854) 
1976 Kienlen Avenue ° 


MAKES YOUR WORK EASIER... 
Backed by 99 years of Know How’”’ 


Tank Mounted Air Compressors 
1/4 H.P. to 15 H.P. 


@ Up to 78 cubic feet per minute 


@ Either single stage or two stage 


@ Timken bearings @ Self oiling 


@ Precision built @ Designed for accessibility 


@ A.S.M.E. tank for 200 pounds 


@ Automatic start and stop or for continuous operation 


Also base mounted up to 300 cubic feet 


Full Hydraulic Two-Post Shop Lift 


@ No long deep pit needed—saves on installation cost 


@ 60” wheel base; handles all cars 


@ 72” plunger travel @ Plenty head and elbow room 


@ Deep front yoke for maximum accessibility 


@ Flush with floor when in lowered position 


@ 300 Ib. pressure 


Brass-lined cylinders 


s 
se 
@ Quiet in operation 
@ Precision built 


of Curtis Manufacturing Company 


| am interested in items checked: 


eee en nr nr nr nr ar ae ee 


1976 Kienlen Avenue, St. Lovis 20, Missouri 


(AIR COMPRESSORS [1] AUTO LIFTS(Single-Post) [1 Two-Post 
(1) POWER CAR WASHERS 


Also Single-Post rotating lifts and Two-Post truck and bus lifts 


High Pressure Hydraulic Car Washer 


Self-oiling pump @ Designed for accessibility 


----------------4 


CURTIS PNEUMATIC MACHINERY DIVISION 


ee 
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"1078 WEST 7 STREET 
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New Wonder for ‘Miracle Mile'— 


Fred H. Murray (left), general manager of Cadillac's Los Angeles branch, and 
Irving Westwood, wholesale manager, inspect the new Cadillac sign on Wilshire | 
Bivd.'s “Miracle Mile” in Los Angeles. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD} 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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49 Custom (8) 2-dr., $655, $545. °'48 
Custom (8) 2-dr., $356. '46 (8) 2-dr., 
$210. 
FRAZER—'48 4-dr., $150. 
LINCOLN—’50 4-dr., $700. 
MERCURY—’51 4-dr., $1,085. 
OLDSMOBILE—’'50 (88) 2-dr., $690. 
PLYMOUTH— 47 Deluxe 4-dr., $245. ‘41 
Deluxe 2-dr., $140. 
PONTIAC—’50 (8) 2-dr., $580. 
STU DEBAKER—’'48 Champion 2-dr., $310. 
HENRY J—’51 2-dr., $225, $190. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices for sale of Nov. 23.) 

(Late models showed a slight decline. 
Bidding brisk and firm on real clean 
cars. 48 cars sold out of 136 offerings.) 
BUICK—’51 Riviera 4-dr., $900*; Special 
$895*. ‘48 Super 4-dr., $305. 
CADILLAC—’51 (62) deVille, 
CHEVROLET 


$2,400*. 


48 SM 2-dr., 
’46 SM 2-dr., 


SL Deluxe 4-dr., 

$365. °47 SM 4-dr., 

$200. 
CHRYSLER 


$505. 
$325. 


53 NY 4-dr., 
DeFOTO — '51 Custom 4-dr., 
Custom 4-dr., $200. 
FORD—'53 Main (8) 
Custom (8) 4-dr., 
2-dr., $1,055*; Custom 
"50 Custom (8) 4-dr., $720*; Deluxe 
2-dr., $585*, $565, $545. "49 Custom (8) 
2-dr., $525*, $500, $360, $200 °47 Super 


$1,795* 
$860*. 


(ps). 
"46 
2-dr., $1,300. 
$1,030. °51 Victoria 
(8) 4-dr., $825*. 


‘52 SL Special coupe, $865. | 
’50 SL Deluxe 2-dr., $690, $660, $640. °49 | 


52 | 


Deluxe 2-dr., $350, $255. 
FRAZER—’47 Manhattan 4-dr., $175. 
MERCURY—’51 Custom 2-dr., $990*; $960, 

$895. °50 Custom 4-dr., $720*. °49 

Custom 4-dr., $550, $510. 

NASH ‘51 Ambassador 4-dr., $760*, 
$675*. °48 (600) 2-dr., $185, $160. 

PLYMOUTH—'51 Cambridge 2-dr., $675, 
$645. °50 Super Deluxe 4-dr., $555. ‘49 


Super Deluxe 4-dr., $245. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,010*. 


STUDEBAKER '50 Commander 2-dr., 
$470*. '47 Champion 2-dr., $210*. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction, Sale every 
Friday. Prices are for sale of Nov. 27.) 

(Weather inclement. Not as many 
cars as usual, but a good percentage of 


sales. Sold 70 percent of cars offered.) 
BUICK 49 Super sedan, $565*; RM 
conv., $545. °47 Super sedan, $305. °41 


Special sedan, $195. 

CHEVROLET—'53 %-ton pickup, $1,010. 
"52 SL Deluxe 2-dr., $1,030*. '51 SL De- 
luxe 2-dr., $825, $740; SL Special, $650. 
‘50 SL Deluxe 2-dr., $550. °48 SM sedan 





delivery, $250. °47 SM sedan, $255; club 
coupe, $425. 
CHRYSLER—’47 Windsor sedan, $205. 


DeSOTO—’50 Custom club coupe, $900. 

| FCRD—’53 Custom (8) sedan, $1,700. °51 
Deluxe (8) sedan, $685; Custom (6) se- 
dan, $780. "50 Deluxe (6) sedan, $580; 
Custom (8) sedan, $530. '49 Custom (8) 











1. Even the most timid customer expects a 
lot from his car... 





3. So if you want him to have a high opinion 
of you and your service .. . 


© 1953, Ethyl Corporation, New York 17, N. Y. 


2. And if he doesn’t get top performance, it’ll 
be a cold day before you see him again. 


gasoline and get full power from his 
car. (Of course, the timing should be 


set for “Ethyl” gasoline.) 





use “Ethyl” 








| 


sedan, $520, $500; Custom (6) club 
coupe, $450. 

| HUDSON—’52 Pacemaker sedan, $830. °49 
Pacemaker sedan, $400*, 

KAISER—’53 Henry J Corsair, $790. 

| MERCURY—’51 sedan, $1,065*. "50 seda 
$600. °49 sedan, $525. 

NASH—’53 Ambassador sedan, $1,875*. ‘51 


Rambler station wagon, $710. 
OLDSMOBILE—’50 (98) conv., $1,000*. ° 
(78) sedan, $310. '47 (66) sedan, $21 
PLYMOUTH — '52 Cranbrook club coup 
$900. °48 Special Deluxe sedan, $180. ° 
Special Deluxe sedan, 2 at $350. 
PONTIAC—’50 Chieftain (8) sedan, $875 
$725*. °'49 (8) sedan, $610*. ‘47 (| 
sedan, $300, $225. "46 (6) sedan, $27 
STUDEBAKER—’51 Land Cruiser, $700 
Commander sedan, $605*. ‘50 Land 
Cruiser, $625*. 


N. PLAINSFIELD, N. J. 


Auto Auction. Sale every 
Prices are for sale of No 


(Lebanon 
Wednesday. 
25.) 

(Prices slightly off. This week’s con- 


signment had many rough cars; also 
heavy weather and holiday week. 59 
cars sold out of 103 offerings.) 

BUICK—’51 Super Riviera, $1,010; Specia 
$1,050*. °50 Super sedan, $750*. '49 
Special sedan, $300. 

CADILLAC—’52 (62) sedan, $3,775*. '46 
(62) sedan, $390*. 


CHEVROLET—’52 SL Deluxe sedan, §1.- 
000, $950. ’°51 SL Deluxe sedan, $850; 
Special, $700. ’50 SL Deluxe sedan, $710 


| $680. '49 SL Deluxe sedan, $470. ’48 FM 
| sedan, $390. '47 FL sedan, $325. 
CHRYSLER — ’51 NY sedan, $570. ‘49 
Windsor sedan, $640. 
DeSOTO — '51 Custom sedan, $940. '49 
Custom sedan, $575. 
| DODGE—’52 Coronet sedan, $1,030". *50 


Coronet sedan, $675. '48 Deluxe sedan 


$350. '47 Custom sedan, $395. 

FORD—’52 Custom (6) sedan, $980. '51 
Custom (8) sedan, $865, $840. '50 De- 
luxe (6) sedan, $500. °49 Custom (8) 
sedan, $370. °47 (8), $295. °46 (8) 
$110. 

| LINCOLN—’49 sedan, $300. '42 Continental 
sedan, $375. 

MERCURY—’50 sedan, $700. '49 sedan 
$475. °47 sedan, $280. 

NASH—’52 Statesman sedan, $900. ‘50 
Ambassador sedan, $485. °49 (600) se- 
dan, $340. 

OLDSMOBILE *51 (88) sedan, $1,140*. 
50 (98) sedan, $945*. °49 (88) sedan, 

| $570. '46 (76) sedan, $290. 

| PLYMOUTH—’52 Cranbrook sedan, $970. 

| °51 Cambridge sedan, $770. °50 Special 
Deluxe sedan, $640, $550. °48 Special 

| Deluxe sedan, $340, $315. '47 Deluxe 
| sedan, $290. 

PONTIAC—’51 Chieftain (8) sedan, $1,- 

| 110%. '50 Streamliner sedan, $740. '49 

| Chieftain (8), $640*, $530*. 

STUDEBAKER — ’52 Commander sedan 

| $780. °50 Commander sedan, $620. ‘48 
Champion secan, $325 ‘47 Land Cruiser 
sedan, $320. 


‘Dealer Answers 


K-F Suit with 
$150,000 Claim 


| GREENSBORO, N. C.—Gate City 
[Motor Co., Inc., of High Point, 
|N. C., answering a suit against it 
|in Guilford Superior Court here, 
|has filed counterclaims for $150,000 
|damages from Kaiser-Frazer Sales 
Corp. 

According to court records, Gate 
City Motor contends it was forced 
| out of business when Kaiser-Frazer 
| canceled its dealership “without 
warning.” 
| Kaiser-Frazer, in its suit, said the 
|firm owed $11,816.21 for parts and 
|supplies. Gate City Motor’s fran- 
chise was canceled last February. 
| In the counterclaims, Gate City 
| Motor charges Kaiser-Frazer with 
“false and fraudulent representa- 
tions.” The firm alleges it was 
| caught with an inventory of 60 cars 
|within two weeks after Kaiser- 
|Frazer had said, late in 1951, that 
new-model cars would not be on 
|the market until March, 1952. 


Reynolds U pped 
In Plymouth Sales 


DETROIT.—R. R. Reynolds has 
been appointed Plymouth regional 
manager in Detroit, according to 
William J. Bird, 
general sales 
manager. 

Reynolds joined 
Plymouth in 1949 
and was succes- 
sively Detroit city 
manager, Sacra- 
mento (Calif.) 
district manager 
and San Fran- 
cisco district 
manager. 

R. R. Reynolds He served with 
the Marines for four years during 
World War II. 








Ark. Firm Sells Building 


| Louis- Welling Motors (Nash), 
| Little Rock, Ark., has announced 
sale of its building at 10th and 
Spring Sts. for approximately $125,- 
000 to Arkansas Radio & Equipment 
Co., which will operate Arkansas’ 
second television station. Louis- 
Welling will move to an unan- 
nounced location. 
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Auto Markets 


(Continued from Page 12) 


ecoln, 11; Willys, 9; Kaiser, 5; 
Henry J, 2, and miscellaneous, 2. 
Truck sales totaled 274 in Octo- 
ber, compared with 247 for the 
same month of 1952. Sales by make 
were: Chevrolet, 113; Ford, 109; 
International, 22; GMC, 15; Dodge, 
8; Reo, 3; White, 2; Mack, 1, and 

Studebaker, 1. 
a x 


Boise, Id. 


New-car sales in Boise in October 


totaled 203, with Ford outselling | 


Chevrolet, 57 to 48. 


Other sales by make were: Buick, | 


14; Dodge, 12; Pontiac, 11; Oldsmo- 
bile, 10; Plymouth, 10; Studebaker, 
10; Hudson, 7; Cadillac, 5; Chrys- 
ler, 4; Mercury, 4; Lincoln, 3; Nash, 
3; DeSoto, 2; Willys, 2, and Pack- 
ard, 1. 

New-truck sales, totaling 64, 
broke down as follows: Ford, 41; 
Chevrolet, 11; International, 7, and 


Dodge, GMC, Studebaker, Willys | 
and miscellanee s, 1 each. 
* * * 
Baltimore 


improved engineering features, im- 

proved appearance and a stabiliza- 

tion of prices.—(George Hunholz.) 
* * * 


‘Charlotte, N. C. 


New-car sales for October in 


Charlotte placed Ford in top spot, | 


with 187, although Chevrolet was a 
| close second with 172. 
| The real scramble was for 
third. Plymouth won with 47 
sales, although Buick was only 
one behind, with 46, and Mer- 
cury pushed hard with 41. 

In sixth spot was Pontiac, 37, 
| followed by Oldsmobile, 31; Chrys- 
|ler, 21; Dodge, 19; DeSoto, 10; 
| Studebaker, 9; Packard, 8; Cadil- 
| lac, Hudson and Nash, 7 each; Lin- 
|coln, 4; Willys, 2, and miscellane- 
| ous, 2. 
| Total sales for the month were 
| 658. 


* * 


Buffalo 


New-car sales in the Buffalo area 


* 


during October jumped sharply 


New -car sales in Baltimore to- | 


taled 2,637 in October, compared | 


to 2,121 in the previous month. 
Chevrolet led the sales parade 


with 785 units. Ford sold 557 cars | 
for second place. Other sales were: 
Plymouth, 337; Buick, 163; Mer- | 


cury, 155; Pontiac, 148; Dodge, 96; 


Oldsmobile, 92; DeSoto, 71; Chrys- | 
ler, 50; Studebaker, 49; Packard, 
29; Nash, 26; Hudson, 25; Cadillac, | 


17; Lincoln, 16; Willys, 10; Kaiser, 


4; Henry J, 2, and miscellaneous, 5. | 


Chevrolet also was tops in new- 
truck sales, with 107 units sold. 
Ford, with 73 sales, secured second 
place. International was third, with 


37, and Dodge, with 22, was fourth. | 


Others were: White, 9; GMC, 8; 


Diamond T, 7; Brockway, 5; Mack, | 


4; Federal, 2, and Willys, 2. 


Truck sales totaled 276, com- | 
pared to 263 in September.—(Kate | 


Savage.) 
* 


Central Missouri 
Despite some pessimism, dealers 


* * 


in central Missouri seem to be do- | 
ing a good job of clearing out the | 
last of the 1953 models, even though | 
the job took a little longer than | 


last year and the sound and fury 
was more pronounced. 
There'll be few left by Jan. 1, 


most dealers think, and little is to| 


be said for the profit in many deals. 


Credit conditions, employment | 
and repossessions are considered | 


normal, but the impact of the with- 
drawal from the market of 
drought-hit farmers is heavy. 


Used-car tempos are still slowing, | 


but inventories are not excessive 


due to heavy selling efforts during | 


the past few months, 
Another favorable indication 
that dealers are now taking 


is 


except in some deals made on ’53s. 
(L. H, Houck.) 


* 


Clevelan 


Continued strong sales sparked | 


the Cleveland auto market for the 
seven-day period ended Nov. 21, as 
new-car turnover went to 1,317 and 
used-car sales were recorded at 
1,638. 

Strong advertising programs 
and sales drives plus good 
weather are believed to be keep- 
ing the market active. 


New-car turnoyer for the seven- 


day period was almost 300 above} 


the same period a year ago. Used- 
car sales were about 400 over the 
same period a year ago. Sales of 
trucks, both new and used were 
down.—(Sanford Markey.) 


* + * 


Russell, Kans. 


New-car dealers who have dis- 
Played 1954 models in Russell, 
Kans., report that customer re- 
sponse is much greater than they 
had expected. 

Some Russell dealers feel that 
things are looking better for both 
dealer and buyer, and will con- 
tinue so for some time to come. 

Dealers say that with no backlog 
of new-car orders, manufacturers 
now have to depend on something 
besides availability to sell their 
cars. The result, they believe, has 
been cars more solidly built, with 





in | 
trades at nearer their true value, | 
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over the preceding month and the’ 
corresponding month a year ago,’ 


according to the Buffalo Automo- 
bile Dealers Assn. 


October sales totaled 4,122, com- | 


pared with 2,918 in September and 
2,339 in October, 1952. 

Sales for the first 10 months 
totaled 36,066, compared with 24,- 
921 in the corresponding 1952 
period and 32,727 in the first 10 
months of 1951, 


improvement during October, rising 
to 388 as against 264 in the preced- 
ing month and 346 in October, 1952. 

New-truck sales for the first 10 


months totaled 3,012, compared | 
in the corresponding | 


with 2,507 
period of 1952 and 3,386 in 1951.— 
(George E. Toles.) 


* * * 


Flora, Ill. 


Dealers in small towns depend 


largely on farm buyers for custom- | 


ers, and the farmers in the Flora 
(Ill.) area apparently are not add- 


ing to their obligations by buying | 


new cars, 


New half-ton and three-quarter- 
ton trucks in the popular Big 


industry, 
solenoid 


New-truck sales also recorded | B_ 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


costs less—tike the millions of Bendix Starter Drives manufactured for the 


in 47 


been taking new cars to St. Louis 
auctions, where, they say, they 
| have realized more profit than in 
selling to local buyers and taking 
in unwanted used cars, 
| Service business is down, Repos- 
sessions are described as not criti- 
cal, but have increased in recent 
| weeks over any prior period for a 
| long time. 
| Dealers report that some new 
cars are being sold at invoice 
prices plus $50.—(L. H. Houck.) 


= 


| 


* * 


New-car deals in the agricultural 
|}community of Warrensburg, Mo., 
are described as hard to start and 
| hard to complete. Farm buyers are 
|holding back and report losses in 

| cattle and crops. 
| 
Kurland Expands— Some dealers say deals have 

Maurice Kurland (left), owner of Kurland) been lost to “blitz” sales in 
Motors, Denver, Willys distributor since’ Kansas City, nearest metropoli- 
1940, has added the distribution of Kaiser; tan area, but otherwise little city 
cars. With him is Gene W. Kurland, his| competition is evident, indicating 
son, who is general manager. Kurland; that interest in buying actually is 
announced plans for a $200,000 building| at a low ebb. 
modernization and expansion. Dealers who were short of new 

-|cars during the second quarter of 
Three brands reportedly are being 1953 now have plenty. 
sold at invoice plus $12. | Credit and repossessions are con- 
Some dealers in this area have sidered normal.—(L, H. Houck.) 


| 
| Warrensburg, Mo. 





performance 
PYOVEN 5 niin 


of installations 


@ “No Kick-Out” feature wins overwhelming approval 
from car, truck and tractor manufacturers 


Although a comparatively new advancement in starter drive 
design, the Bendix* Folo-Thru Drive has already proven 

itself in millions of installations to be the most efficient starting 
equipment under all operating conditions. 


” 


The Folo-Thru type is specially designed to follow thru 

the weak explosions until the engine actually runs on its own 
power. Thus, quicker and more dependable starts are 
assured even under the most extreme weather conditions. 


You're right from the start when you specify 
Bendix Folo-Thru Starter Drive. 


ECLIPSE MACHINE DIVISION OF Bendix 


aviation ComPoRation 


ELMIRA, NEW YORK 





the new Folo-Thru Drive requires no actuating linkage, and the less expensive 
may be placed in any convenient position. Result is lower installation and 


maintenance costs. Complete detailed information is available on request. 


*REG. U.S. PAT. OFF. 


Bendix Folo-Thru Starter Drive ¢ Bendix* Automotive Electric Fuel Pump Yr Stromberg * Aeroquad Carburetor eS 
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Some Dealers Fear Overproduction in °54... 





Forecasts Vary in New Orleans 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—With the new 
year just around the corner, there 


dealers here regarding the outlook 


for business in 1954. The two main | 


schools of thought seem to be: 

1. The belief that the present 
new-car market will straighten 
itself out after all °54 models 
have been introduced. 

2. The feeling that profits in 1954 
depend on production. The dealers 
with this belief contend that if the 
manufacturers produce from 5 to 
5.5 million cars next year, a number 
of dealers will fall by the wayside. 
These dealers say that the market 
is uriable to absorb such pro- 
duction. 

While the present new-car 
market is exceptionally good from 
the point of volume of sales, 
dealers have been complaining 
about poor profits. Some dealers 
say they have to sell twice the 
number of cars to make the same 
profit they did last year, while 
others claim they are not making 
any money on some deals. 

All dealers think that today’s 
business is forced and that they 
are selling customers who ordi- 
narily would be in the market 
next year for a car. 

The market is very competitive, | 
and most dealers who have not | 
introduced their 754 models are of- 





fering big cash discounts, even 
without the customers asking for 
them. As a matter of fact, a few 


is a divergence of opinion among) dealers with '64 models are giving 


discounts. 


_ One prewar dealer, said, “I've ing to business next year is entire- 

see ue lly in the hands of the dealers 

* themselves—that is, if they will 
Going Below continue this practice.” 


Chicago Garage Could Serve 


As Shelter, Too 


CHICAGO. — When the Michigan 
Ave. underground garage opens 
next summer, motorists will be di- 
rected to vacant stalls by lights, 
according to Ralph Burke, consult- 
ing engineer for the Chicago Park 
District. 


Other features will be radiant- 
heated ramps to prevent formation 
of ice and escalators to spare the 
motorist a climb to the street level 
after his car is parked. 


The garage will be operated by 
the Park District, not by any com- 
mercial firm, Burke said. Rates for 
self-parking probably will be 45 
cents for the first hour and 15 
cents for each additional hour. If 


|}an attendant parks the car, the 


total bill will probably be 15 to 25 
cents higher. 

Burke said the garage also could 
serve as a bomb shelter. If free of 
cars it could hold several —e 
thousand persons, he said. 


seen plenty of clean-up years, but 
never before in my life have I 
seen such cash discounts offered 
and overallowances given to sell a 
car. The unknown factor pertain- 





A few dealers were outspoken 
regarding production next year. 
Here are some brief comments: 
“I’m not going to sell cars for the 
glory of it, just to satisfy the 
factory.” “If I don’t make my 
proper profit per unit, the factory 
can keep them.” “Am only tak- 
ing the cars I expect to sell. Will | 
do the same in ’54 as I did this 
year, and that is not to place 
orders.” 

The used-car business may be} 
rated “fair to poor,” according to 
the majority of new-car and in-| 
dependent dealers. Prices are not 
level, as yet, and there is still a 
tendency toward reduced prices. 

A scarcity of good, clean used 
cars is reported by independent | 
operators. These dealers have to 
buy the better cars from the curb, 
while the new-car dealers are tak- | 
ing them in trade. purchases. 

Used-car stocks are above aver-| Creation of such a committee 
age as the result of the tremendous | Was ordered by the General As- | 


Al O'Meara jr. (left), of O'Meara Motor 


| Ford dealer council. 
national council. 
during the past year. e 


PROVIDENCE, R. I.—(UTPS)— | 
Gov. Dennis J. Roberts of Rhode | 
Island has appointed a committee | 
to study a proposal that tradein | 
| allowances be exempted in comput- 
ing the state sales tax on auto} 





new-car business here for several sembly last spring. 
| The committee—auto dealers and | 


months. 





O'Meara Named by Ford Dealer Council— 


Co., Denver, is congratulated by Arthur S. 


| Hatch, western regional sales manager, on his selection as chairman of the regional 
O'Meara will represent dealers of the western region in the 
At right is Wayne Stoddard, Spokane, who served as chairman 


R. I. Eyes Removal of Tradein Tax 


accountants — consists of Leo B. 
Carey, of West Warwick; John M. 
Dunne, of Cranston, (Ford) ; Frank 
Jd. Kohl, of West Warwick, (Chev- 
rolet); Russell C. Harrington, of 
Providence; Frank A. Orth, of Bar- 
rington; Edmund J. Carlone, of 
Providence, and John W. Moroney, 
of Burrillville. 


Harrington was chosen as chair- 
man, and Carey as secretary. 


New Passenger Car Registrations, All States for October, 1953-1952 


istrations by states are 
here weekly, as com- 


Car r 
release 


— by R. L. Polk representa- 
ives in state capitals. 
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To Date "52| 93622) 74620| 203464) 356868| 728574) 578361| 24010| 145063| 747434|257716| 75368) 694791 | 180514|219796| 1428185| 25035| 33862) 58897 1365| 6383) 4263) 67981/118197| 56401/ 129377; 33741| 3522) 13912 3398232 
See Sones os advertised-delivered prices . tain 6 Deluxe—4-dr. sed., $2,118.53; 2-<dr. 
include the retail list — a suggested by e oes “ 060.28; conv. $2, 444.21. Chieftain 

jac ar. sed., 

esis Current Prices on New Cars _ /|#ats stat secs 


the factory, provision for 
and suggested delivery and bandling 


. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that be passed on to the retail buyer. 


may 
AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; conv., 
$1,945; A-40 sports conv., $2,295. Austin- 
_—, 100 sports conv., $2,985. (Delivered 
at U. ports.) 
BUION — Special 4-dr. Deluxe sed., 


$2,255.32; 2-dr. Deluxe sed., 196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17 

—4-dr. Riviera, $2,696.17; Riviera 
epe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. —-4-dr. Rivi- 
era, 254.36; Riviera cpe., $3,358.05; 
conv., $3,505.56; stat. wag., ,030.73; 
Skylark sports car, $5.000. 


standard on Roadmaster models, optional 
at $192.50 on all others.) 


OADILLAC — Series 62—4-ar. sed., $3,- 
666.26; cl. cpe., meets et coupe deVille, 
$3,994.57; conv., $4,143. = Series 60 
eg sed., $4,304 Series 15 — 8 


sed., $5,604.34; — "$5,817. 73. Eldo- 
ae —aent.. $7,750. (Hydra-Matic stand- 
ard on all models. ) 
OHEVKOLET — One - Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. ‘Ten — 4-dr. sed., $1,761; 2-dr. 
cpe., $1,726; 
ee 6-pass. 
—e. = nee Bel Air 
, $1, 874; ’ 2-dr. sed. 
cpe., 2.001; conv., "$2,17 5. 
$3,513. (Powerglide standard on Corvette, 
po ag at $178.35 on Two-Ten and Bel Air 


CHE YSLER— Windsor pee Oto sed., 
_ (8-pass., $3,492.25); cl. 
ewport, $2,830.75; 








| $2,193.51; 2-dr. sed., #5213032; conv. $2,- 
Catalinas 





Spe-|4-dr. 2-seat stat. wag., 


sed., $2,360. Ambassador Custom — 4-dr. 


on all models at $178.35.) 


517.66. — Deluxe 6, $2,304.30; 
$4,024.25. New Yorker Deluxe—4-dr. sed.,|conv., $2,229.92; stat. wag., $2,403.24; NASH — Rambler Super—4-dr. sed., $1,- | Custom 6, $2,370.43; Deluxe 8, $2,379.99: 
$3,433; cl. cpe., $3,406.25; Newport, $3,-| (Fordomatic optional at $184 on all mod-| 995; hardtop, $1,945; Suburban, $1,945. | Custom 8, $2,446. Station wagons—Two- 
707.25; conv., 988.25. Custom els.) Rambler Custom—4-dr. sed., $2,175; hard- | seat Special 6, $2, 449.61; three-seat Spe- 
4-dr. sed., $4,259.50; lim., $4,797; Newport, FORD OF BRITAIN—Prefect 4-dr. sed.,|tOP, $2,095; conv., $2,125; stat. wag., | cial 6, $2,505.15; two-seat Deluxe 6, 2,- 
$4,560 -dr. sed., to be | $1,337.04; Anglia 2-dr. sed., $1,179.07; $2,095. Statesman Super—4-dr. sed., $2,- | 589.61; two-seat Special 8, $2,524.61; three- 
Scemaeds lim., to be announced. (Power-| Consul 4-dr. sed., $1,695; Consul conv., | 178; 2-dr. sed., $2,130. Statesman Custom | seat Special 8, $2,580.15; two-seat Deluxe 
Flite standard on all eight-cylinder models, | $2,075 (power top, $150 extra); Zephyr |—4-dr. sed., $2,362; hardtop, $2,468. Am-/| 8; $2,663.61. Grain finish on all station 
optional at $189 on Windsor Deluxe.) | Six 4-dr. sed., $1,890; Zephyr Six conv., | bassador Super—4-dr. sed., $2,412; 2-dr. | wagons, $80 extra. (Hydra-Matic optional 

| 


DeSOTO—Powermaster Six — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75. Fire Dome 
—4-ar. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv, $3,144.25; stat. wag., $3,381. 
(PowerFlite optional at $189 on all models. ) 

DODGE—Meadowbrook Six — 4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 

V-8—4-ar. sed., $2,175. 75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. ‘sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
to be announced; 
4-dr. 3-seat stat. wag., to be announced. 
Coronet V-8—4-dr. sed., $2,244.50; cl. cpe., 
$2,223; spt. cpe., $2,380.25; conv., £€2,- 
513.75; 2-dr. stat. wag., $2,517; 4-dr. 2-seat 
stat. wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced. Royal V-8— 
4-dr. sed,, $2,372.75; cl. cpe., $2,349; spt. 
cpe., $2,503; conv., $2,632.’ ( Gyro-Matic 
optional at ‘$130. 10 on Meadowbrook Six | 
and V-8. PowerFlite optional at $189 on all 
other models except Coronet Six station 
wagons. ) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr, sed., $1,641.59; bus. cpe., $1,537.33: 


stat. wag., $2,018.90. Oustomline 6—4-dr. 
sed., $1, 782. 69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4- ‘ 





$1,766.09; 2-dr. sed.. Coe, bus. cpe., 
$1,613.53; stat. wag., $2,095. Oustom- 
$1,858.35; ben sed., 

epe., $1,819.50; stat. wag., 
Orestiine 8—Victoria, $2,120.23; 


line 8 — 4-dr. sed., 
$1,809.45; cl. 
$2,266. 


76. 


$2,425. 
entry.) 
HENRY J — Corsair Four — 2-dr. sed., 


(Delivered at New York port of 
sed., $2,595; hardtop, $2,730. (Hydra-Matic 


optional at $178.85 on all models.) 


$1,399. Corsair Deluxe Six — 2-dr. sed., OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$1,561.18. $2,327.09; 2-dr. sed., $2,261.62. Super 88 
HUDSON—Jet—4-dr. sed., $1,858; 2-dr.|— 4-dr. sed., $2,461.71; 2-dr. sed., $2,- 


utility, $1,836.75. Super Jet—4-dr. sed., $1,- 395.25; hardtop, $2,673.39; conv., $2,852.59. 





954; 2-dr. sed., $1,932.75. Jet-Liner—4-dr. 98—4-dr. sed., $2,785.82; hardtop, 

sed., $2,056.60; 2-dr. sedan, $2,045.85. | $3,021.75; conv. $3,228.84; Fiesta sports 

Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,- | °°, $5,715. (Hydra- Matic standard on 

209.43; cl. cpe., $2,256.11. Super W: ae optional at $178.35 on all other) 
models. ) 


4-dr. sed., $2,465.84; 2-dr. sed., on Sea 28: 
cl. cpe., $2, 465.84; Hollywood, $2,704 
conv., $3,004.20. Hornet — 4-dr. sed., $2. 
768.86; cl. cpe., $2,741.99; Hollywood, 
$2,987.75; conv., $3,287.70. (Hydra-Matic 
optional at $178.03 on all models in Jet 
category. Borg- 
mission optional 
models. ) 

JAGUAR—Mark VII 4-dr. sed., $4,255; 
Mark VII 4-dr., sed. with automatic trans- 
mission, $4,450; hardtop, $3,875; modified 
hardtop, $4,075; conv., $3,975; modified 
conv., $4,175; open sports, $3,345; modified 
open ’ sports, $3,545. (Delivered at U. 8. 
ports of entry.) 

KAISER — Carolina — 4-dr. sed., §$2,- 
372.60; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; o-. 
Traveler, $2,618.55. Manhattan—4-dr. 
$2,649.63; club sed., $2,506.76. — 
$3,923.91. (Hydra-Matic standard on on Drag- 
on, aptional at $178.55 on other models.) 


PACKARD—Clipper—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, §2,- | 
805. Clipper Deluxe — 4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., £3,244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- | 
531; executive sed., $6,900; corporation | 
lim., $7,100. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 | 
on all other models.) 


PLYMOUTH — Plaza 4-dr. sed., $1,765: | 
el, a $1,727.25; bus. cpe., $1,617.50; 
stat. ® ors: Savoy—4-dr. sed., $1,- | 
872.50; a el, $1,835; cl. cpe., $1,842.50; | 
spt. cpe., 2.06 064; conv., $2,220; ‘stat. wag., 
$2,207.25. Belvedere—4-dr. sed., 91,003.55; | 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (ity-Drive optional at $145.80 on all | 


Warner automatic trans- 
at $178.03 on all other 





eames ancien Special — 4-dr. 
sed., $2,014.64; 2-dr. _ $1,956.36. Ohief- 


| 2-dr. 
| 382.88; stat. wag., $2,447.88. Commander 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed, $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim,, $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — sed., $2,699; 
conv., $2,899; Sunbeam Alpine _ sports 
conv., $2,999. Rover—sed., $2,899. (Deliv- 
ered at U. 8S. coastal ports.) 


STUDEBAKER — Champion Custom— 


| 4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 


Champion Deluxe — 4-dr. sed., $1,918.13; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe —4-dr. sed., $2,179.13; 
sed., $2,136.13; 5-pass. cpe., $2,- 


| Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
| $2,555.98; Land Cruiser 4-dr. sed., $2,- 
438.28. (Automatic Drive optional at $216 
on  enaenen $226.50 on Commander.) 
WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Falcon— 


| 4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 


| Aero Ace—4-dr, sed., $2,038.82; 2-dr. sed., 


$1,963.50. Aero Eagle—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862 70 
Soeesaen drive, $2,304.55); 6-cyl., $1,- 
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Auto Personnel 


(Continued from Page 22) 


ment methods and operations 
throughout the Department of De- 
fense, according to Deputy Secre- 
tary of Defense Roger M. Kyes. 


* = * 
Wooster Rubber Selects 


Snyder for Sales Post 


Appointment of Charles R, Sny- 
der, formerly assistant secretary and 
comptroller, as assistant general 
sales manager of 
Wooster Rubber 
Co. Wooster, 
O., manufacturer 
of Rubbermaid 
houseware_ prod- 
ucts, has been 
announced by 
James K. Buck- 
walter, general 
sales manager, 

Snyder joined 
the company in 
1949 as head of 
the cost accounting department. He 
previously had been with Dresser 
Industries and International Der- 
rick & Equipment Co. 


Firestone Appoints Sharkey | 


Manufacturers Sales Chief 
Appointment of J. D. Sharkey | 


as manufacturers sales manager 
of Firestone Tire & Rubber Co. | 
has been announced by H. M. | 
Taylor, vice-president in charge | 
of manufacturers sales. | 

Sharkey had been eastern di- | 
vision sales manager since 1949. | 
He joined Firestone in 1930. 

* * * 


Permacel Promotes Hally 
To Sales Planning Chief 


Permacel Tape Corp., New Bruns- 
wick, N. J., has announced the 
promotion of Albert A. Hally to 
director of sales 
planning. 

Hally, formerly | 
industrial sales| 
manager, will be | 
responsible for | 
the long-range | 
planning of sales | 
strategy, product | 
development, in- 
dustrial speciali- 
zation and sales | 
development pro- 
grams. 


| 





Cc. R. Snyder 


| 
| 








A. A. Hally 


Hally joined Permacel as Texcel | 
sales manager five years ago after | 


serving with Dennison Mfg. Co. 
~ * * 


Bemis Boosts Richards 

J. V. Richards has been appointed | 
manager of the Bemis Bro. Bag Co. 
plant in Brooklyn, N. Y., filling the | 
vacancy created by the death of | 
A. C. Ewer. Richards formerly was 
assistant manager. 

* * * 


Dealer Management Post 


At K-W Is Given to Wasil 


Stanley W. Wasil has been named | 
manager of dealer business man- | 
agement for the Kaiser-Willys sales | 
division, it is an- - | 
nounced by Roy 
Abernethy, gen- 
eral sales man- 
ager. 

Wasil, who 
joined Willys in 
1951 as assistant 
regional sales 
Manager in New 
York City, will 
work with dealers 
on management 
problems. 





“Ss. W. Wasil 


Wasil formerly was a field repre- | 
sentative for the motors holding 
division of General Motors for five 
years and was with Packard as | 
national business manager for six 
years. 





* * os 
Collins & Aikman Promotes 


5 Company Executives 
Promotion of five Collins & 
Aikman executives has been an- 
nounced by W. F. Bird, presi- 
dent, | 
D. F. McCullough, formerly as- 
sistant director of merchandising, 
has been advanced to the post.of | 
assistant to P. B. Baldwin, vice- 
president of sales and merchan- | 
dising. F, C. Crittenden, formerly | 
of the Chicago office, has been | 
transferred to New York to the | 
Position of assistant sales man- | 





ager of the furniture upholstery 
division. 

Bruce A, Alexander, who had 
been advertising and sales pro- 
motion director, has been as- 
signed to the Chicago sales office. 
Charles L. Conley, head of ac- 
count development, will add Alex- 
ander’s former duties to his own. 
Arthur A. Brendle will become 
manager of new product de- 
velopment and marketing re- 
search, 

* * * 


Nagy Is New Manager 
Paul Nagy has been appointed 
manager ef the Toronto branch of 

Brantford Coach & Body Ltd. 


* * + 


NASCAR Elects Otto 


Ed Otto, of South Orange, N. J., 
veteran promoter of auto and mo- 
torcycle racing, has been elected 
vice-president of the National Assn. 


| treasurer. 





cluding Bill France, of Daytona) | 


Beach, Fla., who was named presi- 
dent for the sixth consecutive year. 
+ * oa 


Weaver Promotes Biggs 


And Appoints Carroll 
I. A. Weaver, president of 


|Weaver Mfg. Co., Springfield, Ill. 


has announced the appointment of 


|A. A. Biggs as treasurer of the 


firm, and John M. Carroll as secre- 
tary. 
Biggs formerly was _ assistant 
Carroll had been as- 
sociated with a Springfield con- 
tractor. 

* * * 


Borg-Warner Ups Shattuck 


To Marbon Presidency 


Promotion of Robert Shattuck to 


|the presidency of Marbon Corp., 


Gary (Ind.) subsidiary of Borg- 
Warner Corp., has been announced 


by Roy C. Ingersoll, president of | 
| the parent corporation. 


Shattuck since 1944 had been 
vice-president and general manager 
of Marbon. As president, he suc- 
ceeds George P. F. Smith, whose 


for Stock Car Auto Racing. Direc-| retirement from this post will per- 


tors reelected all other officers, in-' mit him to devote full time to his| 





wa 


automatic 
overhead 


The new Weaver Car Washer is fast and eco- 
nomical to operate . . . boosts car washing vol- 
ume and profits. And, the additional customer 
contacts obtained lead to increased sales of 
gas, oil, tires, batteries, accessories, and serv- 


ice jobs. 


This Washer is suspended from beams or 
ceiling, and floor is clear of any obstructions. 
Automatic operation features make this equip- 
ment easily adaptable to varied manpower 
requirements. There is no excessive misting 
or splashing. No boots or aprons are needed. 
Operator can wash cars in regular work 
clothes .. . stop washer at any stage of cycle 








| Willett Urges Truck Research 


Establishment of research and educa- 
tional facilities to study the many special- 
|ized fields of truck transportation was 
urged in Chicago by Howard Willett jr. 
(right), president of the National Truck 
Leasing System, in a radio interview with 
Alex Dreier, NBC radio commentator and 
conductor of the program, “Man on the 
Go,"" sponsored by International Harvester 
Co. 


duties as president of the Norge di- 
vision of Borg-Warner. 

H. Hunter Gehlbach, assistant 
secretary and assistant general 





counsel of Borg-Warner, has been 


pecnosainae ¥ 





elected secretary of Marbon. E. R. 
Meyers, previously chief account- 
ant, now becomes Marbon’s treas- 
urer and assistant secretary. D. 
Morris Pratt has been reelected 
vice-president and sales manager, 

Marbon produces synthetic resins 
for use in mechanical rubber goods 
and in the paint industry. 


* * * 


Baskin Gets Appointment 


James E. Baskin, project engi- 
neer on the technical staff of the 
fiber glass division of Libbey- 
Owens-Ford Glass Co., Parkers- 
burg, W. Va., has been named dis- 
trict sales manager of an office to 
| be established at Cincinnati. 


* * * 


Snider Appointed 
Hulbert Forwarding Co., Inc., and 
|M. & G. Convoy, Inc., Buffalo, have 
;}announced the appointment of 
Joseph P. Snider, Ypsilanti, Mich., 
as Detroit traffic representative. 

* * od 


Kem Elects Brown 


Louis D, Brown has been elected 
|president of Kem Mfg. Co., Inc., 
Fair Lawn, N. J. He is a founder 
of the company and has been a 
' director since 1920. 
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MARCEAU RUIN CEL IPERS 





... be immediately available for other duties. 

Clog-resistant, non-corrosive, aluminum 
“Spray Arch” dispenses tempering spray, 
detergent application, and 4 clear-water 
rinses. Automatically stops for sponging inter- 


val and at completion of entire 


cycle. Unit 


requires no special drains, large inlet pipes, 
storage tanks, splash walls, or curtains. 
Moderately priced at only $825.00 complete. 
Get your order in now before the start 
of the year’s busiest car washing period. 
See your Weaver jobber or write us for 


Bulletin AN-710. 


. « Unit Lifts . 


. Wheel Dollys . . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . * 
Wheel Alignment Equipment . . . Headlight Testers . . . Brake Testers . . . Wheel 
Balancing Equipment . . . Jacks . . 


. » Cor Washers . 


. and Air Compressors. 














Buffalo Shows 'Em— 


Thomas C. Grisewood, chairman of the 
show committee, and Marjorie M. Baker, 
show manager, inspect car insignia which 
will serve as decorations for the Buffalo 
Automoible Dealers Assn.'s annual show 
Feb. 6-13. Besides all 1954 American 
cars, there also will be displays of im- 
ported autos. The show's motto will be 











LOUISVILLE.—The Kentucky 
Used Car Dealers Assn. has an- 
nounced a program for enforce- 
ment of a State law prohibiting the 
setting back, disconnecting, or in 
any way tampering with speedom- 
eters of autos to indicate less than 
actual mileage. 

At a meeting of the association, 
with 17 of 42 members in attend- 
ance, a resolution condemning the 
setting back of speedometers was 
adopted. 

Under State law a fine of $100 to 
$300 can be applied on conviction. 

The association also has launched 
a campaign for an automobile title 
law in the State, as a deterrent to 
stealing cars. 

The association, formed last De- 
cember, at its meeting elected the 
following: President, Robert L. 
Sanders; vice-president, Jeff 
Harvey; secretary, Haul Bauman, 
and treasurer, E. L. Merzweiler. 

In the arguments as to turning 
back of speedometers, H. T. Riggs, 
retiring president, said turning 
back speedometers appears to have 
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urer of the Texas Independent 
Automobile Dealers Assn. 

Bob Cosnahan, owner of Roberts 
Motor Co., was elected vice-presi- 
dent of the Houston group, and 
Aubrey Alford, of Aubrey Orville 
| Motors, was elected secretary-treas- 
es 


some dealers for years, The law is 
violated frequently, but is seldom 
enforced. 


Rhode Island Association 


Celebrates 17th Birthday 


PROVIDENCE, R. L—(UTPS) 
—The Rhode Island Independent 
Automobile Dealers Assn. ob- 
served its 17th anniversary with 
a dinner-dance, 

More than 200 persons at- 
tended. Sheldon H, Stiegel, presi- 


dent, was toastmaster. 
* + 


U. S. Withdraws Tax Claims 


Against Buffalo Partners 


BUFFALOW—The Government 
has withdrawn its claims for in- 
come-tax deficiencies and penalties 
totaling $86,042.55 for 1948 against 
the individual operators of Becker | 
Motor Mart. 

The deficiencies and penalties | ~ 
had been assessed against David 
and Frances Becker, 34 Blantyre | 
Hyman and Judith Becker, 
119 North Drive, and Herbert and 


rectors include Mullen, Vic Vickers, 
| Julian Pace, Frank Sheppard, Rex 
|Howard jr., Ike Culp, H. E. Dorr, 
| Virgil Owens, Wilbur Guillett, Lee 
Wright, Bob Tuttle and Jimmy 
Hicks, 


* * * 


New Miami Firm 
MIAMI. — Sunny Auto Sales has 
opened a lot at 250 N.W. Thirty- 


Members of the board of di-| 


' Sixth St. The company is operated 


by Harry Glass, formerly of New 
London, Conn., and Sy Cohen, of 


| Fall River, Mass. 


* * * 


Scales Bankrupt 
BOSSIER CITY, La.—Sammy O. 
Scales, used-car dealer here, has 
filed bankruptcy proceedings. He 


| showed assets of $2,200 and liabili- 


ties of $63,861.53. 


* * * 


Coast Partnership 
OAKLAND, Calif.—Ro Forster 
and Ben Anderson have opened a 
used-car lot at 4410 Broadway 
Forster has been a dealer for more 
than 10 years. 








“The World on Wheels.” been a standard practice among 








EASY INSTALLATION 


The Perfection Hydra-Power End Gate 
is designed for easy installation on any 
truck or trailer—and to save mounting 
time and costs. It has a large and ready 
market because its use reduces labor 
costs, employee accidents and cargo 
damage. Ramp-type platform - gate 
available in three sizes to meet all re- 
quirements. 





STOPS automatically at truck 
floor level. Gate may be 
stopped at any int between 
ground and truc oe Gate 
fas ced ‘ioaa “““ “ Superior Features of the 
Perfection Hydra-Power 


End Gate 


@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, and 
closing the platform-gate. 





@ Operating controls are conveniently 
located at the rear of truck platform; 
also can be operated from the gate 
itself—either by foot or hand. 


@ The 6” hydraulic cylinder with 11” 
stroke permits ample hydraulic power 
to lift maximum loads easily. 


LIFTS and holds a real load 
of 3,000 Ibs. max. Sturdy lift 
frame designed to prevent dis- 
tortion and sway of platform. 
Platform is well braced to give 
maximum rigidity. 


@ Precision-honed cylinder walls, and 
the use of patented hydraulic seals, 
eliminate by-passing of oil and “creep- 
ing” of platform. 





@ Safety devices prevent accidental 
dropping of gate, and assure a safe, 
uniform lowering speed—always 
under control. 


HYDRAULIC power quickly 
closes the rugged end gate. 
Self-locking devices hold plat- 
form-gate in raised and closed 
positions without use of posts 


or chains. For literature—write Dept. A-123. 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY CO. 


GALION, OHIO 


PERFECTION 


TRUCK BODIES and <¥ at) 
MS INTELL Ni PB. 


os 


JNITS 











Frances Dreyfuss, 162 Sanders Rd. 


|David and Hyman Becker, broth- 


ers, and Dreyfuss were equal part- 
ners in the company. 
* Bd 


N.Y. Dealers Urge 
Legislature to 
Pass Title Law 


NEW YORK. — Adoption of a 
state title law to protect both used- 
car dealers and the public was 
urged in a resolution passed at a 
special meeting of the New York 
Used Car Dealers Assn. 

Addressed to Gov, Thomas 
Dewey, Commissioner of Motor 
Vehicles James A. MacDuff, the 
State Senate and the State As- 
sembly, the resolution stated that 
dealers and customers are losing 
millions annually through the 
purchase of stolen or mortgaged 
used cars. 

The Governor and the Legis- 
lature were urged to do “every- 
thing in their power” to secure 
passage of the title law or some 
other law to offer protection. 

The resolution concluded that 
such a law should require an owner 
wishing to sell his car to declare 
under oath the existence of any 
liens against the vehicle. It should 
also provide that any person who 
fails to make out a certificate of 
title or takes a false oath shall be 
guilty of a misdemeanor, the re- 


solution said. 
*~ On cd 


Forgery, Bad-Check Charges 


Net Marvel 2 Years in Prison 


BALTIMORE.—James H. Marvel, 
former Towson (Md.) used-car 
dealer, has been convicted here on 
charges of false pretense, passing 
a forged auto sales contract and 
issuing a $4,000 bad check. He was 
sentenced to two years. 

Marvel asserted that the alleged 
offenses were merely part of the 
used-car business and denied any 
guilt. 


* * * 


U. S., Butler Motors Reach 


Compromise in Tax Case 


PHILADELPHIA.—Internal rev- 
enue officials have announced a 
compromise settlement of a $235,- 
764 income tax against Howard C. 
Franklin, used-car dealer here. 

The agreement provides that 
Franklin, operator of Butler Mo- 
tors, must pay the Government 
$80,000 within five years. 

Franklin was sentenced to five 
months in April, 1952, and fined 
$5,000 for evading an estimated 
$31,059 in income taxes for 1945 
and 1946. His tax deficiencies to- 
taled $95,993 for 1944 and 1946 
through 1950. The remainder of the 
$237,764 case against him repre- 
sented interest and penalties. 

* * a 


Houston Dealer Group 


Elects Henry President 


HOUSTON. — Percy Henry, head 
of Percy Henry Independent Motor 
Sales, has been elected president of 
the Houston Independent Automo- 
bile Dealers Assn. 

Elevated from vice president by 
acclamation, he succeeds Boyd 
Mullen, president for two years. 

Henry recently was elected treas- 
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SAFELY 
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DOOR 
CLOSING 
MECHANISM 


UNDERFLOOR 
CARBON MONOXIDE 
REMOVAL SYSTEM 


UNDER-FLOOR VENTILATING 
SYSTEMS now improved with the 
automatic door-closing feature! 
Prevents bruising of tires and 
accidental damage to open doors; 
protects workers and customers from 
tripping or falling. Foolproof, self- 
acting trip securely closes floor 
panel when tube is retracted. 






There's a CAR-MON 
Safety type for every 
layout: 
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‘ax Pressure On in Many States... 





New Gas, Truck Bites 
Eyed for Highways 


SS. pressure is re- 
ported in many states for 
higher gas and truck taxes and for 
increased borrowing to finance 
highway modernization programs. 

To improve Colorado’s high- 
ways, a bill is scheduled for con- 
sideration in the 1954 Legislature 
that will impose $3,650,000 in new 
taxes on the trucking industry. 
Also, Gov. Dan Thornton’s 1953 
recommendation that highway 
revenue anticipation bonds be 
issued, may be revived. 

Kentucky lawmakers next year 
will consider a suggestion of the 
Good Roads Federation for financ- 
ing a $162 million road improve- 


ment program. 
*” * 


* 
ICHIGAN State Senator Has- 
kell L. Nichols, who heads the 
Senate State highway study com- 
mittee, has indicated that current 
gas and weight tax revenues are 


insufficient and that another sur- | 


vey of State highway needs will 
soon be requested of the Legisla- 
ture. 

This study would also cover the 
possibility of expanding the pro- 
posed Michigan toll road program. 

An anticipated Mississippi 
legislative proposal calls for a $30 
million bond issue for secondary 
roads, The bond issue, suggested 
by Gov. Hugh White, would be 
amortized by the State’s present 
seven-cent gasoline tax. 

A New York State Commission 
on Highway Financing report is ex- 
pected soon which will recommend 
a gas tax increase and possibly 
additional highway use taxes to 
finance a construction program. 

* * oe 
RECURRENT rumor is that 
Gov. Thomas Dewey plans to 

support a $2.8 billion highway pro- 
gram with a two-cent gasoline tax 
increase. Borrowing would also be 
required to finance a plan of such 
proportions. 

In Virginia a legislative sub- 
committee has recommended that 
the gasoline tax be upped from 
six to seven cents for road con- 
struction. Such a tax would yield 
more than $8 million although 
there is considerable opposition 
to it. 

Ohio legislators will convene in 
January to implement a $500 mil- 
lion highway bond issue approved 
by the voters in November. This 
money, together with an expected 
$43 million in new highway rev- 
enues, will be used for arterial 
routes and urban extensions. 

. + * 

P TO $500 million may be re- 

quired to finance an adequate 
Louisiana highway construction 
program, it has been estimated by 
State Senator James D. Sparks, 
chairman of the State legislative 
council’s highway committee. A 
survey of Louisiana’s road require- 
ments is now being conducted and 
will be completed next September. 

An initiated proposal to raise 
highway revenues will probably 


be placed on the ballot in North 


Dakota next year. It would call 
for a one-cent gas tax, the ear- 
marking of some sales tax rev- 
enues for road construction and a 
five-mill general tax levy. 

A bond issue and a one or two- 
cent increase in Minnesota’s five- 
cent gas tax has been proposed to 


finance road modernization. 
* - 


* 
KLAHOMA Gov. Johnston Mur- 


ray has agreed with the State | 


Legislature that highways will be a 
major issue for the 1955 legislative 
session. 

Murray observed recently, “The 
money to build roads will have to 
come from those who use the 
roads, either by tolls or other 
taxes.” 

The Oklahoma State highway de- 
partment has estimated that it will 
take $740 million to bring the 
State’s highways up to standard. 

Montana highway user levies 
were boosted this year but they are 
preving inadequate, indicating that 


new revenue measures may be in 


the offing. 

ag * * 
AFRHODE ISLAND highway 
-% study committee has recom- 
mended an immediate start on a 


|master highway plan and the ap- 
propriation of $5 million more 
|}annually for road construction. 
Such an increase would require an 
appropriation boost. 

Texas State Highway Commis- 
| sion Chairman E., H, Thornton jr. 
| has warned that the only al- 
ternative to providing more 
money for highways and streets 
would be to limit the number of 
cars and trucks. 


in Arizona, Florida, New Jersey, 
Tennessee, West Virginia, Wyo- 


| vania. 


* * 


| Kansas Legislators to Draft 
|Compulsory Legislation Bill 


A committee of the Kansas State 
Legislative Council is planning to 
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a Wagner 


Because of their 


Wagner Air Brakes are the first choice of large 
fleet operators everywhere—Operators who 
know that expensive rolling stock and valu- 
able payloads must be protected if operations 


One of the outstanding features of Wagner 
Air Brakes is the famous Rotary Compressor. 
Known for its troublefree operation, it utilizes 
the rotary system assuring an abundance of 


smooth flowing compressed air at all times. 


For real brake economy equip your fleet with 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID... NoRol ... CoMaX BRAKE LINING ... AIR 
. .TACHOGRAPHS ... ELECTRIC MOTORS ... TRANSFORMERS ... INDUSTRIAL BRAKES 


Highway needs and financing | 
methods are also now being studied | 


ming, North Carolina and Pennsyl- | 






All eighty units in the 
Pontiac Auto Transport Company 


Fleet are fully equipped with 
WAGNER AIR BRAKES 4 


“save us real money!” 


SAYS CARL COPELAND, GENERAL MANAGER OF PONTIAC 
AUTO TRANSPORT COMPANY BUFFALO, N. Y. 


are to be safe and profitable. 


Wagner Air Brakes—or when ordering new 
vehicles specify WAGNER. 
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mended a speed limit of 65 miles 
an hour for cars on State highways. 
A bill proposing such a limit was 
unsuccessfully introduced in the 
1953 Illinois Legislature. 

Bibb said he also favors a 55-mile 
limit at night. He advocated that 
trucks be limited to 40 miles an 
hour in daylight and 35 after dark. 

Existing [Illinois law prohibits 
cars from exceeding a speed that 
is “reasonable and proper,” consid- 
ering traffic conditions. The speed 
limit for trucks is 45 miles an hour. 

* * x 


Wis. Safety Parley Planned 


As Legislature Fails to Act 


Gov. Walter J. Kohler of Wiscon- 
jsin is planning a highway safety 
conference with civic organizations, 
since the Legislature has departed 
from the capital without taking 
action on proposed measures. 

Depending on the results of that 
|conference, the governor said he 
would not “hesitate” to recall the 
Legislature into special session. 

Kohler wants an enlarged traffic 
|patrol to enforce the law, a 
stronger driver licensing statute 
|}and a more thorough driver exami- 
nation. 


aay ee | 








| McKellar Cadillac in New Home— 
| A modern building, with all offices and showrooms air-conditioned, is the new home 
lof McKellar Cadillac, Inc., Orlando, Fla. A complete used-car operation has been 
integrated into the premises—all under cover. 


draft legislation calling for com- | financed by a nominal charge, of 
pulsory motor vehicle inspections. | which about 10 cents would go to 
Senator E. Bert Collard, Leaven-|the State for administration and 
worth, chairman of the council’s | a windshield sticker. 
roads and highways committee, | ae 
said the committee was impressed | []linois Safety Chief Asks 


with the Pennsylvania inspection | 65-Mile Speed Limit 


law, which requires semiannual in- 
spections at State-licensed garages.| Illinois State Public Safety Di- 


* 





He said the Kansas plan would be | rector Joseph D. Bibb has recom- 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


Then War Came... 


Blues - shouters have notoriously 
short memories, says Benny 
Roberts, sales manager of Ray 
North, Inc, (Ford), Detroit subur- 
ban dealership. 

“Sure, things are tough now,” 


ago.” 


MR. USED CAR DEALER: 


forgets how tough things really 
were in the spring of 1950. If it 
hadn’t been for the Korean war, 
what we're experiencing now 
would have hit us three years 


at the moment. He bases this on 
three points: 

1. He has only a 15-day supply of 
new cars on hand. 

2. Of 200 new cars sold last 
month, the smallest dollar profit 


Roberts says he is inclined to|was $125, and the average was 
Roberts says. “But everybody | think the market is brightening up| “considerably more.” 


Heres how to Keep a Bum Title from 






If one ever slipped onto your lot, Mr. Dealer, 
you know how fast a bum title can beat the 
sell right out of a car . . . you know what a 
migraine it can cause in the bookkeeping de- 


beating the sell out 


of your cars.... 


of sound titles for every car you buy. 
Buy ’em at Fidelity Title-Insured Auctions. 
Then if you accidentally get hold of one 


7, 1953 


3. It has suddenly become easier 
to wholesale used cars. 
> * * 


Oh-Yeah Department 


“A guy sure hears a lot about 
today’s salesmen not knowing how 
to sell,” the sales manager said, 
looking out at his used-car and 
storage lots. 

“Well, I have some of my own 
ideas. 

“I got a pretty good bunch of 
boys here. One of them has been 
selling new cars only a couple of 
months. He wrapped up 37 deals 
last month, ‘Ah, but the old- 
timers,’ you say, ‘they really 
know how to sell.’ 

“I got a guy here that’s been 
selling cars 25 years, He ‘knows’ a 
lot about selling cars. 

“He ‘knows’ you can’t sell more 
than 15 cars a month. 

“He ‘knows’ the factories are 
building more cars than we can 
move. 

“He ‘knows’ everybody wants a 
discount. 


“He ‘knows’ he doesn’t get 


| submarine 
| money. 
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them until you have closed the 
deal.” 
* 


Lots of Flakes Falling 


Another dealer, not quite so 
enthused about the used-car 
business, says he hasn’t seen any- 
thing but “flakes” on his lot for 
the past two weeks. 


“Sure, we’re getting lots of 
traffic. You could sell them a 
if they had any 


“It’s these fellows and the couple 
looking for a car for a neighbor 
that give you the heeby-jeebies. 
You spend an hour showing them a 
car, but they won’t deal unless their 
|neighbor is with them, Once the 
|neighbor comes to the lot he 
doesn’t like the color of the car his 
friends picked, so you spend more 
time trying to get him into some- 
thing he can afford. You spend five 
|hours closing he deal and if you 
;}make $20 you’re lucky.” 

+ * * 


| Ads Get Blame, Too 


“These dealers that run screwy 
ads and offer late-model cars at 





enough floor time. 


“He ‘knows’ what he can do with 
it, as far as I’m concerned.” 
- > * 


Late Flurry 


The sales manager of a De- 
troit-area Chrysler - Plymouth 
dealer, whose showroom is filled 
with 1954 models, says he is mak- 
ing better deals on ’58s right now 
than he did earlier in the year. 

And with ’53 and ’54 sales com- 
bined, the first two weeks of 
November have comprised the 
best first-half-month sales record 
of the year, he says. 

“Don’t ask me why the ’58s are 
panning out now,” he says. “All 
I know is that they are.” 

cd * * 


No U. C. Blues Here 


Despite cries of recession and 
poor business by many used - car | 
dealers in the Detroit area, there | 
is still one used-car manager who 
believes the trade has an optimistic 


rediculously low prices aren’t help- 
ing the trade either,” said another 
| dealer. 

“A potential customer will go to 
one of these lots, look at the car 
offered, find it isn’t worth the ad- 
vertised price, and the first thing 
you know he’s hot as a firecracker. 
He goes to another lot with a chip 
on his shoulder and is out to beat 
you before you can even offer him 


|a deal.” 
* * * 


For Want of a Nail... 


There is, in Detroit, a dealer for 
one of the Big Three who ventures 
the opinion that the parts setup of 
his factory is not all that it might 
be. 


The factory is less than 20 
miles from his dealership. In his 
body shop rests the car of a 
customer, damaged slightly in a 
collision. A new fender was in- 
stalled from the dealer’s own 
stock. He had no fender brace, 
though, so he called the factory. 





future. 

He’s Al Reese, manager of Ray 
Whyte Oldsmobile - Chevrolet Co.’s 
used-car lot at Eight Mile Rd. and 
Gratiot Ave. 

“It’s all in the attitude you 
take,” says Reese. “If you admit 
defeat, you’re through. If there 
ever was a time you had to be 
optimistic, it’s now.” 

While many dealers were com- 
plaining over the approach of 
winter and a general drop in 
business, Reese and his salesmen 


Immediate shipment of the brace 
was promised. 

Three days later, he called again. 
Another promise. A week later, an- 
other call, another promise. 


Ten days have elapsed. Another 


call, another promise. Still no 
fender brace. 
The car sets in the shop. 
*” ~ * 


Financing Big Hurdle 
The bugaboo of finance compa- 





partment. And if it hasn’t happened to you, 
that’s no guarantee it won’t. Just ask the 
man who’s had one. 


mortgage, or 


that’s hot, one that’s fraudulently pos- 
sessed, one with prior existing chattel 


one with prior existing lien, 


just yell for the Fidelity Man. He'll pay 


BUM TITLES NO PROBLEM AT FIDELITY 
TITLE-INSURED AUCTIONS. 


Here’s the one way, Mr. Dealer, to be sure 


your claim pronto . . . and you won’t be 


out a dime. Fidelity guarantees it. 


BUY 100% SAFE AT THESE FIDELITY TITLE-INSURED AUCTIONS 


Baker Auto Auction Gulfport Airport, Gulfport, Miss. Thur. 
Capitol Auto Auction 4365 Florida Ave., Baton Rouge, La. Fri. 
Cofield Auto Auction Boaz, Ala. Mon. 
Columbus Auto Auction 2603 Cusseta Road, Columbus, Ga. Thur. 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Mon. & Fri 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Mon. 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tues. & Fri. 
Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. Wed. 
Lebanon Auto Auctions, Inc. State Highway 29, N. Plainfield, N. J. Wed. 
Louisville Auto Auction 3601 S. 7th St. Rd., Louisville, Ky. Tues. 
Middle Georgia Auto Auction Eastside Highway, Macon, Ga. Wed. 
Montgomery Auto Auction 729 N. Court St., Montgomery, Ala. Wed. 
Southern Auto Sales Rt. 5, Warehouse Point, Conn. Wed. 
Tinnin Auto Auction Buckwalter Stadium, Meridian, Miss. Tues. 


MR. AUTO AUCTION OWNER: It’s well worth the few minutes it takes t 


© find out exactly and quickly 


how the Fidelity Man builds bigger volume for you. Write, wire, or call today. 


FIDELITY INSURANCE COMPANY 


OF TENNESSEE 


204 Stahiman Building 


Nashville, Tennessee 


continued to push cars. A check | Mies rejecting deals can really hurt 
of the ledger showed more sales|# dealer who handles trucks, says 
for the first three weeks of No-| the sales manager of a Detroit-area 
vember than in the entire month | dealership. 

of August. November sales also| “You can’t blame them for being 
were better than September or Oc-/| wary,” he says. “Here’s why: 
tober. Profits, however, were not “Take a truck that lists at $5,- 
as good in November as three| go90, The dealer figures to make a 
months previous, Reese admitted. bill on it, and sell it for $4,400. 
" Reese showed his optimism when| The buyer finances, $3,000, and 
e said: the minute he drives his new 


“There is the same amount of | truck out the door it’s worth less 
people now as there were six | than what he owes on it. 


—  . Tenis aan “So he drives it for six months, 
they have approximately. the |the freight business falls off, and 
same amount of money. They | the finance company holds the bag 
may be a little more reluctant to |f°F $2,400 with a truck that 
buy, but that means you just |W°uldn’t bring $1,800 on the retail 
have to get out and push a little | US¢d-truck market. 

harder.” The s.m.’s solution to the 


Reese also believes in having| problem is to channel all his auto 
his salesmen pound the bushes.| paper through one source, On the 
“That’s the only way you can sell | basis of that volume, he says, that 
cars today. You’ve got to go out/| financial firm is willing to take the 
and bring them in. Then keep after ' heavy risk of “some” truck deals. 





Getting Ready to Introduce the ‘Star'— 


“Four Star Premiere,” a dramatic television production, was staged by Detroit-areo 


Nash dealers over WW4J-TV in connection with the introduction of new models. H. C. 
Doss (second from left), sales vice-president, is welcomed by Jim Deland, master o! 
ceremonies, prior to presentation of the 1954 Rambler. 
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—Coming Events= 


Dealer Conventions 
Jan. 9-13 — NADA convention, Miami 
Beach, Florida. 
May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 


Sept. 12-14—New York State Automobile 
Dealers' Convention, Saranac Inn, Sar- 
anac, New York. 

* 2 


Dealer Auto Shows 


Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 23-30 — Baltimore Automobile Show, 
Inc., 5th Regiment Armory, Baltimore, 

Md. 

Jan. 29-Feb. 7— Portland Motor Show, 
Portland, Ore. 

Jan. 30- Feb. 7—Greater St. Louis Auto- 
motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 

Jan. 31-Feb. 6—Syracuse Auto Show, 
Syracuse War Memorial Bidg., Syracuse. 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. 

Feb. 9-13 — Elmira Auto Show, New York 
State Armory, Elmira, New York. 

Feb. 13-2I—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Feb. 13-2I—Indianapolis Auto Show, Man- 
ufacturers Bldg., State Fair Grounds, 
Indianapolis. 

Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 

Feb. 20-28—4|st Detroit Auto Dealers Asso- 
ciation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2i—Chicago Auto Show, 
national Amphitheater. 


Union Urges U.S. 
To Back Trailer 
Shipments by Rail 


Inter- 








WASHINGTON.— The Brother- | 
hood of Railroad Trainmen has | 


called upon the Defense Transport 
Administration to indorse as public 
policy the shipment of truck trail- 
ers by railroad flat car. 

W. P. Kennedy, international 
president of the 215,000 - member 
union, made public a letter to 
James K. Knudson, DTA admini- 
strator and member of the Inter- 


state Commerce Commission, in| 


which he asks the DTA to “investi- 


gate the trailer-on-flat-car idea with 


the ultimate purpose of declaring a 
public policy supporting it as vital 
to the national defense.” 

Noting that Knudson had recent- 
ly demanded that the nation’s rail- 


roads add another 80,000 freight) 


cars to their rolling stock, Kennedy 
asked, “If your agency can urge 
the carriers to buy more freight 
cars, why not also urge them to 
embrace the trailer-on-flats oper- 
ation as a means of promoting 
transportation efficiency in the 
interest of national defense?” 

The trainmen’s union recently 
embarked on a national campaign 
to promote the trailer-by-flat-car 
idea. The New York, New Haven 
& Hartford Railroad, which has 
had such an operation going for 
some years, now runs three such 


trains daily between Boston and| 


New York in both directions. 

That road, however, only ships 
one trailer per flat car. A flat car 
newly developed by General Motors 
carries two of the largest size 
trailers. It is contended that this 
new car will make “train truck- 
ing” a profitable operation for all 
railroads. The New Haven Railroad 
recently stated that it was making 
a satisfactory return on its “Trail- 
iner’ service and that truckers 
liked the service. 

Kennedy asserted that despite 
today’s general railroad prosperity, 
the industry’s position in the total 
transportation picture has been 
steadily slipping. 

“Everyone,” he wrote, “will agree 
with you that an active and 
healthy railroad industry is vital 
to national welfare and defense.” 

Kennedy claimed that the in- 
dustry’s downward trend has been 
“largely due to inroads of the over- 
the-road truck which has com- 
petitive advantages in taxes and 
other cost items.” 

“The carriers, however, have algo 
contributed to the decline by an 
apparent unwillingness to compete 
on the basis of service,” he said. 

“Whatever the reason, the result 
has been a general undermining of 
the future prospects for our great 
railroad industry.” 








Jan. 





March 26-28—Lewiston Auto Show, Lewis- 


ton, Idaho. 
March 27 - 28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 


Kansas. 
April 3-7 — Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, 


Ohio. 
April 3-11— Quad-City Autorama, Rock 
Island Armory, Rock Island, Illinois. 


April 17-25 — Seattle Auto Show, Seattle 
Civic Auditorium. 
April—Denver Auto Show, Denver Munici- 
pal Building, Denver. 
es = * 


General 
Dec. 7 and 10— Motor & Equipment 
Wholesalers Assn. Convention, Conrad 
Hilton Hotel, Chicago. 


Dec. 8-9— Automotive Service Industries 
Executive Booth Conferences, Navy Pier, 
Chicago, Illinois. 

es * 
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Jan. 9-13—7th Annual NADA Shop Equip- 
ment Exposition, Portico Annex, Munici- 
pal Auditorium, Miami Beach, Florida. 

Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 

10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte - Hadden 
Hall, Atlantic City, New Jersey. 

Jan. 11-13—Truck Trailer Mfgs. Assn. An- 
nual Convention, Boca Raton Hotel, 
Boca Raton, Fila. 





Signal-Stat Class A—Type 1 Lamps, America’s finest, most 
popular directional signal lamps for commercial vehicles, 
are now available in two sizes: King-Size (SIGSTAT) and 
Regular (ACRYSTAT). Lamps of either line are identical in 
quality—differ only in size and price. Both lines are available 
either with or without the famous, unconditionally guaranteed 





Jan. 11-15 — Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 23-31—Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 

Jan. 28-29—I5th Annual Meeting, National 
Council Private Motor Truck Owners, 
Inc. Conrad Hilton Hotel, Chicago, Ill. 

Feb. 8-11—Automotive Accessories Manu- 
facturers of America Exposition,. Navy 
Pier, Chicago. 

March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7 — Pacific Automotive 
Seattle Civic Auditorium. 

April 5-7 — American Society of Lubrica- 
tion Engineers, Netherlands-Plaza Hotel, 
Cincinnati, Ohio. 

June 6-11 — Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
and Ritz-Carlton Hotels, Atlantic City, 
N. J 


Show, 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National Tractor Meeting), 
Schroeder Hotel, Milwaukee. 

Sept. 15-17— National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Week of Oct. 18 — Society of Automotive 
Engineers, Nafional Transportation 


Meeting), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5—Society of Automotive Engi- 
neers 
Meeting), 


and Lubricants 


(National Fuels 
Tulsa, Okla. 


Mayo Hotel, 


Signal-Stat ““BURN-OUT-PROOF” Switch. 


KING-SIZE siIGstTaT 


(4%” DIAMETER) OPEN ILLUMINATED LENS 
AREA OVER 14 SQ. IN. 








Lowest-Priced Car in the U. $.7— 


The new British Standard Cadet has been introduced in this country through Fergus 
Motors, Inc., New York, distributor for Standard-Triumph Motors. Fergus claims that 
| the four-door sedan is the lowest-priced car in this country, delivering for $1,387 in 
| ports of entry. It has four forward gear ratios, equal to an overdrive, without extra 
| cost and is said to go 50 miles to the gallon. There is room for four passengers as 
| well as luggage space. Directional signals are included in the price. 





| Wondering how new-car and truck production and sales are making out? AUTOMO- 
| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Your choice of Signal-Stats... 


King-Size or Regular 


{ \ 
| SIGSTAT and ACRYSTAT | 
; Class A—Type 1 Signal Lamps | 
| «are approved and legal in all | 
| 48 States and the District of | 
| Columbia. ! 
\ } 
Oe it se Sh ae 


I 


(4” DIAMETER) OPEN ILLUMINATED LENS 
AREA OVER 12 SQ. IN. 








No. 6S Flange 
(semi-flush) type 


No. 6D Flange (flush) type 
with lens recessed beyond 
the flange 


@ 


No. 7X Single Face 
flat-back type 








No. 8 Double Face 


€ 


No. 7 Single Face 


No. 6 Flange (flush) type 








SIGNAL-STAT 


No. F-700 “"BURN-OUT-PROOF" Switch 


This dependable switch is the favor- 
ite of fleet operators. 
Flasher. Has two pilot lights: one for 
fr 
SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Avenue, Brooklyn 11, N.Y, 


ont signal lamps,the other for rear signals. 


eo 


Gunite tees No. 18 Double Face 


@ ° 


No. 16D Flange (flush) type No. 17 Single Face 
with lens recessed beyond 
the flange 


@ @ 


No. 16X Single Face 
No. 16 Flange (flush) type 


Signal-Stat 









LHE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
FOR COMMERCIAL VEHICLES 


Furnished with 
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| take them away at any price. Nor 


N. Y.’s Farlow Raps Dealers and Makers. . . 





‘Sell Harder... Build Smarter’ 


NEW YORK.—“Why aren’t we 
enjoying profitable business?” asks 
J. W. Farlow, executive vice-presi- 
dent of the Automobile Merchants 
Assn. of New York, in the organi- 
zation’s latest bulletin. 

Farlow said that with unit 
sales going as well as they are 
for this season, it is too bad that 
there is not more, or at least 
some profit at the end of the 
month. 

He commented, “For some 
dealers, October was as good or 
better than any month of the year, 
unitwise, but when these dealers 
saw their statements, they reached 
for the smelling salts. 

“We can go back a long way in 
this business, and, throwing out 
those several hectic postwar years 
when the public would buy any- 
thing with four wheels, never at 
this time of the year have we seen 
more customers wanting to buy 
new cars.” 

Farlow admitted that they want 
to buy as cheaply as possible, but, 
he said, that’s human nature. 

“How many of these customers 
would still have a terrific desire 
to buy if the bargains weren’t 
around?” he asked. “We think 
there would be plenty.” 

Farlow continued, “The reason 
given by the dealers for this un- 


| profitable picture is overproduction. 
|The reason propounded by the 
manufacturers is poor selling by 
the dealer. Maybe it’s a little of 
both. 


| “Doesn’t it seem strange that 
| manufacturers who just a few 
months ago were telling dealers if 
they had more than 10 days supply 
of new cars on hand, no more 
would be shipped, but now don’t 
seem to care if the dealer has 10 


months supply on hand?” 
Farlow mentioned a factory 





Firestone Car Tires 


Now ‘Smogproof’ 


AKRON.—Use of a new mate- 
rial in tires to protect them from 
being attacked by smog, chemical 
fumes and smoke was disclosed 
last week by Raymond C. Fire- 
stone, research vice-president of 
Firestone Tire & Rubber Co, 

The new material, he said, is 
mixed with rubber and other 
chemicals and, after the tire is 
put into use, provides a film-like 
coating over the sidewall and 
other parts of the tire. 

All Firestone car tires, he 
added, are now being manufac- 
tured with the new material, 











““delivers the goods’’ 


from survey tft 


BORROUGHS FLEXI BINS are built to give the greatest accessi- 
bility, quickest adjustment and fastest stockroom service. They make 
inventory-taking easy. Flexibility, dependability and efficiency are built 
into every unit. Borroughs distributors offer you the following complete 
service: 





Complete survey service 


four stockroom may be brand new, 
requiring a complete new bin system . . 
or you may want your present one 
rearranged and made more efficient. 
Regardless of your storage bin prob- 
lem, our engineers can show you many 
economies that will mean genuine sav- 
ings for you. 


Plan-o-graphing service 


Here’s another job where our engineers 
can be of real service to you. Not only 
will they show how best to use your 
present floor space for top efficiency, 
but they will also furnish plan-o-graphs 
for revising your present bin system, or 
for an entirely new system. 





Prompt delivery service 


Your job is always the most important 
to us. We know that you must have 
your stockroom ready for business on 
such-and-such a day... and it’s up to 
us to see that your storage bin system 
is ready when you want it. Yes, you 
can bank on a promise from us. 


Efficient installation service 


Planning is one thing—and working to | 


that plan is another. We do more than 
make deliveries...our installation en- 
gineers are on the job to correctly and 
completely install your Borroughs sys- 
tem—the most efficient and economical 
storage bin system that money can buy. 


Send for catalogue and name of your nearest distributor 


BORROUGH § Mis. company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazeco, Michigan 





official who was quoted recently 
as saying that the automobile 
business was a seasonable business, 
and that the dealer shouldn’t hope 
to make as much profit now as he 
made in the spring months. Farlow 
said that if this is a seasonable 
business why shouldn’t the manu- 
facturer produce on a seasonable 
basis? 

“And if these are less profitable 
months for the dealer — why 
shouldn’t they be the same for 
the manufacturer? Aren’t we,” 
he asks, “on the same team? 
Where would one be without the 
other? If the dealer doesn’t sell 
cars, how long could the manu- 
facturer build them and vice 
versa?” 

Farlow said there is also the 
dealers’ side of the question, which 
is where poor selling comes into 

the picture. 


to announce in bold advertisements 
that he has 186 new cars on hand 
that nobody will buy—come in and 


34 Dealers Picked 
By Fla. Group for 
Directors’ Posts 


MIAMI.—Thirty-four dealers have 
been elected to the board of di- 
rectors of the Florida Automobile 
Dealers Assn. They include: 

First CONGRESSIONAL DistricT — 
Eugene R. Elkes, Tampa; James L. 
Ferman, Tampa; W. J. Grant, St. 
Petersburg, and M. N. Kenyon, 
Clearwater. 

Seconp District — William Catlin, 
Jacksonville; Walter A. McRae, 
Jacksonville; Bruce S. Quigley, 
Orange Park, and Q. I. Roberts, 
Green Cove Springs. 

Tuimp District — Newman C. 
Brackin, Crestview; C. C. Harrison, 
Marianna; Ed Lee, Pensacola; 
Marion G. Nelson, Panama City, 
and W. Theo Proctor, Tallahassee. 

FourtH Districr—Leo J. Adeeb, 
Miami Beach; Thomas P. Cald- 
well, Coral Gables; Charles B. 
Tutan, Miami, and John F. Zeder, 
Miami. 

FirtH Districr—H. L. Butler, 
Leesburg; A. P. Clark, Orlando; 
Emmett Gardner, St. Augustine, 
and Wilson P. Turnipseed, Ocala. 

SrxtH District — Harold C. Case, 
Fort Myers; E. H. Cochrane, West 
Palm Beach; George W. King, Fort 
Lauderdale, and J. W. Sneed, Fort 
Pierce. 

SEvENTH Districr—M. V. Altman, 
Sarasota; Horace Jones, Lakeland; 
John M. Pate, Winter Haven, and 
J. H, Whitfield, Lake Wales. 

EicHtH District — Latham Davis, 
Gainesville; Wiley Grantham, Live 
Oak; K. Griner, Cross City, and 
A. J. Rountree, Lake City. 

Directors at large are J. Saxton 
Lloyd, NADA director for Florida, 
and Stanley Peeler,: past president 
of the Florida association. 











Clark Equipment 


Starts Leasing 


BUCHANAN, Mich. — Clark 
Equipment Co., manufacturer of 
industrial fork-lift trucks, towing 
tractors, straddle carriers and re- 
lated materials handling 
equipment, has started a low-cost 
equipment-leasing program, ac- 
cording to W. E. Schirmer, vice- 
president. 

Schirmer said the program is 
being offered as a service to that 
segment of industry which has 
|need of a leasing arrangement in 
|order to free working capital. 

Under the program, equipment is 
leased to the customer for a three 
or five-year period, with each 
annual rental, payable in monthly 
installments, being a declining 
amount based on the approximate 
value of a machine of varying age. 
Included in most lease agreements 
is the dealer’s regular preventative 
|maintenance contract. 


Boyer-Nash Opens Lot 
Boyer-Nash Motors, Inc., 722-26 
N. Santa Fe, Salina, Kans., has 
| opened its new used-car lot. Sixty 
cars were sold over the first week- 
end. 





“It surely isn’t intelligent sell- | 
ing,” he stated, “on a dealer’s part | 


|is it smart merchandising to ad- 
| vertise a discount greater than 
| your gross profit, or blitz sales or 
| misleading comeon gimmicks, 

| “Nor is it good to have your 
salesmen approach a customer 
with ‘If you like that car I can 
save you $500.’ Maybe we can sell 

a little harder, and the manu- 
facturer will build a little 
smarter—maybe.” 

Farlow concludes that there 
seems to be a lot of automobile 
business around. “Let’s try to get 
|} our. share profitably. And _re- 
member, good sound merchandising 


| continue to do so long after today’s 
‘blitzes’ and ‘gimmicks’ have been 
forgotten.” 





and selling will move cars now, and | 


N. Y. Registrations 
‘Top °52 Record 


| ALBANY. — New York State 
|motor vehicle registrations for the 
first nine months surpass the pre- 
vious record high for a full year. 

Commissioner James R. Macduff 
| reported that registrations through 
Sept. 30 totaled 4,170,470. The 
record one-year high was 4,132,815 
lin 1952. 

Macduff predicted the 1953 total 
will exceed 4,250,000, double the 
figure for 25 years ago. 

Car registrations for the first 
nine months rose to 3,404,315, com- 
pared with 3,255,547 for the corres- 
| ponding period last year. 








CHROME*CRAFT 
EMBLEMS 








tract 


DOUGLAS ALSO 
MANUFACTURES 


Scotchlite Ads 





ieal= 


630 12th AVENUE SOUTH 


For a 
cludin 
wool 
pad. 


i 


Gray, 


AS LOW AS 





$12.00 


$15.00 


front 
plus tax 


NEWARK 


License Frames 


DOUGLAS CO. 


80 Central Ave. 





Finest Advertising Em- 
blems Made. Permanent, At- 
ive, Legible, Chrome Plated, Individual 


and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen. 





Rear Deck Plates 


id MINNEAPOLIS 4 MINNESOTA 


FACTORY TYPE — REPLACEMENT 


CADILLAC CARPETS 


Save up to 60% 


ny Cadillac 1941 to 1953. All models, in- 
g convertibles. Material is same quality 
as original carpet, with felt (ozite) under 


COLORS 


brown, black, green and maroon. 


LOW PRICES 


blue, 


Compare these with factory list prices! 
Front carpets: $15.00 (plus Fed. 
Rear carpets: $12.00 (plus Fed. Excise Tax) 

(Maroon: Front, $2.00 extra. Rear, $1.00 extra) 


SOLD ON SATISFACTION OR MONEY BACK BASIS 
Also available for other makes of cars. 


Excise Tax) 


Write for prices. 


AUTO TOP AND BODY CO. 


Newark 2, N. J. 


ers for the trade onl 


Manvufactur: y- 
SEAT COVERS — CONVERTIBLE TOPS — CARPETS 





TURNT 





Set up your own 


$495" 


F.0.B. Port Chester 


Write for catalog No. 9 ® Unco 





217 LOCUST AVENUE 


MACTON MACHINERY CO., 





ABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





NEW CAR SHOW! 


® Costs about 1 cent per hour to operate 
® Collector rings for interior lighting 


® Drive on runway @ 4500 lb. Capacity 


nditionally Guaranteed for | year 


INC. 
e PORT CHESTER, N. Y. 
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NADA Tells How Dealer 


2 


AT AUCTION 
Raw Stock and Parts of the 





WASHINGTON.—“The Union Or- 
ganizers Walked In .. .” is the title 
of a leaflet, issued last week by 
NADA, aimed at helping dealers 


‘Organizers Walked In...’ 


In His Service Department 


7, 1953 


Handled Union Problem 


below the average, he adjusted up- 
ward. He talked to all his employes 
individually, listened to their gripes 






but made no threats or promises. 
He said only that he wanted 
everybody to be happy in their 
work and would try to keep pay 


| in line with other dealerships in 


the community. 


A few days before the election, 
he wrote a letter to each employe’s 
home, pointing out why he felt his - 
men did not need a union to speak 
for them. He asked them to make 


























TRAILER DIVISION of the 
HIGHWAY TRAILER COMPANY 


Edgerton, Wisconsin 
Thursday, December 17, 1953, at 11 A.M. 


on the premises 
RAW MATERIALS 


439,000 Ibs. Sheet Steel—8 to 26 gauge and > to 3"; 
CRS, HRS, HTS, CRSL and galv. 


127,000 Ibs. Steel Angles, Channels, | and H Beams, 
Shapes and Flats, Pipe and Tubing 


100,000 Ibs. Sheet Aluminum—.040, .051, .072 gauge 


49,000 Ibs. Aluminum Angles, Channels, | Beams, Flats 
and Shapes 


PARTS INVENTORY 


2000 Steel Body Stakes, 160 Radius Rods, 100 Heil 
Tank Heads. Large quantities Rim Spacers, Reservoir 
Relay Valves, Air Chambers, Slack Adjusters, Radius 
Rod Assemblies, Support Assemblies and Parts, King 
Pins, Rear Members, Bumpers, Subframe Side Rails, 
Front Cross Members, Cross Sills, 5th Wheel Plates 
and Assemblies, Rub Rails, Body Stakes, Roof Bows, 
Corner Posts, Roof Caps, Domes and Moulding, and 
many other Trailer Parts and Assemblies. 


Write for Descriptive, Illustrated Brochure 


SAMUEL T. FREEMAN & CO. 


Auctioneers 


1808-10 CHESTNUT STREET, PHILADELPHIA 3, PA. 
80 FEDERAL STREET, BOSTON 10, MASS. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


SEND FOR THIS 
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FULL INFORMATION 
ABOUT THE BIG 
BUFFALO MARKET, 
NEW YORK STATE’S 
2np LARGEST 


SELL THE NEWS READERS AND YOU 
SELL THE WHOLE BUFFALO MARKET 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER 





in labor relations problems. 


The leaflet tells what it calls 
the true story of “Mr. X, and 
average dealer (who) was going 
about his business as usual.” Ac- 
cording to the story: 


Everything seemed in order in 
the shop, and the dealer was 
greatly surprised when two union 
organizers walked into his office 
and announced that the majority 
of the service employes had signed 
up with the union. 

Recalling advice he had received 
previously from NADA not to “race 
|his motor,” the dealer said he was 
|not prepared to do anything at the 
|moment, but would discuss the 
matter after several days. 

Contacting his dealer associa- 
tion for help, he was put in touch 
with a competent labor counsel. 
Next, he called each of his fellow 
dealers to alert them and frankly 
discussed his own pay rates, va- 
cations and other benefits with 
those of other dealers. 


Where his own pay rates fell 


Studebaker Ends 
$25 Million Pact on 
Defense Job Credit 


SOUTH BEND. — Termination of 
a credit agreement, originally in 
the amount of $100 million which 
it later reduced to $25 million, for 
the financing of defense work, was 
announced last week by Stude- 
baker. 

At the same time, E. E. Richards, 
treasurer, announced that Stude- 
| baker had entered into a revolving 
credit in the amount of $25 million 
| with its principal depository banks. 

Richards explained that while the 
previous credit agreement had been 
|solely for the financing of defense 
contracts under a borrowing for- 
|mula which permitted borrowing 
|against the company’s investment 
in such work, the new agreement 
|has been made for general cor- 
| porate purposes. 

He said that there is no prospect | 
|of immediate borrowing under it. | 


Skeet Champ 


Magazine Selects Curry 


As All-American 


CARO, Mich.—Hampton J. Curry, 
Oldsmobile and GMC dealer here 
| for 25 years, has been named to the 
|1952 All-American Skeet Team of | 
| Sports Afield magazine. 


| A skeet shooter for 18 years, 
Curry has fired more than 500,000 
rounds and has won 100 trophies. 
|Last year he was a member of a) 
|two-man team which tied a world 
record in the Chief Pontiac 
Tournament held at the Oakland 
County (Mich.) Sportsmans Club. 
Curry and his partner both had) 
perfect scores. | 














-| Im 1952 he fired 3,900 rounds, | 


shattering the clay disks 99 percent | 
of the time. 


Curry and an opponent shot) 
nearly 500 rounds one day, to break | 
| a tie. When they quit at 11 p. m., he | 
| was black and blue from shoulder | 
to waist. 


‘More Grip, Less ‘Sing’ 
Claimed for New Tire 


WEST HAVEN, Conn.—The U. S. | 
Patent Office has awarded two pat- | 
ents to Armstrong Rubber Co. 

| which have been incorporated in 
the new Armstrong Rhino - Flex | 
| Premium Tire. 


| One of the patents incorporates | 
the idea of using the smallest snipe | 
elements in the part of the tire| 
| having the largest design elements. 
| The manufacturer says that this 
|makes the two frequencies oppose 
|each other, reducing tire noise and 
“sing.” 

| The other patent concerns the 
|use of intra-tread bumper bars to 
prevent the tire ribs from closing 


and thus provide better traction. 





and corrected conditions at once. 

When the organizers returned, he 
declined to negotiate until the 
union’s majority had been proved 
by an NLRB election. 


Following that meeting, he held 
several employe group meetings, 


their voting decision on the basis 
of facts, not inaccurate statements 
| and fantastic promises. 


“This true story,” NADA said, 
“truthfully has a ‘fairy tale’ end- 
ing. The dealer’s employes stuck 
with the dealer.” 










See us at the 
N.A.D.A. 
SHOW 

Space 172-174 







PORTABLE BAKING PANELS 


Increase profits 
aL 

less cost Whether your plans 

for a new paint shop 

are in the blue print stage or just a “pipe dream”, 

it will pay you to consider this: You can turn out 

twice as much work right in your present shop, with 
no increase in space, personnel or overhead. 


How? With a single Dry Quick Infra-red Paint 
Baking Panel. Your profits will double immediately 
and you will deliver jobs that will increase customer 
good will and increase your business. 


It’s low in cost to operate just 
as it’s low in cost to buy. Be- 
cause each row of baking units 


















operates from a separate 

switch, you do spot jobs just 
as economically as all-over 
paint baking. Wire or 

phone collect today for a 

demonstration in your 
shop. 


$645 


Ask about our 
exclusive 
lease - rental 
and time pay- 
ment plans. 


GREENSBURG 


nas 


On West Coast: Dry Quick Sales Co., 4710 Crenshaw Bivd., Los Angeles 
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“LUXURIOUS OUTDOOR FUN 
AND THIS VILLA BY THE 
SEA FOR YOUR VACATION 


Enjoy fabulous Florida outdoor life 
in the sun—luxury style. New brick 
floor villas, tile bath, com. 
pletely furnished—$59.50 weekly. 2 
and 3 bedroom villas sli: e higher. 
Same rates year round. Right at the 
Atlantic Ocean sandy beaches . . . 
resort amusements, shopping center, 
playgrounds for children—bring them 
along. Free car parking. PRIVATE 
COUNT: RY CLUB privileges for all 
yests—golf, tennis, swimming pool, 
daing dancing. 


Free booklet. Write today. 





i 


PULL THE LADIES INTO 
YOUR SHOWROOM! 


Give your 1954 models this extra, success- 
making send-off! Automobile dealers 
throughout the <cuntry have increased 
traffic . . . built good will . . . brought 
in extra sales by giving away beautiful 
Hawaiian Vanda Orchids! Each corsage 
costs but a few cents . . . flown in dewy- 
fresh from Hawaii . . . and they make 
such a difference! 





Write for your free brochyre, names of 
dealers who have used this promotion, 
and new low price list, today! 


H. C. Krueger, Dept. AN-123 


FLOWERS OF HAWAII 
670 South Lafayette Place Park 
Los Angeles 57, California 
Phone: DUnkirk 8-5106 





Extra Quality 
at No Extra Cost! 
CHROME NAME PLATES 
Die-cast and triple-plated. 
Original designs. Sketch submitted. 
Minimum quantities available. 
Write for FREE Sample and details. 


=. = TLE x 
PRECISION CASTING © 

29th & McKean Sts. 

Phila. 45, Pa., Dept. A 





5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


ASK FOR DETAILS 
1281 SO. CHEROKEE 


STEMAC 


DENVER, COLORADO 





AUTO SHOW MANAGERS 
CAR DEALERS 


Unique Auto Turntable 


Superior Features and Better Construction 
Fit Any Car — MG To Cadillac 
SEND FOR CATALOGUE AND PRICES 
Unique Turntable & Display Company 
1895 Park Avenue New York 35, N. Y. 
(Phone TR. 6-2962) 





Nine-Month Total Is 23,420... 
Sales of Foreign Cars 
Gain 6 Pct. in Year 


By Ed Brown 
Staff Correspondent 


NEW YORK. — During the first 
nine months, foreign-car registra- 
tions in the U. S. were ahead of the 
same period in 1952 by 1,485 units, 
or slightly more than 6 percent. 


The total registered through Sep- 
tember was 23,420 units against 21,- 
935 in 1952. 


The MG continues in first place 
with 462 units registered in Sep- 
tember, or 21.8 percent of the 
market, and 5,574 registered dur- 
ing the nine months, or 23.8 
percent. However, this is a drop 
of almost 37 percent in MG regis- 
trations compared with Septem- 
ber, 1952, when 726 units were 
registered. 


For the other two autos in the 
Nuffield group, registrations for 
September and the nine-month 
period, respectively, were: Morris, 
164 (7.7 percent of the market) and 
1,740 (7.4 percent), and Riley, 3 
(0.1 percent) and 33 (0.1 percent). 


Hillman was in second place for 
September with 309 units regis- 
tered for 14.6 percent of the mar- 
ket, and also for the first nine 
months of 1953 with 3,565 vehicles 
registered for 15.2 percent of the 
market. In September, 1952, Hill- 
man registered 530 units. 


The remainder of the Rootes 
Group stands as follows: Humber, 
19 September registrations, 110 
for the nine-month period; Sun- 
beam Talbot, 88 registrations in 
September, with a nine-month 
total of 605, and 38 Rover regis- 
trations in September and a 
nine - month total of 323. This 
makes the total Rootes registra- 
tion 454 for September and 4,603 
for the nine-month period. 


Jaguar remains in third place, 
with 270 units registered in Sep- 
tember for 12.8 percent of the 
market, and a total nine-month 
registration of 3,104 for 13.3 per- 
cent. Again these figures show a 
decline from September, 1952, when 
338 units were registered. In 1952, 
a total of 2,287 Jaguars was regis- 
tered. 

English - built Fords stood at 
3,019 for 12.9 percent of the market, 
against 2,699 for the nine months 
of 1952. A total of 211 units was 
registered in September for 10 per- 
cent of the market, which is a drop 
of 73 units from the same time in 
1952, when 284 units were regis- 
tered. 

Total Austin registrations for 
the nine-month period were 2,536 
units for 10.8 percent of the mar- 
ket. September registrations were 
161 against 555 in the previous 
September. Total registrations for 
the nine-month period are off 35 
percent from 1952. 

A gain in 1953 registrations has 
been shown by the German Volks- 
wagen which registered 143 in Sep- 
tember, or 68 percent of the 


‘market, against 65 vehicles in the 


same month of 1952, or 2.1 percent 
| of the market. 

The total Volkswagen figures for 
|the nine-month period are 872 for 
|3.7 percent of the market, against 
403 for 1.8 percent of the market 
in the.same period of 1952. 

Gains of more than 50 percent 
were recorded in the miscellaneous 
classification, indicating an influx 
of new makes, 

A total of 307 miscellaneous ve- 
hicles was registered for a market 
penetration of 14.5 percent. The 
nine-month total is nearly 60 per- 
cent more than 1952 with a regis- 
tration of 2,179 for 9.3 percent of 
the market. 


High Standards 
Of Truck Repair 
Called Vital 


CHICAGO.—Higher standards of 
truck maintenance are vital in the 
trucking industry today because of 
narrow profit margins, Prof. Amos 
E. Neyhart, director of the 
Pennsylvania State College 
Institute of Public Safety, said at 
an American Petroleum Institute 
meeting here. 

“We must create an awareness 
on the part of the fleet owners,” 
Neyhart said, “of the big job that 
needs to be done in supervisory 
training to improve the efficiency 
of our maintenance departments in 
the truck industry.” 

He continued, “Today, equipment 
maintenance and garage expense 
take 11.5 cents out of the motor 
carrier’s dollar. Modern’ super- 
visory practices can reduce oper- 
ating costs 10 percent or better the 
first year.” 

Neyhart then _ explained the 
national motor fleet maintenance 
program which he will conduct on 
a grant from White Motor Co. 

Beginning in January, the 
program will consist of five - day 
refresher courses in fleet mainte- 
nance management for motor truck 
fleet supervisors at 15 colleges and 
universities. The course is an ex- 
tension of the training program 
conducted at Pennsylvania State 
College since 1946. 


Seiberling Unveils 
°54-Model Tire 


AKRON.—Seiberling Rubber Co. 
has introduced the first in its 1954 
line of tires. 

Called the Super Service, the tire 
is available in both white and black 








sidewalls in sizes for all cars. 

Materials in the tire include 
rayon cord and recently developed 
rubber compounds. The tread is of 
cold synthetic and the white side- 
wall rubber contains special agents 
to minimize discoloring and crack- 
ing, the firm says. 








Clark Using Service School on Wheels— 


Maintenance and operations men attend a session of the Clark Equipment Co. 
mobile service school. The classroom material is transported from stop to stop in a 
specially designed tractor-trailer. It is expected that during the first two years of 
operation, more than 5,000 men will receive instruction. 


o Gye 





Dealership in Converted Jungle— 


Poza Rica in the Mexican state of Veracruz, once a jungle area and now a bustling 
oil city of 30,000, boasts this Ford dealership, Automotriz Huasteca, whose president 
is H. L. Gerard, and whose manager is G. Arriaga. The tropical climate has influenced 
the architectural design of the building (top). Shade and ventilation are the dominant 
theme, and coolness is preserved by openings at the top and bottom of all windows 
and walls for cross ventilation. The service department (bottom) is arranged around 








an open patio with the work stalls under asbestos roofing. 


























Rumors of Mack Merger 


Denied by Inside Sources 


NEW YORK.—Rumors that Mack | Stover, who has been made finance 


Trucks, Inc., 
merger at this time were denied 


last week by reliable sources with- | 


in the company. 


These sources said there are no| 


merger talks in progress, nor is it 
likely that there will be in the near 
future. 

Mack Trucks recently an- 
nounced a 5 percent dividend on 
common stock, payable Jan. 15. 
The last dividend was declared 
Oct. 27, 1952. 

Several changes have taken place 
within the company. However, 
there has been no “new” money, 
as such, added to the company. A 
refinancing plan has been intro- 
duced, but actual capitalization of 
the company has not been in- 
creased. 

W. Newell, a former director, re- 
signed recently because of illness. 


H: W. Dodge resigned from the | 


board in July, and W. H. Schneider, 
who was finance vice-president and 
a director, resigned recently. 


The three vacancies have now 
been filled by David Remer, presi- 
dent of Wallace Clark & Co., Inc., 
a management consulting firm; W. 
Denis Kendall, operations vice- 
president of Mack, and Milton E. 





Tennessee Dealers 
Announce New 


Make Committee 


NASHVILLE. — An NADA in- 
dustrial relations advisory commit- 
tee has been elected by members of 
the Tennessee Automotive Assn. 


Committee members are: Buick— | 


J. A. Clark, Kingsport; Cadillac— 


Ralph Nichols, Nashville; Chevrolet | 
—John M. Walker, Covington;| 


Chrysler — Eugene Frazer, Nash- 


ville. 

Dodge—John Wellford, Memphis; 
Ford — Forrest Cate, Chattanooga; 
Hudson—John N. Austin, Chatta- 
nooga; 
botham, Knoxville; Lincoln - Mer- 
cury—Joseph B. Palmer, Nashville. 

Nash — J. Houston King, Nash- 
ville; Oldsmobile—James A. Ayers, 
Chattanooga; Packard — Lee Col- 
lins, Chattanooga; Pontiac — Wm. 
M. Liddon, Nashville, and Stude- 
baker—Dick Jones, Chattanooga. 


Kaiser — R. A. Higgin-| 





is contemplating a | vice-president. 


About a month ago, Mack as- 
sumed a new type of finance set- 
up. Up to that point, three types 
of financing were being utilized 
by the company—a straight loan 
from banks and the selling of 
conditional bills of sales to banks 
on both a recourse and nonre- 
course basis. This entire plan has 
been scrapped in favor of con- 
solidating the financing. 

Mack has floated a straight $45 
million loan from banks, according 
to reliable sources within the 
company. This may have given rise 
to the speculation that new money 
was being added to the company. 


MEWA Reveals 
Top Winners in 
Essay Contest 


CHICAGO. — Essay contest win- 
ners of the Motor & Equipment 
Wholesalers Assn.’s young execu- 
tive group have been announced. 

The theme of the 1953 contest 
was “Finding Hidden Profits” in 


|any phase of automotive wholesal- 


ing. Winners are: 

First place: Joseph L. Nathan, 
Abeles-Lewit Co., Inc., New York; 
second place: Don F., Phillips, Paul 
Automotive, Inc., Lansing, and 
third place: Richard R, Layman, 
Standard Battery & Electric Co., 
Waterloo, Ia. 

Nathan was entered also in the 
1950 essay contest in which he won 
second prize. 

Entries receiving honorable men- 


tion this year were received from: 
Edmund W. Kleinschmit, Auto- 


ville: DeSoto—R. L. Parnell. Nash- |mobile Equipment Co., Detroit, and 


Joseph F. Sheriff, Lite Sales Corp., 
New York. 

Prizes for the winners were $100, 
$50 and $25 savings bonds plus 
travel fare to the MEWA conven- 
tion at Chicago’s Conrad Hilton 
Hotel this week (Dec. 6, 7 and 10). 

Contest judges were: Jack Foster, 
Foster Auto Supply Co., Denver; 
C. Hazard Beckford, Franklin Auto 
Supply Co., Inc., Brockton, Mass., 
and Max Hayes, Hayes & Hopson, 
Asheville, N. C. 



























Wilks Names Torgerson 


George Torgerson has been ap- | Wilks jr., president. Leonard Good- 
pointed general sales manager of | win was named new-car sales man- 
John Wilks Chevrolet Co., Pasa-| ager, and Bill Wilson, used - car 
dena, Calif., according to John | sales manager. 


Passenger car registrations in Oregon 

and southwestern Washington outnumber 
census dwellings . . . a market on wheels! 
And in this prime market The Oregonian 
is your leading sales medium. 

Largest circulation in Portland and 
throughout the full Market. First, too, 

in automotive advertising. 


FOR SALES RESULTS... 


Place your advertising in Portland's 
largest newspaper. 


the Oregonian 


PORTLAND, OREGON 


229,004 Daily 289,542 Sunday 


Represented Nationally by 
Moloney, Regan & Schmitt, Inc. 


in Oregon 
,-e MORE 
CARS ---|> 


‘| THAN 
HOUSES! 
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It’s the new lightweight, low-cost 


HEIL 2426 HYDRAULIC ele 





NOW you can sell a complete dump truck unit at a 
price, offer your customers greater payload ... because 


e No comparable hoist can equal the low gross weight 
of the Heil 2426 (there’s your “extra pay load” 
sales clincher!) 


e No comparable hoist can equal the low cost of the 
sturdy, ruggedly built Heil 2426 (there’s your 
“price angle” sales pitch!) 


e No other comparable hoist can offer these other 
owner-benefit features . . . 50° dumping angle for 
fast, clean dumps .. . low 91%” mounting height 
for easier loading . . . rugged, Heil-Quality struc- 
tural design for smooth, low-cost operation. 


Yes, the new Heil 2426 Hydraulic Hoist is a real 
volume builder for light-duty dump truck er con- 
version hoist sales. Call in your Heil distributor today 
for complete details. 


tHE HEIL co. 


DEPT. 59123, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis.— Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
Los Angeles, Seattle; Rio de Janeiro, Brazil. 


CONTRACTOR'S BODY CONVERSION HOIST 











o 


| tive, furniture and aircraft polishes, 
| will move into its new plant at 365 


Federal Disposal 
Of Rubber Plants 
‘Gets Under Way 


| WASHINGTON. 
Government-owned synthetic 
rubber producing facilities got 
under way last week with the of- 
ficial advertisement announcing 
their sale, as prescribed by the 
Rubber Producing Facilities Dis- 
posal Act of 1953. 

President Eisenhower has ap- 
pointed a three-man commission to 
handle the disposal: Everett R. 
Cook, of Cook & Co., Memphis; 
Leslie R. Rounds, retired vice- 
president of the Federal Reserve 
Bank of New York, and Holman 
D. Pettibone, chairman of the Chi- 
cago Title & Trust Co., who is 
chairman, 

Full details were contained in 
the advertisement which appeared 
last Wednesday (Nov. 18) in papers 
throughout the country. Proposals 
to purchase will be accepted by the 
commission through May 27, 1954. 

Facilities offered consist of 13 
plants for the manufacture of 
butadiene-styrene rubber, two butyl 
rubber plants, one styrene plant, 
eight butadiene plants, one dodecyl 
mercaptan plant, 448 pressure tank 


Disposal of 





Newman Named 


Treasury Aide 


WASHINGTON.—James J. New- 
man, 
dent of B. 


recently retired vice-presi- 
F. Goodrich Co., has 
been appointed 
consultant to the 
Treasury De- 
partment, Secre- 
tary George M. 
Humphrey an- 
nounced last 
week. 

Newman will 
serve as assistant 
to Earl O. Shreve, 
national director 
of the U. S. Sav- 
ings Bonds Di- 





J. 3. Newman 
vision. 

He will assist Shreve in establish- 
ing sales policies of the savings | 
bonds program and also will take | 
part in recruiting and maintaining | 
the program’s volunteer organi- | 
zations. 


1908 Heaps 
Three Cadillacs Scrambled, 


Then Reassembled 


NEW YORK.—The progress 
which one auto firm had made 
toward parts standardization in 
1908 is told in a humorous, informa- | 
tive booklet, Through History with 
Standards, published by the Amer-| 
|ican Standards Assn. 

In February, 1908, Henry M. Le- | 
land selected three one -cylinder 
Cadillacs from a London warehouse 
and had them completely dis- 
mantled at a nearby race track. | 
| The Royal Automobile Club of | 
|England had the parts scrambled 
|into three piles of 724 each, re- 
placing 89 pieces with new parts 
from stock. 

Then, using only wrenches and 
screwdrivers, mechanics reassem- 
bled the cars from the piles of 
standardized parts. The cars then 
were driven 500 miles around the 
race track, with only one minor | 
adjustment being made. 


' Mirror Bright Polish 
To Occupy New Plant 


PASADENA, Calif.— Mirror 
| Bright Polish Co., manufacturer of 
|the Mirror Glaze line of automo- 








N. Foothill Blvd. after the first of 
\the year, according to Maurice 
| Meguiar, sales director. 

The firm was founded in 1901 by 
the late Frank Meguiar jr. and is 
now headed by his sons, Maurice, 
Malcolm and Kenneth. 


Watson Selling Willys 

Art Watson, Miami used-car 
operator, has been appointed a 
Willys dealer. Emmett Buckley 
will be general manager of the new 
dealership. Watson will continue to 
operate his lot on N.W. Thirty- 
Sixth St. 
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cars, and various 
equipment, 
plants in Louisville and 
Pa., are for sale or lease. 

The commission stated 


disposal program will 


items of 
Two other butadiene 


Kobuta, 


that the 
be con- 








57 


ducted so as to establish a free, 
competitive synthetic rubber in- 
dustry, to give users a fair share 
of the products of the facilities and 
to realize full value for the facili- 
ties, 





Protect Your Showroom Floor With D & M Under Car Covers 
O 


Anyone in Less 
Than 5 Minutes 





No Lost Sales Due To Oil Drip—Eliminates Unsightly Drip Pans 
Made from specially treated material to resist oil, grease, water and fuel. 
CAN’T BE SEEN FROM THE OUTSIDE 


When Ordering, Give Mak 
and Model of Cor... 


$13.50 


for standard models 
F.0.8. Detroit 


Large Cadillac and Buick Slightly Higher 


D & M TRUCK TOP CO. 


12186 Petoskey Telephones: 


Webster 3-1613 
s of Truck Tops and Undercar Covers 


— Vermont 8-2535 Detroit 4, Michigan 








Install LISLE PLUGS as original equipment in 
transmission, rear axle and crankcase. Abrasive 
metal particles that circulate in lubricants will 
be attracted and held by the strong permanent 
magnet in the LISLE PLUG. You'll remove a 
common cause of premature wear. 


REPLACE 
ORDINARY 
PLUGS 
ines 


BRE 
PLUGS 


TO REMOVE 
IRON AND 
38345 

PARTICLES 
FROM OIL 


naminme ania d 





WRITE 


for Free 
Sample plugs 
for 

Testing. 

Just state 
size and 
type of 

Plug 

Desired 


1903 50d, ANNIVERSARY 1953 CLARINDA.1OWA 












Takes but a few sprays 

to stort moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals oul dampness. 


Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 


ZACO LABS 


Quick Change 


Dealer License Plate Holder 


Gvaranteed 





Safe, fast and eusy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 
Cc. HOWARD 


1498 Overlook Drive Akron 7, Ohi 


LICENSE PLATE 
FASTENERS 


ON AND OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt 

(with T-head and square eo 

shoulder) fastens license plate securely in 
place. Will not lose off. 

PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type........................ each .25 
No. 51W Wing Nut Type.................... each .25 
Dealer Cost 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items. 
OR URS 2 arth mematen 
Shs arela 









LICENSE PLATE 
FASTENERS 









PLATED...RESISTS RUST 


© REX... STRONGER MORE 
FLEXIBLE SPRING 


© EASIER TO PUT ON 
AND TAKE OFF 
ITH A QUARTER TURN 


© HOLDS SECURELY 
CAN'T COME OFF 


ORDER FROM THIS AD TODAY 


25s. 


12 T0 
A BOX 
POosTPaiD 
© FITS ALL MAKES OF CARS 
AND TRUCKS INCLUDING 
CHRYSLER PRODUCTS 
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The American Way... 


Stiff Competition Best, |. 
Oil Executive Says 


CHICAGO.—Stiff competition, in- 
cluding price wars, must continue 
so long as America is a land of 
opportunity, A. A. Stambaugh, 
board chairman of Standard Oil Co. 
(Ohio), declared at a transporta- 
tion session of the American Pe- 
troleum Institute meeting here. 

“Soft competition is un-Ameri- 
can,” he said. 

He called laws such as fair- 
trade acts unnecessary, “unless 
we somehow have lost _ that 
energy and that ingenuity which 
have made this country what it 
is.” 

He continued: “Freedom of op- 
portunity requires that the road 
be kept open for everyone who be- 
lieves that he can do a better job 
for himself and the public.” 

Stambaugh warned that members 
of the oil industry, in order to sur- 
vive, must adapt themselves to 
changes growing out of normal 
economic trends in the direction 
of lower costs and lower prices. 


At a public-relations session of 
the convention, H. S. M. Burns, 
president of Shell Oil Co., branded 
as “fairy tales” charges that the 
oil business is a monopoly. 

“The idea that the public thinks 
the oil industry is a monopoly is, 
in my opinion, at the core of most 
of our troubles,” Burns said. “It 
is a builtup backlog of suspicion 
which serves our adversaries as 
a springboard from which they 


Hearings Started 
For Ohio Dealers 


In Fraud Cases 


COLUMBUS, O. — Hearings on} 
charges filed against five Ohio auto | 
dealerships began last week before | 
State Registrar of Motor Vehicles | 
R. E. Foley. 

Accused of committing fradulent | 
acts in connection with the auto- | 
mobile business are High Level | 
Motors, Hub Motors, Milton Motor 
Sales and Central Auto Sales, all 
of Cleveland. 





A. Wagner Motor Sales, Youngs- | 


town, O., is charged with selling 
new automobiles on a used-car lot. 

The cases against Hub Motors 
and Milton Motor Sales were tem- 
porarily interrupted because of 
lack of witnesses. The other cases 
were heard in part and taken 
under advisement. 


Special Division 


Of Ford Adds 2 


DEARBORN. — Appointment 
of two staff members of the special 
product division of Ford Motor Co. 








D. T. McClure W. L. Wallace 


has been announced by William Clay 
Ford, general manager. 

Douglas T. McClure was named 
sales manager, and William L. Wal- 
lace was named administrative as- 
sistant to Ford. 

McClure, who has served in vari- 
ous sales capacities since he joined 
Ford Motor in 1947, is a former field 
manager in the Detroit office of 
Lincoln-Mercury. 

Wallace, who joined Ford in 1949, 
was employed at the L-M gas tur- 
bine plant as production superin- 
tendent of the engine assembly and 
test department. 


Bridgeport Brass Office 


GRAND RAPIDS, Mich.—Bridge- 
port Brass has opened a new sales 
office here in the Federal Square 
Bldg., under the direction of 
Thomas H, Williams who formerly 
was with the Indianapolis office. 


1 


any direction. 


Many persons, he said, confuse} 
bigness with monopoly. 


“They play upon the emotional 
phenomenon that people are in- 
herently distrustful and fearful of 
big things,” he said. 


Burns cited an API study, which 
showed more than 42,000 separate 
companies engaged in the oil 
| business, as further evidence that 
the charge of monopoly is a myth. 


He urged oil men immediately to 
“take the offensive” against the in- 
dustry’s detractors. 


In a convention business 
session, the API board of di- 
rectors approved a budget of 
$3,223,041 for the information 
committee. The figure is about 
$250,000 more than was allotted 
in 1953. 


H. B. Miller, executive director 
of the committee, said there will 
be an emphasis on a strengthened 
field staff and stronger policies of 


four new field men is planned. | 
National advertising will continue | 
along lines similar to those used| 
in 1953, Miller said. 

National chairman of the com-| 
mittee in 1954 will be G. Stewart| 
Brown, manager of public re- 
lations for Standard Oil Co. (Cali- 
fornia). 

Eleven persons were made 
honorary members of the board 
of API. It was the first time 
honorary board members had 
been designated. All those named 
have retired from the board after 
10 or more years of service. They 
are: 

H. D. Collier, Standard Oil Co. 
(California), San Francisco; J. 
Frank Drake, Gulf Oil Corp., Pitts- 
burgh; Wirt Franklin, Oklahoma| 
City; Alexander Fraser, Shell Oil’ 
Co., New York; H. T. Klein, Texas 
Co., New York; J. Howard Pew, 
Sun Oil Co., Philadelphia; W. S. S. 
Rodgers, Texas Co.; W. C. Teagle, 
Standard Oil Co. (New Jersey), | 
|New York; O. D. Donnell, Ohio) 
Oil Co, Findlay, O.; Robert H.| 
Colley, Atlantic Refining Co., Phila- | 
delphia, and John R. Suman, 
Standard Oil Co. (New Jersey). 
“Certificates of appreciation” to 


or to the institute were awarded 
to: 

L. E. Hanson, Socony-Vacuum 
| Oil Co., Inc., New York; J. C. Don- 
jnell II, Ohio Oil Co.; L. R. Smith 
| (deceased), Tide Water Associated | 


|Warren Petroleum Corp., Tulsa, | 
Okla.; C. W. Alcorn, Falcon-Sea- | 
board Drilling Co., Houston; George | 
P. Bunn, Phillips Petroleum Co., | 
Bartlesville, Okla.; Frank E.| 
Eckert, Hanley & Bird, Bradford, | 
|Pa.; 3. G. Montgomery jr., United 
Natural Gas Co., Oil City, Pa.; J. 
|H. Newlon, Clarksburg, W. Va.; 


can launch attacks from almost | 


materials distribution. Addition of | | 


recognize contributions to industry | 4 


| Oil Co, Los Angeles; B. R. Carney, | "a 





J. French Robinson, Consolidated 
Natural Gas Co., New York; Chase 
E. Sutton, Pure Oil Co., Chicago, | 
and Cyrus S. Gentry, Wolverine 
Pipe Line Co., New York. 


Truck Firms Set | 
For Chicago Show | 


CHICAGO. — Representatives of | 
nine major truck manufacturing | 
companies met last week with of- | 
ficials of the Chicago Automobile | 
Trade Assn., to discuss plans for | 
the 1954 Chicago Automobile Show; | 
which will be held at the Inter-| 
national Amphitheater, March 13- | 
21. 

President Steve Barrett of CATA | 
presided at the luncheon meeting. 
Show Chairman James F. Goodwin | 
and CATA Manager Edward L. 
Cleary described plans for the 





show which will include a stage | { 


spectacle to be produced by Barnes- | 
Carruthers. 

Truck manufacturers have con- | 
tracted for 48,000 square feet of | 
exhibit space on the first floor of | 
the amphitheater. Among compa- | 
nies which will exhibit are Chevro- 
let, Diamond-T, Dodge, Ford, GMC, 
Henrickson, International Harves- 
ter, Studebaker and Willys. 





Mercury's Offerings for 1954 





rasa 


For Lovers of Sun and Breezes— 


This side view of the Mercury Monterey convertible shows the longer rear-quarter 


panels and repositioned tail lights, which together add length to the car. 





Four-Door Station Wagon— 


The all-steel body is covered by a wood layer. The station wagon, like other 
Mercurys, is powered by the new 161-horsepower engine. 





Looking Over the Monterey Four-Door— 


Eight models are available in the Mercury line. The custom series includes a two- 
| door, four-door and hardtop, and the Monterey special custom series offers a four- 


door, hardtop, convertible, the Sun Valley and four-door station wagon. 





To 
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At Home in Desert or Mountains— 

Fuel pump of the 1954 Mercurys is located in the fan's air stream, where it gets 
better cooling. Likelihood of vapor lock in summer or warm climates, therefore, is 
minimized, Lincoln-Mercury says. Shown on the desert sands is the Monterey hardtop. 





MERCURY BALL-JOINT SUSPENSION 





Mercury's New Suspension System— 

This sketch shows cutaways of the parts which make up the ball-joint suspension 
The system operates on the same principle as the human shoulder. The ball joint can 
move up and down and rotate at the same time. It eliminates the conventiona! 
kingpin. 
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(Continued from Page 1) 

duced $46 to list at $2,545. Factory 
retail prices of other models will 

be unchanged, 

Power steering will be $130 at the 
factory-retail level, down $10. 

The Sun Valley, it was pointed 
oui, will carry a price tag lower 
than that of Mercury’s convertible, 
which is $2,390. The Monterey hard- 
top is $2,244. 

* + + 

OMPLETELY new is the over- 

head-valve V-8 engine which 
powers all 1954 Mercurys, Develop- 
ing 161 horsepower, compared with 
125 fer its predecessor, the engine 
is a low-friction design with a 
bigger bore and shorter stroke. The 
bore and stroke are 3.62 inches and 
3.10 inches respectively. It has a 
compression ratio of 7.5 to 1. Pis- 
ton travel has been reduced 22 
percent by the bore and stroke 
changes. 

A four-barrel carburetor has 
been developed for the engine. 
Vacuum operation of the secondary 
venturis automatically control the 
fuel and air mixture. 

Other features of the carbu- 
retor include dirtproof external 
and internal vents; a supersensi- 
tive diaphragm in the vacuum 
distributor control; a dual-float, 
concentric fuel bowl, and a new 
low-restriction oil-bath air 
cleaner which encloses the fuel 
bowl. 

The firm says a stronger, lighter 
and more rigid crankshaft with five 
main bearings instead of three is 
used in the 1954 engine. Precision- 
molded of alloy iron, the crank- 
shaft has eight counterweights for 
balance and smoother operation, 
Lincoln-Mercury says. 

* * + 


ee engine features 
are a new combustion chamber 
with large valves, integral valve 
guides, heat-shielded water-cooled 


Small Businesses 
Get Further Help 
On Sales to U.S. 


WASHINGTON. — The Small 
Business Administration and the 
General Services Administration 
last week joined hands in an effort 
to provide small business enter- 
prises with information concerning 
pending Government purchases of 
civilian-type goods. 

The two agencies, it was said, 
will undertake a full interchange 
of information about their res- 
pective programs so that the field 
representatives of either agency 
will be able to tell business con- 
cerns what GSA is buying and 
what SBA is doing to assist small 
firms. 

“It is our mutual objective,” the 
agencies said, “that doing business 
with the Government be made as 
simple as possible.” 

At present SBA has 30 field of- 
fices across the country to carry 
on its activities in local areas. GSA 
operates business service centers | 
in 11 cities, 

SBA’s major programs consist of | 
helping to meet the financial needs | 
of worthy small business enter- 
prises, assisting them in getting a 
fair share of Government purchases 
and providing them with manage- 
ment and technical assistance. 

SBA field offices will, upon re- 
quest from GSA, it was stated, 
Make surveys and recommen- 
dations as to the competency of 
individual small firms bidding on 
GSA purchases of goods and 
Services. 





Tennessee Chiefs 


To Meet Dec. 14 


NASHVILLE.—(UTPS) —Chester 
R. Pace, president of the Tennes- 
see Automotive Assn., has called a 
meeting of the TAA executive com- 
mittee for next Monday (Dec. 14) 
at the Noel Hotel here. 

Five major topics will be on the 
agenda: Factory-dealer relations, 
NADA membership problems, TAA 
membership problems, public rela- 
tions for 1954, and safety and an 
expanded highway program, 


jer stroke and larger bore. 


ansparent-Roof Hardtop Introduced .. . 


54 Mercury Offers New Engine 








Convertible's Interior— 


Interior trims offer a wide selection of 
fabrics, vinyls and leathers, color-harmo- 
nized to match the exferior of the 1954 
Mercury. The restyled instrument panel re- 
tains the “interceptor’’ theme and gives 
a clear view of all instruments and gages. 

s * * 
spark plugs and chromeplated top 
compression rings. 

This engine is the climax of 
five years of work which saw 
more than a million man-hours 
devoted to the development of an 
entire new family of Ford Motor 
Co. engines, L-M says. 

The project was begun in 1948, 
and a total of 640 experimental test 
engines was built. Each was rebuilt 
completely an average of eight 


times. 
+ * * 


= engines were subjected to 
more than 250,000 hours in dy- 
namometer tests, and the proto- 
types of the production engines 
underwent nearly four million miles 
of road tests. 

A 40-amp low-speed charging 
generator and a starter located 
on the fiywheel housing have 
been designed for faster cranking 
speeds and quieter starting. The 
fuel pump, located in the air 
stream from the fan, provides 
better cooling and minimizes the 
likelihood of vapor lock in sum- 
mer weather or warm climates, it 
is said. 

Mercury chassis changes include 
a frame with greater fatigue 
strength and the same ball-joint 
suspension introduced in the 1952 
Lincoln. Mercury is the first car in 
its price class to offer this type of 
suspension, which eliminates the 
conventional kingpin and improves | 
riding and steering qualities. 

- *~ * 


| 2 THIS suspension, the front 
wheels are connected to the 
spring-supported arms coming out | 
on each side of the frame by two 
simple ball-and-socket joints on | 
each front wheel—one connected to 
the top supporting arm and the | 
other to the bottom supporting arm. | 

Designed on the principle of 
the human shoulder—a ball-and- 
socket joint—this new suspension 
operates similarly. The ball joint | 
can move both up and down and 
at the same time rotate. 

Other chassis improvements in 
the 118-inch-wheelbase cars are | 
new front shock absorbers and | 

+ 











Added Power— 


all 1954 Mercurys are powered by this 
overhead-valve V-8 engine with 161 horse-| 
power, compared with its predecessor's 
125 horsepower. Compression ratio has 
been hiked to 7.5 to 1. Piston travel has 
been reduced 22 percent by using a short- 


| 


auta industry since the hardtop 
was introduced. 

A quarter-inch thick section of 
plexiglas has replaced the steel in 
the roof above the front seat. 
Tinted green to minimize light 
glare and heat, the plexiglas roof 
panel creates the illusion of riding 
in an open convertible. 

A chrome strip has been added 
along the roof line of the Sun 
Valley to accent its unusual fea- 
ture. The name of the model has 
been inscribed in golden script 
on either front fender. 


Special interior trims of leather, 


springs. Modifications have been 
made in the standard, overdrive 
and Merc-O- Matic transmissions 
for increased life and to more ef- 
fectively utilize the power of the 
new engine, L-M says. 

Styling changes include restyled 
rear quarter panels, wraparound 


bumpers and a new front grille. 
* * 


* 

7 retaining the principal 

features of its “interceptor” 
theme, the Mercury instrument 
panel has been redesigned. The 
upper half of the horn ring has 
been eliminated to further improve 
the visibility of the instruments. 

A key-type starter, actuated by 
turning the key beyond the “on” 
position is standard equipment, An 
accessory warning light, to indicate 
that the emergency brake is on, is 
available in the new models, 

Mercurys are offered in 14 basic 
colors, including eight new 
shades, plus 22 two-tone combi- 
nations, Customized upholstery 
fabrics in broadcloth, nylon cord, 
vinyl and leather are featured in 
harmonizing combinations. 

There are two Mercury series 
with a total of eight models. The 
custom series includes a two-door, 
four-door and hardtop. The Mon- 
terey special custom series offers a 
four-door, hardtop, convertible, the 
Sun Valley and four-door station 
wagon. 

Power features, offered as op- 
tional equipment, include the four- 
way power seat, power steering and 
power brakes. 


for the Sun Valley. Two color com- 
binations to complement the green 
plexiglas roof are offered, one a 
light green lower and dark green 
upper scheme, the other a light 
yellow-dark green combination. 

The transparent roof is of a ma- 
terial similar to that used in air- 
craft in the pilot’s canopy, nose 
bubble and other portions where 
visibility and protection are essen- 
tial. 





* * * 


Lincoln Delivered Prices 


Feature One $55 Cut 


DETROIT.—Except for a $55 re- 
duction in one model, advertised- 
delivered prices computed last week 
for Lincoln’s 1954 line are identical 
to those of last year’s models. 

A $51 cut in the suggested re- 
tail price of the Lincoln Capri 

four-door sedan, accompanied by 
a $4 trimming of the provision for 


that model down to $3,711. 


coln series is unchanged at $3,522 
and the hardtop coupe at $3,625. 
Lincoln Capri models include a 
| hardtop coupe at $3,869 and a con- 
vertible at $4,030.50. All cars carry 


a * * 
+ Sun Valley is described as 
the first new body style in the 








vinyl and cloth have been designed | 


Federal tax, brings the price of | 


The four-door sedan in the Lin-| 





Hydra-Matic transmission as stand- 
ard equipment. 

Power steering is priced at $155.- 
90, including Federal tax, a reduc- 
tion of $21.50. Power brakes are $43, 
same as for 1953. 


Mercury Scores 
Its Biggest Sales 
Month in History 


DETROIT. — Mercury scored its 
biggest sales month in history dur- 
ing October when 33,906 new models 
were registered in 
the U. S., accord- 
ing to Joseph E. 
Bayne, general 
sales manager of 
Lincoln-Mercury. 

This alltime 
high gave Mer- 
cury 6.72 percent 
of the U. S. in- 
dustry total dur- 
ing the month, 
compared to 6.35 
percent of indus- J. E. Bayne 
try in the previous high month of 
May, 1950, he said, 

This put Mercury first in its price 
class with 22.5 percent of all the 
cars sold in the medium price cate- 
gory in October, Bayne said. 

In California, he said, Mercury 
ranked third among all makes reg- 
istered during the month, with 8.7 
percent of the market. Nationwide, 
Mercury ranked fifth in registra- 
tions during October, Bayne added. 


Corwin on NADA Group 

S. W. Corwin, president of Cor- 
win-Churchill Co., Fargo, N. D., has 
been elected by North Dakota 
Chrysler-Plymouth dealers to the 
Chrysler advisory committee of 
NADA. 
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In Each of Next 5 Years.. 
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Breech Sees Future Ford Gains 


(Continued from Page 1) 


which seek to limit output have | 


failed to distinguish between “the 
hard-hitting, enterprising dealer 
who is on the job throughout the 
year” and the dealer who “prefers 
to maintain high profit margins per 
unit of sale through restricted pro- 
duction, so that he may continue 
to devote a small part of his time 
to running his business and the 
rest of his time to enjoying life.” 
= * oa 

PPARENTLY both the unions 

and the dealer organizations, 
he said, are in favor of lessened 
competition through lower pro- 
duction. Chiding the dealers, he 
added: 

“We even read that certain 
state dealer associations are be- 
ing urged by vocal minorities to 
ask for laws which, in the end, 
would accomplish just this re- 
sult. Perhaps some of them, too, 
will march on Washington and, 
demand protection!” 

The bankers got a chuckle, when, 
alluding to the investment field, 
Breech said, “Maybe a scheme can 
be devised so that no one will ever 







Cass Foresees 
Truck Turbine 
Within 5 Years 


ST. LOUIS.—In an address to 
members of the St. Louis section of 
the Society of Automotive Engi- 
neers, Robert Cass, vice-president 
of White Motor Co. and president 
of SAE, said that engineering de- 
velopment in the gas-turbine 
engine for trucks may make possi- 
ble within the next five years a 
light engine which will develop 
enough horsepower for normal 
veeds. 

White said the turbo-jet engine, 
an adaption of the gas-turbine 
engirie, will even go beyond the 
gas-turbine engine, but it is still 
in an experimental stage and ex- 
pensive to produce. 

He also predicted the de- 
velopment of cars weighing only 
2,000 pounds. 


United Metal Buys 
Uniflex Cable 


WAYNE, Mich—E. F. Fisher, 
president of Gar Wood Industries, 
Inc., announced last week that 
United Metal Craft Co, a Gar 
Wood subsidiary, had acquired the 
facilities of Unifiex Cable Co., man- 
ufacturer of welding cables and 
other secondary welding connec- 
tors. Unifiex products will be pro- 
duced at the Ypsilanti (Mich.), 
plant of United Metal. 

E. R. Leeder, president of United 
Metal, said that John S. Wreford, 
Ernest Hoisington and Robert Bos- 
man, formerly with Uniflex, will 
join the new Unifiex cable division 
of United Metal. 

The Unifiex line includes low- 
reactance “kickless” cables and 
terminals, water-cooled jumpers, 
laminated shunts and air-cooled 
shunts, cable adaptors and acces- 





sories. Government determine what should 
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A Dealer for Half a Century— 


Mr. and Mrs. Joseph J. Hengesbaugh were guests of honor at a banquet celebrating 
Hengesbaugh’s 50th year in the auto business. He is the owner of Economy Motor 


Sales, Inc. (Cadillac-Oldsmobile), Elyria, O. 





take a loss in the securities 


market.” 


Ford, he said, welcomes the re- 
turn to competition, believing that 
it is long overdue and that the 
consequences will benefit both the 
consumer and the economy as a 
whole. 

* * om 
“west of the yells occasioned by 
the competitive market have 
not come from Ford dealers,” 
Breech said. “They are doing all 
right and will continue to do so.” 


He declared that Ford and 
Lincoln-Mercury dealers made a 
higher profit in the third quarter 
of 1953 than at any time since 
the second quarter of 1952—the 
end of the period of scarcities. 
In the first nine months of 1953, 
Breech said, Ford-line dealers 
netted about 18 percent more profit 

than they did in the same period 
of 1952. 

He credited Ford’s sales training 
emphasis — some 1,800 dealer 
personnel have graduated from the 
Ford merchandising school since 
1947—-with keeping Ford dealers in 
a good position, 

* + a 

“WE AT FORD are very much 

concerned with the financial 
health of our dealers,” he said, 
“and we offer every kind of as- 
sistance to those who need it. That 
is plain common sense on our part, 
because losing a dealer is an eco- 
nomic waste. 

“It means that we temporarily | 
lose an outlet where we might be 
selling cars. 

“So, from a competitive stand- | 
point alone, wherever a Ford} 
dealer is not obtaining his share of 
the market, we much prefer to| 
help him become a_.smart, ag- 
gressive competitor.” 

+ * - 





INCE 1940, Breech said, there 

has been a five-fold increase in 
the level of discretionary spending | 
power among Americans. And when 
people have the money to buy) 
newer and improved products, he 
said, there can be no such thing 
as overproduction. | 


Auto men have watched for | 
years a growing demand for 
higher-priced lines and luxurious 
styling and accessories, he said. | 


“We see no evidence that people | 
won’t buy a good product, fairly 
priced,” Breech said. 

And while Ford plans to capture | 
a constantly larger share of the 
market, he added, its production | 
schedules “actually are guided by | 
dealer reports on sales, stocks and | 
financial condition.” The three, he 
said, give Ford an_ up-to-date 
measure of consumer demand for 
Ford products. 

* 7 * 
r IS HIS opinion, Breech said, | 





that in a free economy, con- | 
sumer demand—helped by convinc- | 
ing salesmanship—should be the | 
only production restriction for any | 
industry. 

He then listed three absolute 
ways in which auto production 
could be limited: 

1. A return to Government con- 
trols and production allocation. 

2. Nationalization to let the 





Approximately 225 employes attended the 


affair, which included a dramatization of Hengesbaugh's career and the surprise 
presentation of oldtime employes and associates. General Motors representatives who 
attended included Roy Johnson, Chevrolet; John Sieppes, Oldsmobile, and Clyde 


Bacon, General Motors Acceptance Corp. 


be produced, how much, by whom 
and at what price. 

3. A repeal of antitrust laws so 
that manufacturers could get to- 
gether to fix production and prices 
and perpetuate an economy of 
scarcity. 

* * * 
HEN he said: “No thinking 
American could argue seriously 
that any one of these courses is a 
reasonable substitute for today’s 
tried and proved competitive 
system.” 


In such a system, he said, there | 


are rewards for those who succeed 
as well as penalties for those who 
fail. 

“The inefficient producer who 
priced his products too high in 
the seller’s market is hurting 
now,” Breech said, “Competition 
will force him to become more 
efficient or pass out of the 
picture.” 

The great benefits of the com- 
petitive system, he reminded his 
audience, fall to the consumer, And 
corporations, he said, like the indi- 
vidual, are consumers, too. 

“For years, Ford Motor Co. and 
John Smith have been lined up... 
begging for materials, goods and 
services. We at Ford feel just the 
way John Smith feels. 

“We're negotiating for lower 
prices. We’re asking that the fat 
be removed.” 

* + * 


OMPETITION, he said, is the 


spending on capital improvements 
which has been going on, not only 
at Ford, but elsewhere in the in- 
dustry. 

Hundreds of millions are being 
spent to provide better equipment 
to help raise the American 
standard of living, he said. He 
sketched Ford’s own expansion 
program, not only in physical 
equipment, but in research—in 
the pure sciences as well as in 
the automotive field. 


Ford scientists, he said, are 
studying nuclear power and are 
measuring the effects of temper- 
atures and speeds far higher than 
those now reached in automobile 
engines. 

A good deal of their study, he 
said, is directed toward developing 
new and better forms of propulsion. 

* * * 


“ess not missing any bets on 
the possibilities 

the gas turbine engine,” he said. 
“Some day we may be able to pro- 
duce gas turbine power plants 
stronger and more compact than 
today’s engines, and with only half 
as much weight.” 

When the problems of high 
engine speeds, high pressures and 
high temperatures are solved, he 
said, new avenues will be opened 
for radical changes in the whole 
system of propulsion and control 
for autos, 

These, in turn, Breech said, will 
mean new shapes and sizes for the 
auto of the future. 

“We believe,” he said, “that as a 
small part of American manage- 
ment it is our business to make 
trends, not to follow them.” 


Packard to Stage 


Dealer Preview 


In N. Y. Today 


NEW YORK.—Another in a se- 
ries of dealer meetings featuring a 
preview of Packard’s 1954 line and 
a discussion of merchandising 
plans is scheduled to take place 
here today (Dec. 7). 

The first meeting was held last 
week in Detroit, and others are 
scheduled for Wednesday in Chi- 
cago and next Monday in San 
Francisco. 

On tour is a Packard manage- 
ment team headed by President 
James J. Nance. Others in the 
group include Frank Frost, field 
sales manager; C. E. Briggs, mar- 
keting manager; F. W. Gareiss, 
merchandising manager, and C. E. 
Van Voorhis, advertising manager. 


inherent in| 





dealer from Ronan, Mont. 


By M. L. Schwartz 
Staff Correspondent 


OTTAWA.—“This may be the in- 
dustry’s last national meeting be- 
fore the introduction of Federal 
control over many of our opera- 
tors,” President G. M. Parke told 
the Canadian Automotive Trans- 


hidden drive behind the heavy | Portation Assn. at its first annual 


convention here. 

The association is opposed to 
such control on grounds that it 
would be exercised by an organi- 
zation emanating directly from 
the Federal Government, a com- 
petitor of automotive transport 
as owner of the Canadian Na- 
tional Railways. 

“Our position will not be secure 
if Federal control is exercised,” 
said Jack Taylor, manager-director 
of the Alberta Motor Transport 
Assn, “Powerful forces are at work 
that will do all they can not only 
to regulate and control, but to 
eliminate the motor transport in- 
dustry from the highways.” 

The annual report of the board 
of directors indicated concern over 
the effects of a Supreme Court de- 
cision putting international and 








Chrysler Terms 


Its 1954 Kickoff 
Month Best Ever 


DETROIT. — Chrysler’s 1954 an- 
nouncement month has been the 
best in the divi- 
sion’s 30-year his- 
tory, reports E. 
M. Braden, gen- 
eral sales man- 
ager. 

“Sales of our 
new 235 - horse- 
power Chrysler 
New Yorker De- 
luxe models are 
far ahead of last 
year and orders 
are running well 
ahead of production,” Braden said. 

“To keep our dealers supplied 
| with cars to meet public demand, 
| we produced over 11,400 cars in No- 
vember despite production prob- 
lems and the time lost at the 
Thanksgiving holiday. In Novem- 
ber, 1952, we produced 10,655 cars.” 

During the 1954 announcement, 
Braden said, showroom traffic and 
public interest have shown “a new 
high.” 

Braden said the division used the 
greatest newspaper advertising 
campaign it ever developed for a 
new-model announcement. 

“We intend to continue to adver- 
tise more frequently and use larger 
ads than ever before,” Braden said. 

“A larger factor in the success 
of the 1954 model announcement 
has been the great enthusiasm 
shown throughout the country by 
our 3,400 dealers who today repre- 
sent the strongest, best-financed, 
best-equipped dealer body we have 
ever had,” he said. 





E. M. Braden 











| New President of Montana Association— 


Harry M. Henricksen (center), Cadillac dealer of Kalispell, Mont., is the new presi- 
| dent of the Montana Automobile Dealers Assn. M. R. Darlington (right), managing di- 
| rector of the Inter-Industry Highway Committee, addressed the group's convention on 
| the topic, “Your Business Is on the Highways.’’ On the left is R. S. Hanson, Ford 


Canadian Truckers Voice . 
Fear of Federal Control 


interprovincial highway transporta- 
tion under Federal control. 

The association indicated that the 
problem has been studied and the 
organization was now ready to help 
such control when established. The 
association also favors a separate 
truck regulatory board, not the 
Board of Transport Commissioners, 
which controls railways. 

“Our policy is that we are un- 
alterably opposed to Federal con- 
trol,” Parke declared, though a 
report by the board of directors 
informed the delegates that a 
model Federal Motor Carrier 
Act has been drafted by the as- 
sociation in the event of central 
Government control becomes a 
reality. 

Developments in each province 
were embodied in reports given by 
spokesmen for the provinces. Re- 
porting were Douglas S. Moffatt, 
president of the Maritime Motor 
Transport Assn; Camille Archam- 
bault, director of public relations 
of the Automotive Transport Assn. 
of Quebec; President W. H. Male 
of the Automotive Transport Assn. 
of Ontario; the chairman of the 
legislative committee of the Mani- 
toba Automotive Transportation 
Assn.; Gordon Smith, director of 
the Saskatchewan Motor Transport 
Assn.; Jack Taylor, managing di- 
rector of the Alberta Motor Trans- 
port: Assn., and R. W. Macdonald, 
of the Automotive Transport Assn. 
of British Columbia. 


The organization, representing 
about 7,000 “for hire” transport 
firms, heard speeches by Norman 
Moore, director of public relations 
of Cockshutt Farm Equipment, 
Ltd., on “Wheels of Progress;” 
Harvey W. Adams, director of 
transport, Civil Defense, Ottawa, 
on “Civil Defense’s Challenge to 
Motor Transport,” and C. W. Gil- 
christ, managing director of the 
Canadian Good Roads Assn., on 
“How CGRA Works for Better 
Roads in Canada.” 


Top Trucks 
New-truck registrations for all 
states for October. 
1953 Pos. 
1—2384,174 
2—213,281 


Make 
Chev. 
Ford 
Intern’1. 
GMC 
Dodge 
Stude., 
Willys 
White 
Mack 
Reo 
Dia, T 
Divco 
Brockway 
Autocar 
Federal 
Kenworth 
Pontiac 
Peterbilt 
FwD 

Total All Makes 
789,231 671,719 

For further details, see page 

48, today’s issue. 


1952 Pos. 
220,964— 1 
146,525— 2 

79,426— 4 
66,289— 5 
86,473— 3 
24,496— 6 
16,445— 7 
9,531— 8 
6,174— 9 
2,810—11 
2,937—10 
2,416—12 
1,390—13 
1,308—14 

710—15 

609—16 

425—18 

208—19 

443—17 
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No ‘Serious Discussions’ On... 





Packard Not Talking 
Merger, Nance Says 


(Continued from Page 1) 


is the only independent with cars | 


in bot: the medium and high- 
priced classes. 

That was about all Nance had to 
say on the subject of mergers at a 


press preview of Packard’s 1954 
line in Detroit, although he himself 
volunteered to air the issue. Specu- 
lation as to the merger of inde- 
pendent car producers has been a 
hot topic of conversation in the 
industry since the recent disclosure 
that Nash and Hudson were nego- 
tiating proposals to form some sort 
of working arrangement. 
* * + 
oS spoke more freely of 
other matters. He said: 

1. Pricewise, some adjustments 
would be made in Packard’s 1954 
models, but prices generally 
would remain at the 1953 level. 
2. Packard was preparing for a 
“selling market” next year with a 
training program that eventually 
would encompass the company’s 
entire sales organization, including 
retail salesmen. 

3. Packard had reached its nu- 
merical goal of 1,500 dealers and 
now was concentrating on “up- 
grading” their quality. 

4. The Packard sales contract 
had been rewritten “with the help 
of dealers.” Major change was the 
inclusion of a retroactive discount 
plan in place of post-cleanup pay- 
backs on new cars. 


PACKARD would build its mer- 

e chandising programs on per- 
sonalized selling, rather than 
“razzle - dazzle” campaigns. Nance 
remarked that he had never ex- 
pected to live to see the day when 
the auto industry would resort to 
“one-cent Rexall sales, but we’ve 
got ’em.” 

6. A high-efficiency 212 - horse- 
power engine would be a feature 
of 1954 models. 

7. The Clipper line would be ex- 
panded into three series. 

8. Out of an expected industry 
total of 5,000,000 to 5,500,000 cars 
next year, Packard hoped to 
build 100,000. Sixty percent of 
them —the traditional prewar 
ratio— would be turned out in 
the first half, Nance said. 
Merger speculation thus far has 
not specifically linked Packard 
with any other company, but news- 
men who heard Nance discuss the 
question commented that he 
seemed extremely guarded in his 
statements, in contrast to his usual 
frank attitude. 

+ om * 
ance said he thought his audi- 
ence knew more about merger 
activities than he did. He said he 
read his newspaper carefully every 
morning in order to learn the latest. 

In “limited degree,” he said, he 
believed in the interchangeability 
of parts for independent makers. 

For instance, he said, “we 
build a good transmission at 
Packard, and we’d like to sell it 
to others. If they have something 
we could use, we’d surely be in- 
terested in it.” 

Nance said Packard was review- 
ing the possibility of making its 
own bodies in the light of Chrysler 
Corp.’s purchase of Briggs Mfg. 
Co.’s automotive facilities. He indi- 
cated that, for some time to come, 
Packard would continue to get 
bodies from Chrysler. 

Nance said he expected 1954 to 
be the most critical sales year of 
the next five for the auto industry. 
The seller’s market is gone, he said, 
but it has not yet degenerated into 
a buyer’s market. 

Rather, Nance said, a “selling 
market” is in prospect—one in 
which demand must be created. He 
said that new techniques designed 
to cope with such a market would 
be taught to Packard’s district 
managers, and through them to 
dealers, dealership sales managers 
and salesmen. 

* = * 

E SAID Packard now had 1,500 

dealers, of whom about 260 also 
handled other makes. Many of the 
latter, he said, hold International 
Harvester truck franchises. 

Warning that every business- 





man must adjust his operations 

to the competitive market that 

lies ahead, Nance foresaw a “con- 
siderable turnover” among deal- 
ers in the next 18 to 24 months. 

Pulling out of the auto market, 
he said, will be dealers who have 
made their pile and are satisfied, 
those who are short of “chips” and 
those who are short of know-how. 
It will be up to the remainder, he 
said, to make their contributions 
to a growing and prosperous | 
American economy. 

With emphasis in the industry | 
switching from production to sales- 
manship, “many will feel,” Nance 
declared, “that this is their op- 
portunity to build a business where 
their own talents are rewarded.” 

* + + 
ANCE said Packard field men | 
had conferred recently with 
every dealer to exchange marketing 
ideas. He said he was surprised at | 
the way dealers welcomed this op- 
portunity. 

“A year ago,” he said, “the dealer 
would have been uninterested.” 

Packard has no organized 
dealer council, but dealer opin- 
ions are solicited periodically at 
informal gatherings. Nance re- 
vealed that, working with key 
dealer groups, the company had 
revised its sales agreement. 

Overall, it was explained, the 
contract was reworded in more 
clear-cut fashion to do away with 
the various interpretations that ac- 
crued over a period of years. 

* * * 

A= feature is a year-end, 

bonus based on the number of 
cars sold by a dealer, similar to 
provisions found in the contracts 
of several other makers, This 
clause replaces the payback that 
formerly was made to dealers for 
cars remaining in stock after a' 
new model is announced. 

It is felt that the new setup will 
serve as a sales incentive. 

Nance said dealers had “recoiled” 
from the blitz sales drives staged 
by some competitors, but that they 
were now gaining their “sealegs” 
and getting down to hard work. 

* + * 


To razzle - dazzle technique at 
least scares dealers, if it doesn’t 
actually hurt them, he said. 

“In our price class,” he added, 
“we need more than soaped-up 
windows offering to let a prospect 
make his own deal.” 

With new models scheduled for 
introduction after Jan. 1, Nance 
said that dealer new-car inven- 
tories now were “very low.” 
Comprising next year’s offerings, 
he said, will be seven Clipper 
models in three series, including a 
new “super classification and four 
production and four custom-built 
models in the luxury field. 

* * * 


qr ttane changes will be evident 
mainly in the medium-priced 
Clipper, which will receive an ap- 
pearance more distinctively its own, 
but all models will have redesigned 
interiors and more _ horsepower, 
with a maximum of 212. 

The 212-horsepower engine, 
Nance said, will deliver its peak 
torque output at about 40 miles 
per hour, thus providing effici- 
ency at “usable speeds.” Com- 
pression ratio, it was said, will be 
the highest in the industry at 8.7 
to 1. 

The Clipper’s high fenders will be | 
accented more strongly, and a new 
hardtop, the Panama, will make 
its bow. 

“Our Clippers,” Nance said, “are 
truly big cars with luxury features, 
unlike the dolled-up smaller cars | 
that are offered by some makers in 
the medium-priced field.” 

* * ” 


NTERIORS, Nance said, will fea- | 

ture unusual use of color and | 
fabrics, including linen. 

Though faced with “tough and 











Packard will continue its new 
program of revitalizing personnel 
and manufacturing facilities. 

Nance said that in the last year 
the average age of Packard’s 26, 
top executives had been whittled 
from 59 to 46. 


rugged” competition, Nance said, | 
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Denver Dealerships's New Home— 


The new O'Meara Ford Center in Denver contains 150,000 square feet of space, 
and is equipped with the latest devices for efficient service. O'Meara has been con- 
nected with Ford Motor Co. nearly half a century. 

* * + 


New Ford Center 


ened by Veteran 
Dealer O’Meara 


DENVER.—Nearly half a century 
of association with Ford Motor Co. 
was highlighted last week by A. M. 


,O’Meara when he opened the new 


O’Meara Ford Center at 1100 W. 
Colfax Ave. 


The new center contains 150,000 


‘square feet of space, including 


parking area. The building has 38- 
000 square feet of floor space. 

The sales floor features large 
windows on three sides. Adjoining 
are offices for salesmen as well as 
executives. 

Three traffic lanes are provided 
In all, 
there are 14 doors through whicb 


|autos may enter the service de- 


partment. There are 32 work stalls 
and nine hoists. 

The parts department, one of the 
largest in the Rocky Mountain 
area, carries 14,000 items. 

On the second floor are the em- 
ploye locker, shower and lunch 


Obituaries 





Jack Moss 
OKLAHOMA CITY. — Jack Moss, 53, 
Oklahoma City used-car dealer, was found 
shot to death in the bedroom of his home 
Nov. 28. Mrs. Moss told police that her 
husband had been depressed recently be- 


| cause of a slump in business and because 


of illness. 
* * * 
Benjamin Linsker 
DAYTON, O.— Benjamin Linsker, 59, 
owner of Linsker Auto Sales Co. 2137 W. 
Third St., died Nov. 26 after a week’s 
illness. A native of Austria, he had been 
a Dayton resident 29 years. 
+ * * 
J. Austin Coleman 
COVINGTON, Tenn.—J. Austin Coleman, 
47, owner of Coleman Motor Co. (Chrysler- 
Plymouth), died Nov. 24 of a heart attack. 
Mr. Coleman was a director of the Tennes- 
see Automotive Assn. 
* * * 
Charles B. Ostrander 
ST. PETERSBURG, Fla. — Charles B. 
Ostrander, 76, a retired dealer, died here 
Nov. 28. He had handled Chevrolet in 


Richfield Springs, N. Y. 
* * * 


W. K. Petrey Sr. 
BALDWIN, Fla.—W. K. Petrey sr., 46, 
co-owner of Petrey Bros. Garage (Chevro- 
let), died Nov. 24. 
* * * 


Leo W. Harkins 
TACOMA, Wash.—Leo W. Harkins, auto 
dealer who retired in 1931, died Nov. 22. 


| With R. A. Mueller, Mr. Harkins founded 
| Mueller-Harkins Motor Co. 
* 


in 1916. 
* * 


Robert A. Scott 
LOUISVILLE. — Robert A. Scott, 73, 
partner in the former Ford dealership of 
Schwartz, Clifford & Scctt, died Nov. 25. 
He had been retired for many years. 
* * * 


Lee A. Wright 
BURLEY, Id.—Funeral services for Lee 
A. Wright, 71, former Buick dealer, were 
held last week. Active in civic affairs, he 
had served as a State senator, a member 
of the highway district board of commis- 
sioners and a member of the Burley City 


* * * 


Charlies Nellenback 
BINGHAMTON, N. Y.—Charles Nellen- 
back, who assisted his son, Donald, in 
establishing a dealership here and served 
as vice-president, died Nov, 26. Another 
son, Andrew D., operates a dealership in 
Syracuse. 


* * * 
Charles Dauwalter 
CARVER, Minn, — Charles Dauwalter, 


owner of Buick and Chevrolet dealerships 
here, died at the age of 58. 
* * * 


Al Weis 
DECORAH, Ia.—Al Weis. 51, owner of 


Weis Buick Garage since 1933, died Nov. 29. 
* * * 


Correction 
In an obituary Nov. 23, Luther E. 
Atwater was incorrectly identified. 
The account should have stated 
that Mr. Atwater was a resident of 
Burlington, N. C., and had founded 


| Burlington Auto Co, in 1912. 





rooms and a customer waiting 
room. 

Associated with O’Meara are his 
two sons, Al O’Meara jr. is secre- 
tary-treasurer of the dealership, 
and Eugene P. O’Meara, general 
manager. 

The O’Meara name has been 
linked with Ford ever since Ford 
Motor Co. operated its own sales 
agency here. O’Meara left a Ford 
plant in Michigan and came to 
Denver in 1913. 

In 1916, when Ford closed the 
sales agency and started the dealer 
system, he was one of the first to 
receive a franchise. 

Under construction at lith and 
Stout sts. is another building which 
will house O’Meara’s truck sales 
and service departments. This 
building will have 8,200 square feet 
of floor space. 


Mills Expands Body Shop 

Nixon Mills (Chevrolet), Lexing- 
ton, Ga., is expanding its body and 
fender shop. 














Auto Stocks 
Dec. Nov. 1953 

2 24 High Low 
Chrysler 63% 61% 96% 60% 
GM 60 59%, 69% 538% 
Hudson 11% 10% 8617 9% 
Kaiser 2% 2% 5% 2% 
Nash 17% 17% 25% 16% 
Packard 38% 4 6% 8% 
Stude. 22%, 22% 48% 21% 





Average 25.90 25.46 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 








61 


| Car Makers Duck 


Warranty, Says 


Canadian Official 


OTTAWA. — The Canadian Gov- 
ernment’s attention has been drawn 
to what a member of Parliament 
calls the practice of auto dealers in 
Canada selling new cars with a 
warranty that does not obligate the 
manufacturer. 

G. S. White said he had discov- 
ered the practice through a case in 
his law office. He said that only 
dealers can be held responsible un- 
der sales contracts now being writ- 
ten. 

“I think this will come as a great 
surprise to the public,” White told 
Parliament. 

The manufacturer of the “lemon” 
in the case he is handling, White 
said, “made it very plain” that “if 
someone is unlucky or unfortunate 
enough to purchase one of their 
cars which is defective, a car that 
is a ‘lemon,’ he is simply out of 
luck as far as the corporation is 
concerned.” 

White said that in the case 
brought to his attention, the car 
burned oil; the trunk lid could not 
be locked; the windshield wipers 
would not work; two of the hub 
caps were yellow and two were red;. 
the clock did not work; rear-win- 
dow mechanism was installed up- 
side down; rear doors were mal- 
adjusted; front seat would not re- 
main locked in position; glass was 
defective; steering gear made “most 
peculiar” noises; fenders, hood and 
doors were not fitted properly, and 
the fan would not work. 

“It would appear,” White told the 
House, “that an important com- 
pany, having turned out a ‘lemon’ 
of a car like this, would at least 
replace it with a new car in proper 
shape. , 

“The purchaser paid a very fancy 
price and instead of having a new 
car from which he and his family 
could derive some pleasure, he has 
a perpetual headache, and he got 
the very comforting information 
from this great corporation that it 
makes no warranty or representa- 
tion of any kind as to the vehicle 
it manufactures.” 


Williamson Safe Stolen 


Burglars entered the Williamson 
Motor Co., Augusta, Ga., and car- 
ried off a safe containing around 
$725 in cash. 
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Permits you to relax, ond use left or 
right foot with eqvol ease 
Fits oll cors, either clutch or ovtomatic drive 
Guoronteed for lite of cor on which originally 
imstolled 


Price $6.95 
Delivered to You 


Pod 
Order from R. V. LEHNER, NESS CITY, KANSAS 











W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the following NEW MANUALS: 


ADDRESS 


Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 
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1,000 Chevrolet Dealers Attend Unveiling of ‘54 Trucks— 


R. G. Schulte, Minneapolis zone manager, introduced Chevrolet's 1954 trucks at a meeting in St. Paul, which was attended by 
more than 1,000 dealers, sales managers and salesmen from Minnesota, South Dakota and Wisconsin. 








"93 Called Top Auto Year Dollar- Wise 


CHICAGO. — The year 1953 will 
be the biggest in automotive his- 
tory in terms of dollar value, L. L. 
Colbert, president of Chrysler Corp., 
said last week. 

This peak will be reached, he told 
the Executives Club of Chicago, be- 
cause customers bought more lux- 
ury features and luxury models 


than they did in 1950, the record 
year for unit sales. 

Colbert said he envisions 1954 as 
“a very good year indeed.” The re- 
turn of the competitive market, he 
said, can be “a dynamic force driv- 
ing the economy to greater heights 
than ever before.” Competition will 
be the hottest it has been in 





CATER TO COMFORT AND CASH IN 
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with |ea/shades 


Reg US. Pot Off 





Fresh air when it rains 


Come cloudburst or blizzard, Vent- 
shades allow windows to be lowered 
2 or 3 inches. Weather stays out, but 
fresh air circulates through car. 


Less fogging of glass 
Because Ventshades ventilate the car 
naturally, they practically eliminate 
the condensation of moisture on win- 
dows and windshield. 


= 
A cooler car when parked 


In hot weather windows can be left 
lowered a little when car is parked. 
Ventshades protect against showers 
and circulating air keeps car cooler. 





Added beauty for the car 
Ventshades are as beautiful as they 
ate practical, adding a touch of 
streamlined smartness to any car. 
They look like a built in feature. 


Contact your Ventshade wholesaler or 
write direct for complete information. 
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AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 


IN ATLANTA'S FINEST INDUSTRIAL SUBURB 











the last 15 years, Colbert said. 

“This is an outlook to be wel- 
comed, not to be feared or dread- 
ed,” Colbert said. “I believe we can 
be competitive without going to 
lower levels of economic activity. 

“We need to relearn the fact that 
competition is a positive good, not 
something unpleasant that goes 
along with declining output.” 

He predicted that auto sales in 
1954 would total “five million or 
more” units. 


Sav-Way Sealer Sold 


DETROIT. — Sav-Way Sara Seal, 
Inc., Detroit, has sold its interest 
in Sav-Way Sara Sealer to Packag- 
ing Industries, of Montclair, N. J., 
according to Tom Saffady, presi- 
dent of Sav-Way, and Howard Roh- 
din, vice-president of Packaging 
Industries. The product is a band- 
type heat-sealer. 


Dealers 





Claim Good Response . . . 





United Ford Sponsors 
Clarify Dealer Plans 


(Continued from Page 3) 


not great enough, we have agreed 
to donate our time and effort.” 
* o * 


Anas other dealer groups, one 
of the most cordial reactions 
came from Charles Henderson, 
manager of the New York State 
Automobile Dealers Assn., who said 
in his bulletin: 

“We're not going to try to pass 
judgment on something before it 
has provided any basis for judg- 
ment. I can say that we don’t have 
any reason for disapproving of this 
organization. So far it is merely an 
idea, proposed by individuals who, 
to our knowledge, have nothing 
against their records to indicate 
that they are not acting in good 
faith.” 

“Whether the idea will 
succeed,” Henderson continued, 
“only time will prove. I 
that this is a very negative refer- 
ence to the organization, but I 
also regard it as the only fair 
reference I can make. Our state 

association cannot and will not 
presume to pre-judge this group. 

“If it succeeds in its purpose, 
we will be grateful for any im- 
provement in factory-dealer re- 
lations it may achieve. If we knew 
any reason to disapprove of this 
group, I would print it here in no 
uncertain terms.” 

+. * o 

RED BELL, NADA executive 

vice-president, commented: 

“Recognizing the complete inde- 
pendence of any businessman to 
join or not join any organization 
he may wish, NADA restricts it- 
self, at this time, to expressing the 
hope and conviction that through 
(NADA’s) national ‘make’ advisory 
committees positive and progres- 
isive action will take place. The 
voice of 34,000 dealers raised in 
unity is a strong voice and an ef- 
fective one.” 

The Minnesota Automobile 
Dealers Assn. declared: 

“If I were a dealer—even with 
business plenty tough these days 
—Id hesitate a long time before 
following such a will-o’-the-wisp. 
Pd want to know all about the 
officers and directors, if any; 
how the outfit would function, 


Tell Me 





(Continued from Page 3) 


allotment, which he could handle 
without difficulty. 

It wouldn’t be unlawful for fac- 
tories to decide individually to bring 
out models during the same month 
—October. By so doing, the regular- 
ity of employment with both fac- 
tories and dealers would be en- 
hanced and the nation’s economy 
stabilized. 

The automobile industry is a bell- 
weather in the nation’s strength, 
and it certainly has the leadership 
capable of putting into operation 


|a@ program that is sure to prove 
| beneficial to all. 


* x * 


Employes’ Manual 


A DEALER’S payroll is his big- 
gest expense item. Any means 
or any method that will develop the 
spirit of cooperation or increased 
productivity is a contribution to 
lower prices and a fuller and more 
satisfactory use of our product. 


To aid workers to understand the 
responsibilities and opportunities of 
an automobile dealership, many 
dealers have produced an employes’ 
manual. 
booklet entitled, “Let’s Talk About 
Your Job,” has recently been pro- 


|duced for the 60 employes of the 


Ben Feferman Motor Sales Corp. 


It is attractively printed in two| j 


colors and illustrated on each page 
with a clever cartoon. 

This company, an Oldsmobile 
and Cadillac outlet, was estab- 
lished 25 years ago by the late 
Ben Feferman. His son, Henry 
Feferman, is now in charge. Hen- 
ry Feferman is a past president 


of the South Bend (Ind.) Auto- 
mobile Dealers Assn. and is very 
active in civic affairs. 

Both Oldsmobile and Cadillac 
factories must be very happy with 
this block-long plant with a 20,000 
square foot used-car lot covered by 
an aluminum canopy which one 
sees a block north and west of the 
South Bend depot as he passes 
through the town. 


Henry Feferman, I am sure, will 
be glad to send a copy of this book- 
let with his compliments to any 
dealer who may request it by ad- 
dressing him at 602 S. Michigan 
St., South Bend, Ind. 





An outstanding 16 - page| | 





With DeSoto 25 Years— 


Edmund C. Peck (left), president of Peck 
Motor Co., Whitinsville, Mass., is pre- 
sented with a silver tray in honor of his 
25 years as a DeSoto dealer by Walter 
J. Cleland, Boston regional manager. 








who gets the money, what are 
its contracts. 

“We're biased—but we believe the 
present local, state and national 
dealer groups, through unspectacu- 
lar and routine as viewed by some, 
are doing an effective job in repre- 
senting the automobile retailer. 
There are scores of examples of 
their first-rate work.” 


* * 7 
bh letter circulated by United 
Ford contained excerpts of 


letters reportedly received from 
Ford dealers. 


An Oklahoma dealer is quoted 

as saying: 

“I think this is the only way 
that the average dealer in a small 
territory will be able to survive, 
and I am in a small territory. I 
am, however, going to contact my 
neighboring dealers and see what 
they are going to do, and, if I 
think they will stick, I sure will 
be one of your members.” 


From Nebraska a dealer allegedly 
declared: 

“I certainly am very interested 
in being a member of this kind of 
organization, and think that noth- 
ing could be better for us Ford 
dealers than to be in 100 percent, 
and have an equal share of rights 
when we are pressured by the Ford 
Motor Co. as I have personally ex- 
perienced just recently. And I know 
that us Ford dealers will be 
bounced and roughed around more 
and more as time goes on.” 

One of the dealers writing from 
Pennsylvania said, cryptically, “We 
were cancelled.” 

Lew Ullrich, managing director 
of the Kentucky Automobile Deal- 
ers Assn., said that dealers he had 
talked with are of the opinion that 
NADA and KADA are better quali- 
fied to represent their dealer mem- 
bers than organizations similar to 
the United Ford association. 


PowerF lite Output 
2,400 Units Daily; 
125,000 So Far 


INDIANAPOLIS. — Chrysler 
Corp.’s new automatic trans- 
mission plant here produces more 
than 2,400 units a 
day, it was re- 
vealed last week 
by R. S. Bright, 
general manager. 

Production of 
PowerFlite trans- 
missions has 
passed the 125,000 
mark, Bright 
added. The plant 
is operated by 
Dodge and builds 
automatic trans- 
missions for Dodge, DeSoto and 
Chrysler cars. 

Earlier, at a luncheon of the 
Indianapolis Chamber of Com- 
merce, W. C. Newberg, Dodge 
president, had said that compe- 
tition is the driving force behind 
every expansion of American in- 
dustry. 

Newberg pointed out that 20 
years ago automatic transmissions 
were scarcely more than a dream. 
Today, he said, this new plant pro- 
vides annual payrolls of about $20 
million, almost equal to the total 
manufacturing payrolls of all of 
Indianapolis two decades ago. 

The 800,000- square-foot plant, 
which was finished last summer, 
now employs more than 4,000 
workers. 





W. ©. Newberg 


Permafuse Stars Work 


On Plant in New Cassel 

GARDEN CITY, N. Y. — Con- 
struction work has started on a 
new plant for Permafuse Corp. in 
New Cassel, N. Y., according to 
S. G. Tilden, president. 

The plant, which is expected to 
be completed in spring, will afford 
space for offices and expanded pro- 
duction of brake shoe bonding ad- 
hesives, electric conveyor type 
bonding ovens and miscellaneous 
brake shoe bonding devices, 
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| With a Month Still to Go... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


*Revised 





dan. 1 dan. 1 
to 


Nov., Dec. 6, on 5, 
1952* 1953* 
848,437 1,185,010 
106,427 151,480 
87,535 121,678 
230,610 284,355 
423,865 627,497 
912,592 1,473,653 
706,560 1,141,625 
29,485 38,690 
176,547 293,338 
1,709,631 2,639,319 
304,062 471,983 
90,756 101,791 
848,364 1,369,470 
213,402 312,992 


361,749 4,020,130 5,816,091 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


= Cars, Trucks, 





Jan, 1 dan. 1 

Total to to 
Nov., le Dec. 5. 
1953* 1952* 1953* 
19,082 306,920 333,735 
ivsaboviants WED (sles 
558 7,481 8,027 
196 2,730 2,856 
8,265 153,347 97,943 
291 1,534 2,244 
24,756 213,299 299,443 
5433 109,521 104,871 
8,758 119,330 115,076 
857 9,651 10,992 
897 16,048 14,459 
25 54,450 31,372 
854 11,393 13,211 
5,978 102,058 82,178 
879 13,177 


76,829 1,121,915 1,129,584 


RM” easeitidacetcescreoasicad 123,163 123,431 71,731 438,578 5,142,045 6,945,675 
Total Cars, Trucks, 
irda eas sieaiod 4,620 7,221 4,515 18,078 359,110 455,689 
Grand Total 
Cars and Trucks 
U. S. and Canada ...... 127,783 130,652 76,246 456,656 5,501,155 7,401,364 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, 


ve, ete. 
N.B.: All U. S. totals include cars and trucks for military orders. 


Week’s Car Production 
Rebounds to 99,745 


(Continued from Page 1) 


the stamping plant is scheduling 
some four-day work weeks this 
month, but “by January there won’t 
be enough days in the week for 
us.” Kendall added that “our work 
week will be up close to 60 hours 
in January.” 
” 7 . 

ORD Motor’s other division, 

Lincoln-Mercury, again 
scheduled Saturday work last week 
at its Wayne (Mich.) and Metuchen 
(N. J.) plants. It now is well out 
of its changeover period and again 
is turning out cars in volume. 

Hudson, which switched to 1954 
output in August, has cut back 
its production, turning out 
slightly over 1,000 cars last week, 
a 40 percent drop from its aver- 
age since the changeover was 
made. 

After two months of turning out 
almost no cars, Packard last week 
stepped up its operations. 

* . 3s 


T A PRESS conference last 
week, President James J. 
Nance said Packard’s low pro- 


Film on Forging Offered 

UTICA, N. Y.— “5,000 Years of 
Forging,” a 20-minute, 16 - milli- 
meter, black-and-white sound film, 
is being made available by Utica 
Drop Forge & Tool Corp. to in- 
dustrial and trade associations, 
schools and educational groups, 
civic groups, churches and clubs. 
Requests should be directed to 
Henry J. Zellweger, Advertising 
Manager, Utica Drop Forge & Tool 
Corp., Utica 4, N. Y. 


duction rates were the result of a 
complete change in assembly 
arrangements and an _ intensified 
quality control program, He added 
that Packard has set a goal of 100,- 
000 cars for next year. 


With the end of Henry J pro- 
duction at Willow Run, the com- 
pany soon will begin turning out 
pilot models of 1954 Kaisers at 
the giant plant. Tentative plans 
call for the firm to make Kaisers 
at Willow Run until January, 
when assembly work will be 
transferred to Toledo, 


Willys’ car operations remained 
down last week for the fifth week. 
The firm said it doesn’t know when 
car output will be resumed. 

* * a” 
Tue only car makers which have 
not switched to 1954-model out- 
put are Ford, Oldsmobile and 
Cadillac, all of which are due this 
month. Oldsmobile already is taper- 
ing off. 

On the truck scene, Chevrolet, 
Dodge, GMC and Studebaker last 
week boosted their output. Stude- 
baker returned to production 
after a month of idleness. 

Revised figures for November 
show that production amounted to 
361,749 cars and 76,829 trucks, a 
drop from October of 32 percent 
for cars and 14 percent for trucks. 

The Big Three last week took 
91.8 percent of total car output, 
against 90 percent in the preceding 
week, Ford garnered 33.4 percent, 
compared with 52.7 in the week 
earlier; GM accounted for 33.3, 
against 10, while Chrysler took 25.1, 
compared with 27.3. 
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°'53 Sales Pass Second Best Year 


(Continued from Page 1) 
438, set in 1950, is apparently safe 
from challenge by 1953 sales. A to- 
tal of 1,451,697 units would have to 
be registered in November and De- 
cember to equal that figure. 

At any rate, total sales for 1953 
will pass the five-million mark to 
fall into the select class shared 
currently by ’50 and ’51. 

aa * ° 
A= significance of October 
(1953) sales of 504,697 may be 
gained when it is noted that the 
top prewar October sales were 290,- 


495, set in 1940. And in the bleak) | 


year of 1932, October sales were 
only 63,195, or 12 percent as many 
as this year. 

November largely shaped up as 
another good month for dealers 
who either were settled with their 
564 models, or who were still go- 
ing strong on ’53s. 

Dealers who were caught in a 
model change during the month, or 
who found themselves running 


sales had been topping 600 just 
prior to that. 

Cleveland new-car sales contin- 
ued at an extremely steady pace at 
1,317 for the weekly turnover, 
while Pittsburgh reported new-car 
registrations up. 

Although sales figures are en- 
couraging, dealers continue to re- 
port shrinking profits. One said, 
“All we’re doing is putting cars on 


ahead of schedule on ’53 cleanups,| 


experienced slackening sales—par- 
ticularly near month’s end. 
Reports reaching AUTOMOTIVE 
News indicate that the so-called 
“blitz” sales are pretty largely a 
matter of history now. Some over- 
allowances continue, but the hyste- 


’| ria, by and large, has abated. 
* +: * 


TH industry observers confi- 

dent that sales will continue at 
a relatively high level in December, 
it appears that the 1953 total will 
wind up somewhere around 5,500,- 
000 


After sagging to the worst week 
of the year, the new-car market 
in Akron last week recovered 
somewhat, with 409 units moved. 
Only 253 cars had been sold the 
previous week. However, weekly 











30 Years with Ford— 


George P. Montagnet (left), national car 
sales manager of the Ford division, cuts 
the 30th anniversary cake given him by 
fellow employes. L. W. Smead (right), gen- 
eral sales manager, presented Montagnet 
with a gold lapel emblem. 





the road. But we hope to do all 
right as soon as everybody gets 
into selling 54 models.” 
* * x 

| pone are declining in the used- 

car market as well. The overall 
average price of wholesale used 
cars plunged $25 last week to 
another record postwar low of $730. 


Only four weeks since early 
April have seen greater declines. 
A month ago the average price 
was $768. Six months ago it was 
$1,014 and a year ago it was 
$1,067. 

The biggest slide of the week 
was taken by ’53 models, which 
wound up $143 lower at $1,794. A 
month ago, ’53s averaged $1,868 


,|and six months ago they were §$2,- 


287. A year ago, however, '52s 
(comparable, modelwise, to ’'53s 
now) sold for $2,008. 


* * * 


THER losses last week in aver- 

age wholesale prices were as 
follows: '46s, down $21; ’50s, off 
$14; ’51s and ’49s, down $13; °48s, 
down $10, and ’52s, off $2. 

The exception to slipping prices 
was established by ’47s, which re- 
covered $13, and made the month’s 
net loss on ’47s only $3. 

The week’s adjustments left the 
price spread between the model 
years as follows: ’53 to ’52—$615; 
52 to ’51— $316; ’51 to ’50— $198; 
50 to *49— $166; '49 to ’48 — $158; 
48 to '47—$54, and ’47 to ’°46—$77. 


Maplewood Motors Sold 


Maplewood Motors, Inc. (Chrys- 
ler - Plymouth), Maplewood, N. J., 
has been sold to Samuels 
and Sam Siegel, according to W. H. 
Queripel, former owner. The firm’s 
name has been changed to Samuels 
Maplewood Motors. 





We Can Show You How To 


- »- INCREASE YOUR 
SHOP HOUR LABOR 


. -- ATTRACT STEADY 
SERVICE CUSTOMERS 
AND HOLD THEM 


- + + SELL MORE 
NEW CARS 


i 


Oo) 


ALL AT NO COST 


TO YOU! 


We can prove we have 
helped Car Dealers in every 
section of the country build 
good will and increase sales 
and service profits. We can 


do the same for you.. 


. and 


can prove that, too! For full 
information, use the coupon 


below. 


MAIL THIS COUPON 


TODAY. 


a) 
Suip oe 
ART ~ 946 LITERS 


MALIE 


SS ABs VIE: 


OR oll 


L. Sonneborn Sons, Inc., New York 10, N. Y. 


Gentlemen: 


Prove to me that every Car Dealer who 
Plan has substantially increased 
car sales. And show me how you 


without charging one penny. 


There's NO cost, NO Obli- 
gation — now or in the 
future. Please attach cou- 
pon to or write us on your 


company letterhead. 





has used 
his labor and 
can do same for 
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Bendix Distributors Hear Sales Pointers— 


Sales and merchandising techniques for Stromberg carburetors, Bendix Vacuum 
Power and Bendix Metalclene were discussed at a meeting between officials of the 
Bendix Products division, South Bend, and sales managers of distributors. Attending 
the sessions were (from left), George Meyer, of Quinn & McGill, Denver; Bill Chesney, 
of Roberts Bros., Washington; George Sundby, of Frank Edwards Co., San Francisco; 
Frank Williams, of Service Sales of Pittsburgh; Carl Johnson, of Carolina Rim & 


Wheel, Charlotte, N. C., and Ernie Spuhler, of Harris Automotive Service, Atlanta. 


Bootlegging Condemned . . 


Overproduction Hit 
At Idaho Parley 


(Continued from Page 3) * 


1958, and Gov. Len Jordan, a 
Ford-Mercury dealer in Grange- 
ville, warned the delegates that 
“we are going into a buyer’s 
market,” and an era of “keener 
competition.” 

Adams said both the state and 
national associations would assist 
any member, but added that dealers 
must watch their overhead and 
eliminate all unnecessary items. He 
said it was necessary, too, for the 


dealers to “watch their creait 
items,” such as small down- 
payments, 


Adams said that if dealers could 
get their service absorption up to 
near 100 percent, “our problems 
would be licked.” National average 
of service absorption is 67 percent, 
Adams said. 

Urging dealers to “get in the 
front row” in dealing with high- 
way problems, Walter Cooper, 
automobile dealer from Fort 
Collins, Colo., told the convention 
that “we have been content to 
make profits from the sale of 
automobiles and have not worried 
about whether the people have 
the facilities to use them.” 

Other exponents of an expanded 
highway program were Fisher 
Elisworth, former member of the 
Idaho Highway board and an Idaho 
Falls dealer; Gov. Jordan, and 
Bell, who urged the dealers “to 
interest themselves in the horrible 
highway situation.” 

Another speaker on the con- 
vention program was C. W. Rad- 
cliffe, owner of Homedale Tractor 
& Equipment Co., who related his 





Color Selection— 


As one of several steps in the selec- 
tion of finishes for 1954 models, Chevro- 
let officials viewed 390 miniature autos, 
each painted in a different color. Above, 
E. N. Cole, chief engineer, and W. E. 
Fish, general sales manager, inspect a 
model 


le 


experience with the National Labor 
Relations Board. 

NLRB found his company guilty 
of failure to recognize the ma- 
chinists’ union and ordered it to 
restore three employes to their jobs 
at pay retroactive to July, 1951. 
Radcliffe appealed and only re- 
cently his case was heard by the 


Circuit Court of Appeals in San | 


Francisco. Charging that NLRB 


had discriminated against other | 
employers as well as himself, Rad- | 


cliffe insisted that he asked only 
that the “NLRB administration be 
fair and impartial.” 

Also speaking to the dealers were 
Wade Bromwell, FBI, Butte, Mont.; 
John Snoddy, Shell Oil Co., San 
Francisco; Charles C. Haight, Bur- 
ley, NADA director, and Charles C. 
Freed, Salt Lake City. 

In addition to the election of 
Heagle as the new president, and 
W. S. Freeland, of Coeur D’Alene, 
as vice-president, the association 
also named five district vice-presi- 
dents, They were: District 1—Free- 
land; District 2 — Fred Gaffney, 
Orofino; District 3 — Fred Lillge, 
Boise; District 4—C. A. Gore, Twin 
Falls, and District 5—Touhy Con- 
rad, Pocatello. 

New IADA directors elected 
include: 

District 1—Wade Brown, Sand- 
point; Clare Walker, Kellogg; 
Lloyd Damon, Waccace, and W. 
S. Freeland, Coeur D’Alene. 

District 2—Jay Dye, Grangeville; 
Elmer Bidne, Moscow; Frank 
Gaffney, Orofino, and Charles Hen- 
dricks, Lewiston. 

District 3 — J. V. Chamberlin jr., 
Weiser; Fred Lillge, Boise; Leo J. 
Mason, Caldwell, and David Ed- 
mark, Nampa. 

District 4—Ray Robbins, Rupert; 
James Berry, Buhl; C. A. Gore, 
Twin Falls, and L. F. Heagle, 
Hailey. 

District 5 — Touhy Conrad, Po- 
catello; Louis Stalker, Grace; Wil- 
liam Sewell, Driggs, and Burt A. 
Wackerli, Idaho Falls. 


Labor 


(Continued from Page 2) 
that the union is engaging in or- 
ganizational picketing.” 
* * - 
NUMBER of elections were 
ordered last week by the Na- 
ational Labor Relations Board. 

At Central Tire & Rubber Co., 
Cincinnati, employes will vote for 
or against retention of their affilia- 
tion with Local 661 of the Team- 
sters Union. 

An .election by the mechanics 
and partsmen at Transport Truck 
& Equipment, Inc., Cedar Rapids, 
Ia., will decide on representation 
by Local 238 of the Teamsters. 

The employes of Herson’s Auto & 
Appliance Co., Washington, will de- 
termine their future relationships 
with Local 1136 of the CIO Retail, 
Wholesale and Department Stores 
Union. 

The drivers and warehousemen 
of Helms Motor Express, Inc., Al- 
bermarle, N. C., will vote for or 
against affiliation with Teamsters 
Local 391. 





Room 500-K, 


Set May 24-26 as 


Convention Dates 





Hotel during its 32nd annual con-| Supply Co., Chicago, vice-president, 
vention May 24-26. 
The program planning committee manufacturers of parts and 
|consists of R. G. Patterson, ex-|equipment will be issued in De- 


| 
| 
| 
| 


| 


Conference booth invitations to 


| ecutive vice-president; J. R. Riley, | cember, but advance registration 


BUFFALO.— The Automotive | °f National Bushing & Parts Co., | forms for hotel reservations will 


Engine Rebuilders Assn. will set) Minneapolis, past president, and 
up headquarters here in the Statler; James H. Templin, of Motor Car 


not be mailed until after the first 
of the year. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all 


branches of the automotive industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: 
OF PUBLICATION DATE. 


SERPs Tes ee 


insertion. 


CLOSING: SIX DAYS 


IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


tisers ava 7 themselves 


Jepartment er 7 


AUTOMOTIVE NEWS 


HELP WANTED 


AUTO SALES MANAGER. We are looking 


for a herd hitting and aggressive new 
car sales manager, capable of handling 


600 car General Motors dealership. Un- | 


usual opportunity and high compensation 
for the right man who understands 
volume selling. Must have experience and 
ability to take charge of and train a 
sales force of 14 men. Location, Phila- 
delphia area. Give full particulars, quali- 
fication and experience. All replies con- 
fidential. Box 3254, c/o Automotive 
News, Detroit 26. 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national 
experienced at MANUFACTURING 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


concerns for men 
level in 


background and interests in 


EMPLOYMENT COUNSEL, 
INC. 


7 W. Madison, Chicago 2, lil. 





BUSINESS MANAGEMENT REPRE- 


SENTATIVES. The Studebaker Corpora- 
tion has excellent opportunities for Busi- 
ness Administration or Accounting majors 
to train for positions in field. Knowledge 
of basic accounting necessary. A good 
salary, opportunity to progress. Travel 
expenses and company car furnished 
when assigned to field. Write Personnel 
Division, South Bend, Indiana. 





ERVICE MANAGER. Large Detroit 
dealership needs service manager 
thoroughly experienced in GM operation. 
Must have broad business attitude. At- 
tractive salary, commission and incen- 
tive setup. Box 3253, c/o Automotive 








FORTY YEAR OLD college graduate with 





News, Detroit 26. 
DODGE DEALER IN LARGE CITY in 
Montana wants an experienced service 


manager. 
expanding community. Good future possi- 
bilities. Salary plus incentives. Write Box 
3246, c/o Automotive News, Detroit 26. 


WANTED—TOP NOTCH used car lot man- 
ager. Cliff James Motors, Warren, Ohio. 


POSITION WANTED 


7.) Pris SBS! hd 





seventeen years selling and managing 
experience 
spent in automobile financing and nine 
years in selling cars, buses, trucks, 
ambulances. Last three years spent man- 
aging large dealership, merchandising 400 
new cars and 1,500 used cars annually. 
Prefer southeast Florida but will listen 
to anything. Can make reasonable in- 
vestment if needed. Box 3271, c/o Auto- 
motive News, Detroit 26. 


ASSISTANT TO OWNER. Selling and 


management experience. Western lo- 
cation. Box 3242, c/o Automotive News, 
Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


Old established dealership in | 


of which eight years was | 








POSITION WANTED 


GENERAL MANAGER who can handle 


every department at a pro.it. Will take 
over agency and pull it thru on profit 
sharing basis. If you know now is the 
time to separate the boys from the men, 
admit it and save your investment. Write 
P. O. Box 148, Atlanta 1, Ga. (Prefer 
south. ) 


SERVICE MANAGER or partner Ford- 


Lincoln or Mercury. Fully qualified by 
years of experience and training. Prefer 
middle west. Can _ invest. Best of 
references. Box 3273, c/o Automotive 
News, Detroit 26. 





| GENERAL MANAGER, Twenty years Gen- 


eral Motors experience, business college, 
General Motors schools. Married, 45 
years of age, two children, own home, 
tonest, sober, reliable, and in excellent 
health. Thoroughly familiar with all 
phases of automobile business, including 
parts, service, business management, 
sales, merchandising and advertising used 
cars, supervising and management. En- 
tirely capable of taking charge, accepting 
responsibilities and operating profitabiy. 
Last ten years as General Manager of 
large volume operation. Excellent rea- 
sons for making a change. Can invest 
$10,000 in business if desired. Prefer deal 
in or near Chicago. Can furnish excellent 
sales and personal references. Box 324u, 
c/o Automotive News, Detroit 26. 





| G 
| 


ENERAL MANAGER — SALES MAN- 
AGER. Operated own successful dealer- 
ship for four years. Employed by world’s 
largest Nash dealer for over four years, 
where I personally held the following 
positions: Office Manager, Salesman, 
Sales Manager end Generai Manager. As 
Office Manager installed system, trained 
and supervised personnel. As Salesman, 
lead entire zone in sales; as Sales Man- 
ager and Manager, hired, trained and 
supervised sales staff, handled advertis- 
ing and maintained World’s largest po- 
sition in sales. Age 41, family man. 
+ ge 3256, c/o Automotive News, Detroit 
6. 





MR. SMALL DEALER — Do you need a 


young man you can trust to assist you 
in sales or management? Seven years 
successful management and sales experi- 
ence, Able, energetic, well recommended. 
Deal more important than immediate 
earnings. Ford preferred, southern loca- 
tion. Investment considered. Box 3214, 
c/o Automotive News, Detroit 26. 





A 


VAILABLE—MoPar parts wholesale man- 
ager, trained in administration, procure- 
ment, handling, and merchandising. I 
have resigned so that I would not be 
using an employer’s time to sell myself. 
Summary of quauifications will be sent on 
request. Will move to the job. George 8S. 
Gilbert, 17 Glenwood Ave., Buffalo, N. Y. 








| AUTOMOBILE SALES MANAGER, ex- 


perienced, aggressive, past four years 
with Dodge dealer, as sales manager. 
Friendly personality, top notch closer, 
managerial experience, trained and de- 
veloped salesmen to do volume operation 
along progressive lines. Know the used 
car business. Prefer location Long Island 
and vicinity. Telephone after 5 p. m., 
Illinois 9-9353, Forest Hills, N. Y. 





RENTAL MANAGER. Ambitious, 


young 
man thoroughly experienced in sales, 
financing, rate computation and manage- 
ment of car and truck lease service. Also 
thoroughly experienced in car and truck 
Caily rental operation, Interested in be- 
coming affiliated with established and 
progressive rental organization. Personal 
interview only. Box 3215, c/o Automotive 
News, Detroit 26. 





SERVICE MANAGER, Nineteen years of 


General Motors experience with Buick, 
Oldsmobile and Chevrolet. Capable of 
handling any phase of service operation. 
Desire dealer in southwest with customer 
labor potential of $15,000 to $25,000 per 
month. Box 3255, c/o Automotive News, 
Detroit 26. 





| Pi 


$8,000 YEAR SERVICE AND PARTS 


EXPERT desires permanent position with 
wholesaler or retailer in Texas or South- 
west. I can increase your business if 
you are profit minded, Reference ex- 
changed. Box 3244, c/o Automotive 
News, Detroit 26. 

OSITION WANTED by General Motors 
partsman with seven years’ experience 
with Chevrolet, Cadillac, Pontiac parts. 
Chevrolet parts manager for two years. 
= 3270, c/o Automotive News, Detroit 
6. 





A 





CCOUN TANT — Business Manager, 
thoroughly qualified in large dealer oper- 
ation with Chevrolet, 
perience. Are you interested in top-notch 
office manager? Desire Florida location. 
Box 3257, c/o Automotive News, De- 
troit 26. 


| GENERAL SALES -MANAGER—Merchan- 


dising new and used cars. 15 years’ 
General Motors and Chrysler experience. 
Capable of handling used car advertising, 
new car sales promotion and of obtain- 
ing volume business. Box 3262, c/o Auto- 
motive News, Detroit 26. 


POSITION WANTED 





| OPPORTUNITY WANTED—Regional man- 


Ford, Buick ex- | 





ager for large automotive manufacturer, 
early thirties, married, wishes to con- 
tact organization who can offer man- 
agerial position in the automotive trade, 
Sales prcmotion and good old fashion 
selling my field. Salary secondary if I 
can see good future. Box 3263, c/o Auto- 
motive News, Detroit 26. 


AUTOMOBILE MANAGER. New and used 
car experience. With present employer 
four years. Age 39, married, willing to 
relocate. Seven years with Ford—seven 
years with Buick including general sales 
manager of Buick agency with 56 sales- 
men under my supervision. Am hard 
worker with proven results. Box 3264, 
c/o Automotive News, Detroit 26, 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE handling Ford 
—$80,000 net before taxes first ten 
months 1953. Will sell for parts inventory 
and equipment approximately $40,000. 
Must meet following requirements: 1. 
Prove in black and white financial 
ability to handle deal. Terms: Cash. 2. 
Factory approval—reason for selling, am 
buying large volume deal and must move 
fast. All genuine replies meeting above 
two requirements will be answered im- 
mediately. Box 3266, c/o Automotive 
News, Detroit 26. 


»sEALERSHiP AVAILABLE handling 
Dodge and Plymouth in central Ohio. 85 
car potential contract. Almost new, 
modern building completely equipped 
service department and body shop, Mod- 
erate stock ol parts, used car lot adjoin- 
ing approximately 40’x90’. Reason for 
seiling — dissviving partnership. Myers 
and Strain Garage, Mt. Gilead, Ohio. 


AGENCY HANDLING DODGE - PLYM- 
OUTH in Florida’s best agricultural and 
mineral county. Trade area 25,000. At- 
tractive income in wonderful climate. 
Approximate inventory $25,000. Sales this 
year 120 new units. For sale due to ill- 
ness at a sacrifice for $15,000. Very 
reasonable terms. Reply Dick Dolph, 
Inc., Bartow, Fla, 


DEALERSHIP HANDLING HUDSON. 
Very small inventory, beautiful building, 
five car showroom, three panelled offices. 
Large used car lot adjoining. Will sell 
reasonably. Middle west on the Missis- 
sippi river, town of 50,000. Box 3267, 
c/o Automotive News, Detroit 26. 








One of the really profitable ‘Big 3°' auto- 
mobile agencies conveniently located in one 
of New England's most thriving cities. Popu- 
lation over 500,00). Modern facilities include 
office, parts and equipment. No accounts 
receivable, no used cars. Leased property 
with 20,000 square feet.of inside floorspace, 
and 20,000 square foot outside macadam lot 
adjacent to building. Buyer must have factory 
approval. Box 3238, c/o Automotive News, 
Detroit 26. 





DEALERSHIP, NOW HAVE DE SOTO 
PLYMOUTH agency, located in center of 
Eastern North Carolina’s wealthiest 
tobacco belt. Purchase of building option- 
al. Priced to sell. Box 3260, c/o Automo- 
tive News, Detroit 26. 


FOR SALE: DEALERSHIP now handling 
GM, good Nebraska town, agricultural 
area, large trade territory. Good service 
business, ideal building and lot location, 


good lease, low rent. Inventory value 
parts and equipment. Factory approval 
necessary, Box 3234, c/o Automotive 


News, Detroit 26. 


FOR SALE — Well established dealership, 
now handling Nash. 120 car contract. 
Good service business. Desirable lease. 
Small investment required. Located in 
Southwest, good climate all year around. 
Box 3222, c/o Automotive News, De- 
troit 26. 


FLORIDA DEALERSHIP HANDLING 
Chrysler-Plymouth. 200 car dealership in 
one of the best east coast resort towns 
Excellent facilities and location. Inven- 
tory and equipment $30,000, Owner has 
opportunity to get larger franchise 
Factory approval required. Box 3269, c/o 
Automotive News, Detroit 26, Mich. 


FIVE HUNDRED UNIT DEALERSHIP. 
One of Big Three. City of 50,000. Trade 
area, 100,000. Midwestern location. Mod- 
ern well equipped building on lease. 
Verification financial responsibility and 
factory approval necessary prior negotia- 
tions. Reason for selling, other interests. 
Box 3225, c/o Automotive News, De- 
troit 26. 

















150 CAR, BIG THREE 


in small Eastern Kansas town. Used car lot 
adjoining large new car show room. E:- 
tablished over 25 years. Net income in excess 
of $35,002 a year including this year. Books 
open. $25,000 will handle. Excellent reason 
for selling. Address Box 3258, c/o Automotive 


| News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


ean aeteaeeenen ee Aa 
RAL MOTORS TRUCKS and service 

» . new building fully equipped. Gross- 
1952 on new trucks $462,000 with 
salesman not including service and 
rs. 1953 shows increase; large net 
it; opportunity to expand. Located 
ern Pennsylvania, large population to 
» from. Asking $250,000 including 
« trucks and $20,000 inventory. Rend- 
Sales Co., 1775 Broadway, N. Y. C. 
ta 17-5345. 


os 


» © of around 50,000 population with 
evranding payrolls and potential of 250 
© « units profitably annually. Inventories 
jean, receivable current facilities good 
‘ used vehicle stock optional. Factory 

sroval necessary, Excellent reason for 
oe) ing. 3177, c/o Automotive News, 
i (roit 26. 











“9 CAR MICHIGAN DEALERSHIP, now 


heodling Chrysler-Plymouth, Progressive 
eommunity, excellent living conditions. 
Buy equipment and parts, lease modern 
twiiding and lot. Other interests requires 
guck sale. Box 3239, c/o Automotive 
Nows, Detroit 26. 


@aLERSHIP AVAILABLE, Your future 

 ‘n California! Why not enjoy living 

he beautiful San Francisco Bay area 

le operating your profitable dealer- 

», Family partnership dissolving, mak- 

available franchise in city of 18,000. 

s business gave us a return of over 

’» on investment last year and a 

7 attractive return this year. Over 

new, 225 used sales for 1953. Invest- 

it of $35,000 will provide working 

ital and the physical assets. Enjoy 

ig while you work. Box 3274, c/o 
omotive News, Detroit 26. 


ESTABLISHED QUALITY and prof- 
‘le dealership, handling 15 to 200 
ysler-Plymouth, North Central West 
ginia town of 30,000 with diversified 
istries. 1953 volume approximately 
9,000. Good building and equipment 
1 high service absorption. With fac- 
-* approval, all or controlling interest 
llable to qualified buyer. Without 
i cars or accounts receivable, worth 
a 3241, c/o Automotive News, 
roit 26. 


») DEALERSHIP NOW available 
dling one of the most popular lines 
‘g 3,’’ 150 car franchise. Choice lease, 

overhead, Sacramento Valley, Calif. 
t 3223, c/o Automotive News, Detroit 





ANGELES, CALIFORNIA dealership. 
» of the ‘‘Big 3’’ in the heart of Los 
geles, Volume deal, well established. 
w building — brick construction, lo- 
2d on corner lot 205’ x 150’ at stop 
vet. No used cars, accounts receivable 
blue sky to buy. Terms can be ar- 
ged. Factory approval required. Wes- 
N. Taylor, Realtor, 4309 Leimert 
tb od., Los Angeles 8, Calif. AXminister 
1. 





VEN BUYING or SELLING 


an 
A JTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


1) Fisher Bidg. Detroit 2, Mich. 





4szERSHIP NOW HANDLING FORD, 
Estes Park where there are beautiful 
intains, lakes and streams, where 
ssures of high powered business are 
zyotten. Car Rentals in conjunction 
‘ative during tourist season. New 
jlern super service buildings ideally 
ated. QUASEBARTH MOTOR CO., 
es Park, Colorado. 


EE NOW HANDLING LIN-- 
4sN-MERCURY >in thriving Arizona 
n of 12,000 on major U. S. highway. 
vice sales twelfth in United States for 
town. 9.5% penetration in new car 
s. Excellent lease including equipment. 
000 net with dealers salary to No- 
ber. Buy parts inventory only, $20,- 
Owner buying larger city dealership. 
3259, c/o Automotive News, Detroit 


DEALERSHIP 
w handling Chrysler-Plymouth 
i in Ohio, 16 miles from Akron; 30 
‘rom Cleveland. Town 10,000 population. 
tr potential. Complete shop and body 


operations. Will sell for equipment 
arts inventory, approximately $35,000. 
,000 a year gross. G location 
ow-rental lease. Factory approval re- 
Write Box 3261, c/o Automotive 
Detroit 26. 





I, FLORIDA—The newest and mosi 
o date automobile building in Miami 
an outstanding showroom and loca- 
_gformerly operated as a Studebaker 
er. Buii@ing and equipment for gale. 
ras can be arranged. Write R. M. 
-»g, 4036 El Prado, Miami 33, Fia. 


OLING FORD—4675 units; very profit- 
Excellently located. $100,000 neces- 
Others. Maslen, Bar Building, 

2 Plains, N. Y. 


IRSHIP HANDLING DeSoto-Plym- 
in down state Illinois. Doing good 
ess and making profit. Inventory 
nt and in good condition. Excellent 
‘oment. Well established. 125 cars per 
15,000 population. $15,000 will buy 
ment, inventory and all leasehold 
rovements. Owner has other business 
st that necessitates full time. Box 
77, c/o Automotive News, Detroit 26. 


.ALERSHIP NOW HANDLING Buick in 
xlahoma. Desirable lease, low overhead. 
wner’s illness reason for selling. Box 
176, c/o Automotive News, Detroit 26. 


DEALERSHIPS WANTED 


SVROLET 120-140 units. In Illinois or 
ljacent state or one-half interest in 
arger dealership with contract to 
urchase balance following two years. 
eplies held confidential. Box 3268, c/o 
utomotive News, Detroit 26, 


DEALERSHIP WANTED IN central 
lorida—60 to 100 deal. Buick, Olds- 
iobile, Pontiac preferred. All replies 
srictly confidential. Box 3265, c/o Auto- 
otive News, Detroit 26. 


EVROLET FRANCHISE in East. About 
00 car. Confidential. Harold Tietbohl, 









LABLE—Fine dealership handling | 
bodge - Plymouth in excellent southwest | 





Jobleskill, N. Y. Phone 800, 








Full-time experts. No pickup. 
confidential and unbiased. 
Also special 
organization — in business since 1939. 


AUTOMOTIVE NEWS, DECEMBER 7, 195° 


DEALERSHIP WANTED 


WANTED FORD OR CHEVROLET DEAL- 
ERSHIP in Eastern - Midwest area in 
town of 15,000 or up. No real estate. 
Will buy entirely or would consider mak- 
ing an investment and operating for per- 
cent of profit with the provision of later 
buying entirely on a larger deal. Well 
qualified in all respects. Box 3237, c/o 
Automotive News, Detroit 26. 





WANTED 


Well established Ford or GM dealership 


ea Seas BAB a rR? 
a ED hag a ut 


— J 





CARS FOR SALE 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 


contracting 400 or more units annually,| tion: 


in medium-sized city. | have excellent fi- 
nancial qualifications, factory approval 
and live desire to expand. Replies filling 
above specifications will merit immediate, 
personal attention and held in strict con- 
fidence. Box 3275, c/o Automotive News, 
Detroit 26. 





| FORMER DEALER WANTS Buick-Olds- 


mobile—or Pontiac dealership or com- 
bination in Wisconsin, Iowa or Minne- 
sota. Also would consider buying interest 
in good dealership. Replies confidential. 
a 3272, c/o Automotive News, Detroit 
6. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








BUSINESS OPPORTUNITIES 


ARE YOU A DEALER bendiing Buick 
Cadillac, Chevrolet, Ford, Lincoln, Mer- 
cury, Plymouth, Pontiac, or Olds? A 
nationally - advertised fleet leasing com- 
pany invites you to participate in this 
growing field. Submit factory invoice 
prices and your complete over-invoice 
charge on all models; serviced and ready 
for delivery. Write to Box 3224, c/o 
Automotive News, Detroit 26. 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 


you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 





LONG LEASE. Choice corner lot, Riviera 


Beach, Florida—The gateway to the 
Palm Beaches. No new car agency in 
this fast growing, gold coast town. Lot 
240’x260’. Located near port of Palm 
Beach and freight terminal. Only 250 feet 
off of U. S. 1. Car dealers, do not miss 
this opportunity. Also suitable for other 
business, For detailed information, write 
Box 607, Lake Park, Fla. 


DEALER SERVICES 


INVENTORY SERVICE, Parts and acces- 


sories. Top type personnel, 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 8S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 


part-time help; 
Certified reports. 
Experienced 
Free 


buy - sell service. 


booklet on Parts Department operation sent 


on request. Call or write for service details. 








Woodward at 13 Mile 


10040 Freeland Detroit 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Automotive Inventory Service Co. 
27, Mich. WE 3-6449 


CARS FOR SALE 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


ATTENTION DEALERS!!! 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Royal Oak, Mich. 
Lincoin 5-1100 








“Home of Michigan's Finest Automobiles" 











Flanders 0800 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 


VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 


Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy — We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 


MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 





PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 


Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 


west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
St. Louis 9, Mo. 











° 


ARI be sat 


(na es = 


FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 

© Buick 

® Cadillac 

® Oldsmobile 

® Pontiac 

® Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
aa = = 


GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
® Ship Anywhere—Same Day 





Jc 


FOR 








NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 





TRUCKS FOR SALE 


1981 Ford F-8 with W45 Holmes wrecker. 
1948 Dodge with W45 Holmes wrecker. 
1943 Diamond T 6x6 with W45 Holmes 
wrecker, 1943 Biederman 7%-ton 6x6 
Tandem. 1948 International KB8-F1 tan- 
dem, 1949 International KB6F tandem 


dump. We buy and sell all makes, % to | 


10-ton trucks. Write or call Bill Fishel, 
Vandeventer Auto Sales, 717 South Van- 
deventer, St. Louis, Mo. Phone Frank- 
lin 1750. P 


BUSES FOR SALE 


WAYNE MODEL C32110, 1953, 20 passen- 
ger bus on a Chevrolet 2-ton LWB 
chassis. Cream over maroon, unlettered. 
Reclining green leather American wicker 
metropolitan seats. Heavy duty gener- 
ator. 750x20-8 ply tires, 28’’ luggage 
rack. 77’ head room, Mileage less than 
500. Equipped and ready for road, Call 
5241, Ext. 389, Bloomington, Ill., except 
Saturday or Sunday. 


SHOP EQUIPMENT FOR SALE 


Car Dealer Equipment 


1LG Exhaust Fan 24”. 


Binks automobile Dry Type dust free 
paint room complete with exhaust. 


All types service shop equipment—Sun 
analyzer, grease rack, grinders and 
body tools, valve refacer and grind- 
er, etc. 

Remington Kardex inventory control, 4 

ons, 20 drawer each with steel 
work table. 

40 Berger parts bins 12x36x72 shelves 
and drawers; 12 sections 18x36x84 
shelving; 6 sections 24x36x96 shelv- 


Street 


City. 


Car D 








65 


SHOP EQUIPMENT FOR SALE 


CLAYTON DYNAMOMETER, top floor 
medel, new, Sacrifice price $1,650 or 
trade for new car. Original price, $3,100. 
The M-G-K Motor Co., Cumberland, 
Maryland. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce 8t., 
Lynchburg, Virginia. 





THE SAFEST TOW BAR 
YOU CAN BUY 


Automatic BrakKinG 


WITH BRAKE HOOK-UP 
GUIDE 


ONLY .. 951% suo 


Meets 1.C.C. Strength Requirements 


LESS 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 


$6] 45 


Meets ALL 1.C.C. Requirements! 


—SPECIAL— 
Protecto Covers (Tailor Made) + $6.95 


SAFETY CHAINS, set of 2, only .... 


. $19.50 


- $17.50 


QUICK-TOW, Burtper- 
to-Bumper Tow Bar 


CASE-LOT 6 UNITS, only . . 
e e 


. 

TRI-KING 3-Point Hook- 

Up Intra-State Tow Bar . $42.50 
(Folding "'V'' Type) 


All prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


40 So. Clinton St., Chicago 6, Ill. 





Our New Model 





TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 


Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Sinee 1°29 











® /fs easier fo score 
when youre in position 








The INTERNATIONAL Truck Dealer is in the 
best position to score—with the World's 
most complete truck line. He offers exactly 
the right truck, from %-ton pickups to 
90,000 lbs. GVW off-highway models. He 
offers the right power, with a wide choice 
of engines—including gasoline, LPG, and 

~~~. diesel design. No other line offers so many 

is ~. thousands of variations for exact job spe- 
cialization. 
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He outscores other dealers, too, with the 
long-respected INTERNATIONAL reputation 

= , ) for quality. Because he sells quality, he has | 
ea more satisfied customers. Their loyalty safe-| 
N ) Kk guards the dealer’s profits for years to come. 


os 

Se Franchises are available in a few choice lo- 

. C cations. If you are qualified, and want to be 

Fe ; 7 on the winning team, there may be an 
§ ; — INTERNATIONAL Truck Dealer Franchise 

~ open to you. 



















“"@i For details, phone your nearest INTERNA: 

alg | TIONAL District office. Or write to INTERNA- 

gat TIONAL HARVESTER Company, 180 N. Michi- 
gan Ave., Chicago 1, IIl. 










INTERNATIONAL HARVESTER COMPANY - CHICAGO 





international Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 





Better roads mean a better America 


INTERNATIONAL TRUCKS | 


Standard of the Highway 
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